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—IN A BRODIE BiRotor METER 


The unit-built construction of Brodie BiRotor Meters offers 
countless advantages to tank truck and loading rack opera- 
tions. Each component unit is completely self-contained and 
can be readily removed for inspection and servicing in a 
matter of minutes—without disturbing existing line connec- 
tions—and without needless tie-up of equipment or facilities. 
Thus, maintenance time and cost is held to an absolute mini- 
mum. Brodie BiRotor Meters represent the last word in 
mechanical perfection with high sustained accuracy and en- 
during trouble-free service. Investigate fully today. Write for 
complete information. 


Bropie 


RALPH N. BRODIE CO., INC. ist & LOWELL, OAKLAND 8, CALIFORNIA, U.S.A. 
Divison Offices: CHRYSLER BLDG., NEW YORK CITY + 59. VAN BUREN, CHICAGO 5 «+ 2101S. SAN PEDRO, LOS ANGELES I1, CALIFORNIA 
302 SOUTH PEARL ST., DALLAS 1, TEXAS  221-9TH AVE. NORTH, SEATTLE 9, WASH. * REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 
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Among other things: 


In the lead article Ralph Becker, managing director of 
Oil-Heat Institute, sets forth a considered opinion on the 
outlook for oilheating and the Institute’s role in the future. 


The cover picture—a Diesel Oil Sales Co. truck making 
a delivery in Seattle—spotlights the theme of the story on 
page 48, a comprehensive discussion of oilheating activity 
in Washington and Oregon. Interesting, too, are the in- 
formative descriptions of some of the aggressive merchan- 
disers in this area. 


And be sure to read about the practical way U. S. Ma- 
chine trains its sales force (page 58). 


Lastly, on page 64 Sparky, self-styled “world’s best 
serviceman” tells why it’s a waste of time to try to patch 
up decrepit oilburners. 

















REGARDLESS OF WEATHER 
OR SIZE OF CHIMNEY 


Positive Draft 


The Wing Draft Inducer provides a 
means for furnishing positive, uniform 
adequate draft for low pressure heating 
plants without the need for tall, un- 
sightly, expensive stacks. 


It permits operating at high efficiencies 
without regard to weather conditions. 


Thorough and efficient combustion 
with high CQO, content is assured. 
Smoke, gas and explosion hazards are 
reduced or eliminated. 


L.J. Wing Mf%.Co. 


General Offices and Factory: 
65 Vreeland Mills Road, Linden, N. J. 
Canadian Factory: Montreal 
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Names in the News 
J. Neil Brophy has been named east- 
ern factory representative for the oil- 
burner division, 
Enterprise Engine 
& Machinery Co., 
San_ Francisco, 
Calif. He has 
managed _activi- 
ties for Enter- 
prise in New Eng- 
land since 1938, 
except for two 
years when he was with the War Pro- 
duction Board. Before 1938 he had 
been a Ray oilburner distributor. He 
will make his headquarters at 10 High 
St., Boston, and will concentrate large- 
ly on broadening the company’s New 
England oilburner activities. 





L. A. Devlin has been named super’ 
visor, retail home heating market, and 
Arthur W. Harris, supervisor, jobbers 
and tank truck dealers, home heating 
market, Gulf Oil Corp., Pittsburgh 
30, Pa. Mr. Devlin joined Gulf’s De- 
troit office as a fueloil salesman in 1938 
and became head of fueloil sales in 
1940. He returned to this position fol- 
lowing war service with the Seabees. 





Harris 


Devlin 


Mr. Harris was with the Boston sales 
division from 1937 to 1942, when he 
went with OPA for three years. After 
his return to Gulf he was promoted to 
supervisor, jobbers and dealers, home 
heating market, Boston Division. Both 


December 
1950 









































aa sahite EEE Li 


| 











FLUID HEAT 





| BiG, COMPLETE LINE P soz, SCOTT SUBLETTE 


had 3 GIVES You MORE SALES President, National Heating Company, Cincinnati, O. 


He 
igh ADVANTAGE ° oe “‘We’ve been in the heating business over 20 years, and 
have had experience with many types of heating equipment. 
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ee In 1945, we selected Fluid Heat as the line upon which we 
pit wring would stake our reputation and our future. And it paid off 
models, ° 
300 to 1090 plenty! We now order truckload lots of all Fluid Heat 
per’ square feet of equipment. 
r standing steam 
7 radiation. “Fluid Heat’s old, established manufacturer gives us full 
bers cooperation and service . . . stands behind every piece of 
g . . . . 
ie equipment. And our customers are delighted with Fluid 
Oo 
7 1 Wall Flame Rotary Heat performance! Yes, sir... my Fluid Heat Franchise is 
~ % Burners, 2 models, with » 
938 | pi aopomg ree Pe valuable to me! 
7. a 4'% gallons per hour. *s 
cae | INVESTIGATE FLUID HEAT NOW , 
ees. 
|  . FOR MORE SALES—MORE PROFITS! 
ressure ’ 
models, with firing r 
votes from 7/10 10 12 See for yourself how you can make more money selling 
gallons per hour. the Fluid Heat line! Write today for complete details on 


the Fluid Heat Franchise Plan to FLurip Heat Division, 
Anchor Post Products, Inc., 6700 Eastern Avenue, Balti- 
more 24, Maryland. 
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Air Conditioning 

| 4 Furnaces, 6 

. if models (basement 
| and utility) from 

70,000 to 

200,000 B. T. U. 

per hour. 


ales A Complete line of 
| GAS and OIL FIRED 
io | wees HEATING 
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OIL BURNER 


“WORLD’S ECONOMY CHAMPION” 
Manufactured by Anchor Post Products, Inc. 
Baltimore 24, Md., Established 1892 




























The modern functional school is 
characterized by trim lines and 
concise design . . . a low chimney. 















Conventional types of horizontal, 
return-flue or tube boilers require 
tall, long-draft chimneys out of 
keeping with building style. 








7 WITHOUT THIS 















Complicated controls and noise 
of operation are necessary ad- 
juncts when a “package unit” 
boiler is used with a low chimney. 















USE THIS 








H. B. Smith low-draft cast iron 
boilers meet all heating require- 
ments without tall chimneys or 
extra controls. This installation 
is in a Connecticut school. 




















Minimum draft resistance is assured in the design of H. B. Smith 
boilers. The hot gases rise between the gray iron vertical water 
tubes before passing into the side flues. Maximum heat is trans- 
ferred from the gases to the water in the tubes. 

Boilers of the return-flue, or long-fire-tube type, require stronger 
draft — call for tall chimneys or mechanical draft with elaborate 
controls . . . none of which are needed with H. B. Smith low-draft 
boilers. 

Result? Low chimneys and freedom from noise, vibration or the 
danger of draft-control instrument failure. Add space saving, 
extra long life, economy of operation, low maintenance costs—and 
sectional construction features that permit the boiler to grow with 
the need — and you see why architects, engineers and contractors 
recommend H. B. Smith Boilers with full confidence. 


ee 






CAat PRON BOILERS 


THE H. B. SMITH CO. INC., WESTFIELD, MASS. 
Most complete line in the world of cast iron boilers for heating 





men will be located at company head- 
quarters in Pittsburgh. 


C. E. Bucholzer succeeds W. C. 
Newberg as president, Airtemp Div., 
Chrysler Corp., 
Dayton, Ohio. 
Mr. Newberg has 
become vice presi- 
dent and director 
of Chrysler’s 
Dodge _ Division 
in Detroit. Mr. 
Bucholzer has 
been with Air- 
temp for 14 years, joining the division 
in 1936 as a job setter. In 1938 he 
was promoted to foreman in the ma- 
chine shop and in 1939 became gen- 
eral foreman of the shop. By 1941 he 
was assistant general superintendent 
and was made general superintendent 
of all Airtemp plants in 1944. He held 
this position until November 1948 
when he was appointed national serv- 
ice manager in charge of merchandis. 
ing spare parts and service equipment. 
Earlier this year Mr. Bucholzer was 
named assistant to the president, then 
vice president and director. 





Earl B. Noble joined National City 
Bank of New York on November 15 
as petroleum consultant. He will work 
with the officers supervising the bank’s 
oil and gas company accounts on prob 
lems of petroleum development, pro 
duction and financing. Mr. Noble re- 
signed as general manager for Canada, 
Union Oil Co. of California to join 
the bank. 


William G. Moser has been ap: 
pointed general sales manager, Meter 
Div., A. O. Smith 
Corp., Los An- 
geles, Calif. Mr. 
Moser, who is 
well-known in the 
metering field, has 
been selling 
SMITHway meters 
since 1938 both 
in New York and 
Chicago. He will make his headquar- 
ters in Los Angeles. J. F. McDonald, it 
was announced also, has rejoined the 
organization and now is sales man 
ager, Midwestern Area. 
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The Sun-Ray Series “’S’’ Burner—a 
leader among quality oil burners— 
features a specially designed hous- 
ing for the famous “‘Sheli’’ Patented 
Combustion Head, Sun-Ray Carbu- 
retion and Automatic Electric Oil 
Brake, all combined to give up to 
36% in fuel savings, higher CO, 
higher flame and lower stack tem- 
peratures and just about the best 
ever in over-all combustion effi- 
ciency and clean, quiet operation. 


Judge the Burner you 
sell on.-:- 

e DESIGN 

© PERFORMANCE 


© REPUTATION 
© TYPES & SIZES 
e PRICE 


and you'll settle 
on SUN-RAY 








AOUS THE WORLD OVER FOR QUALITY AND ECONOMY 


SUN-RAY BURNER MANUFACTURING CORP. 


































1S WAY AHEAD IN DESIGN 
PERFORMANCE + SALES 


it pays to sell the burner line that’s complete—that gives 
you plenty of range to select the right burner for each 
installation, large or small. 


It pays to sell the Sun-Ray because it’s a quality line, 
built by one of the leading and oldest burner manu- 
tacturers. Sun-Ray burners are endorsed and specified 
by architects, engineers, builders, realty managers, 
federal, state and city departments everywhere. Thou- 
sands upon thousands of these burners are installed 
every year in homes, apartment houses, stores, factories, 
schools, churches, institutions, etc. 


It pays to sell Sun-Ray because Sun-Ray sales litera- 
ture, newspaper mats, window displays and signs make 
Sun-Ray known to your customers as an outstanding 
name for economical heating. Sun-Ray factory engineer- 
ing and sales cooperation are outstanding. 


For quicker service — Sun-Ray Burners are factory 
stocked in Buffalo, Chicago, St. Louis, Detroit and Port- 
land, Ore. They are also warehoused by leading dis- 
tributors throughout the country. 

Investigate the Sun-Ray line from every angle — 
design, specifications, installation, service, performance, 
price. You'll discover—as have many others—that it pays 
off handsomely to enjoy a Sun-Ray sales franchise. 
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OIL BURNERS 






139-227 Geers BOULEVARD « JAMAICA 2), N.Y. 








Models from 
0.7 to 25 g.p.h. 
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Stopping over on a West Coast trip 
to spend a bright dry October day in 
Boise, Idaho, a very gratifying conclu- 
sion was reached for the fueloil and 
oilheating industry. Half of the homes 
in this city of 50,000 are heated with 
oil, contrary to all economic considera- 
tions and in spite of the fact that 
almost no dealer has done any real in- 
tensive selling or merchandising. For 
the most part, families in Boise have 
bought oil heat simply in the sense of 
“doing what comes naturally.” 

Furnace oil, called No. PS200 in 
that part of the country but about the 
same as No. 2 oil farther east, is selling 
at 16.4¢ a gallon for homes with 275 
gallon tanks. It’s a half cent less for 
drops of 400 gallons or larger. 

There is no city gas utility in the 
area although a few propane installa- 
tions have been made, largely on the 
fringes. The real competitor for heat- 
ing is coal, and the Utah-Idaho area is 
one of the few remaining spots in the 
country where stokers still are getting 
some play. The best stoker coal from 
Utah has 12,500 Btu to the pound and 
sells for $14.75. Hand fired sizes bring 
$16.50 to $17.50. 

Compared to stoker coal on a 
straight Btu basis, heating oil costs just 
twice as much. Of course there are 
some differences in burning efficien- 
cies in favor of oil, but even so there 
is an unusually large fuel cost handicap 
for oil to overcome. 

You would think that if any place 
in the country needed intensive spe- 
cialty selling to put oil heat across it 
would be a city like that. Yet that 
hasn't happened and from present in- 
dications it apparently never will. 

The pleasant day was spent in 
visiting about industry problems with 
six dealers. The yellow pages in the 
local phone book listed 22 oilburner 
dealers and 23 selling fueloil. The se- 
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lection of six to visit out of 45 was a 
hit or miss affair, since none of them 
were previously known. 

In all of the day’s discussions, none 
of the men claimed to be doing a strong 
merchandising job and none of them 
knew any other dealer in town that 
was. Perhaps specialty selling would 
be a better phrase than merchandising, 
because we were talking of door can- 
vassing, telephone canvassing, sales 
meetings, use-the-user premiums and 
like activities. 

With all of its conveniences and 
blessings, and in spite of its high cost, 
fueloil, like Topsy “just growed.” 

The dealers visited were Wm. E. 
Foster who runs Foster Heating Serv- 
ice, Forest Schaefer and Oscar Salo- 
monsen of Davidson Service, C. R. 
Rudolph, the Standard of California 
distributor, James B. Cruzen, distribu- 
tor for Phillips 66, E. J. McGuffin of 
McGuffin Fuel Co., and the E. P. 
Wassler Sheet Metal Co. 


With about eight million gallons 
sold annually in Boise, only about 
40% is central heating furnace fuel 
and the balance is PS100, or stove oil, 
sold for floor furnaces, wall furnaces, 
space heaters and pot-type furnaces. 
All told there are 6,000 heating oil ac- 
counts of one type or the other. David- 
son, with 2,100 of these, is recognized 
as the largest oil distributor and he has 
the largest burner service department. 
The company sells H. C. Little, Do- 
wagiac furnaces and conversion burn- 
ers and Spark space heaters. 


Foster sells Oil-O-Matic, has sold 
burners since 1930 when the first ones 
came to town. With his own fueloil 
trucks, he fills at Standard’s bulk plant 
and supplies a water-white furnace oil 
that comes through the new pipeline 
from the Salt Lake area. Rudolph told 
about the new line that after leaving 
Boise runs on up to Pasco on the Co- 
lumbia River. It should help to get 
fueloil prices down some of these days. 


Cruzen, either the second or third 
largest fueloil marketer, uses a sort of 
semi-automatic delivery. It’s a route 
system but not all customers on the 
route get oil every trip. The large tank 
accounts or the slow burning accounts 
are grouped separately. Cruzen moves 
up pegs on a date board for the various 
route groups, based entirely on his own 





judgment of weather conditions. If he 
happens to get a run-out he knows he’s 
cutting it a little too fine and moves his 
pegs back a day or two. 

Wassler is a dealer for Winkler and 
Airtemp burners. He appears to do 
more selling. The day of the visit he 
was out calling on some homes where 
the owners had left cards at his display 
in the annual home show. McGuffin, 
a coal man at heart from his early busi- 
ness years, is now handling fueloil and 
also is the dealer for Iron Fireman. 

Besides being the state capital, Boise 
is in the Snake River Valley, rich irri- 
gated farm country that wends 
through southern Idaho. Like all West- 
erners, its people are modern, aggres- 
sive. If oil is cleaner than coal, saves 
grime, saves time, the half of the popu- 
lation that can afford it buys a burner. 
In the absence of strong selling but in 
the presence of their own inclination 
to live better, they have turned to oil, 
“doing what comes naturally.” 


o, 
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Advertising rates in FUELOIL & OIL 
HEAT were raised about ten per cent 
December 1. This is the third increase 
in the past ten years, about the same 
amount each time. 

As every publisher knows, the costs 
of paper, printing, even postage rates, 
have gone up many times that per- 
centage in the war and postwar decade. 
Even more significant, the men and 
women who devote their talents to get- 
ting out the magazine have grown in 
experience and have progressively 
made the publication more useful. 

The greater volume of advertising 
through the years has made it possible 
to keep advertising rates low in the 
face of skyrocketing costs. That will 
continue to be the policy of the own: 
ers, even though in a period of general 
economic expansion throughout the 
country it occasionally is necessary to 
make modest upward adjustments. 

Manufacturers and dealers in the 
oilheating industry have the same 
problem. Materials critical to the de’ 
fense program are also vital to our in 
dustry. Supply pressure is sure to put 
even more strain on prices, as we have 
seen in the example of fueloil tanks. 
It’s wise to plan for higher costs in 
your selling program for 1951. 


December 


1950 
















































































































sts 


er: 
de. 
ind 


ret 














RURAK 


A 


Boe 
o> 


< 
7 


RRR SR AR SR RR AR SR IR SR RR IR IK IR RK RK RK RR RK RR RK RR 


~ 


“a 


Greetings 


1 SLE 


Look over your shoulder at the year just past, 
View yesterday’s news in the calm of today. 

Odd events, great events, happened so fast, 
Just what was important 1s hard to say. 


Store sales hit their highest peak ever, 
Joe Louis made way for another champ. 

Crosby’s sons proved they too were clever, 
Swanson returned, still the best vamp. 


Vogue set the fashion at ‘‘pencil slim’’ 
Esquire told males to adopt the ‘‘trim look.’’ 
Gals chopped their hair ’til her became him, 
And necklines plunged beyond the last hook. 


World unrest grew, grew, and still grows; 
Behind it all glows a fractious Red Star. 

What happens next really nobody knows, 
But this year for U.N. was its best by far. 


Morning and evening we heard Arthur Godfrey, 
And Quiz Shows gave riches away for a song; 

Here and there house tops grew antenna TV, 
And all small fry shouted, ‘‘I’m Hopalong.’’ 


Scully Signal Company went on its way, 

Making VENTALARM Signals for car and home tanks,* 
‘‘Just what we need,’ the fuel companies say, 

And car owners stopped to mail us their thanks. 


Come what may come, we have but one plan, 
With our new products as well as the old. 

Our pledge is to serve you the best that we can, 
For your business, grateful thanks many fold. 


*Also ... VENTALARM-GAUGE a smart combination, 
And FASFILL Connector for new filling speed. 

Then REMOTAMATIC Control, our brand new sensation, 
Saves fuel pump, motor, plus the gas that you need. 


SCULLY SIGNAL COMPANY, 76 First Street, Cambridge 41, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 
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Shipments of Oilburners and Units 


(Including Exports) 

Adjusted to include manufacturers other than the 152 reporting to 
Census Bureau, FueELom & Or Heat's estimates of shipments are: 

AUGUST EIGHT MONTHS—— - 
Percent 
Change 
+ 84.7 
+100.9 
+ 95.6 
+ 88.0 
+> 39.7 
= 185.2 





Percent 
Change 1950 1949 


105,845 55,371 > 91,1 409,667 221,789 
13,568 6,464 + 109.9 55,486 27,614 
22,529 13,397 + 68.1 D1L53) 49,856 
141,942 75,232 + 88.6 562,688 299,259 
3,938 2,783 + AS 19,891 15,33'5 
145,880 78,015 + 87.0 582,579 314,594 


1950 1949 


Conversion 
Boiler units 
Purnace units 
*All Domestic 
Commercial 
Total 
*Revised 


NINE MONTHS 
Percent Percent 
Change 1950 1949 Change 


495,100 296,216 67.1 
68,158 36,106 88.7 
117,117 63,803 83.5 
680,375 396,125 71.7 
24,076 18,263 31.8 
704,451 414,388 70.0 





SEPTEMBER 


1950 (1949 


85,433 74,427 14.8 
12,672 8,492 49.2 
19,582 13,947 40.4 
117,687 96,866 21.5 
4,185 2,928 42.9 
121,872 99,794 22.1 


Conversion 
Boiler units 
Furnace units 
All Domestic 
Commercial 
Total 


October Minimum Retail Prices: Key Dealers 

CONVERSION BURNERS _BOILER-BURNERS FURNACE-BURNERS 

October Aver. $315 $656 $599 

September Aver. 312 657 597 
Price Index: Conversion Burners: January 1940 is 100% 

WHOLESALE RETAIL 
133.2 Six months ago October 135.6 Six months ago 
127.8 Year ago September 133.3 Year ago 


126.3 
128.9 


121.6 
128.1 


October 
September 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES - RETAIL CONVERSION BURNER -JAN. 1940= 1/00 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS — 1939 = 100 
CONSTRUCTION COSTS — RESIDENTIAL- DEPT. OF COMMERCE — 1939=100——-——- —— 
COST OF LIVING — BUREAU OF LABOR STATISTICS — 1935-39 =100 xcccococccacc0c00 900000 
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Oilheating Trends 


OCTOBER INSTALLATIONS of domestic 
oilburners and units are estimated at 
96,738, compared with 75,193 in the 
same month a year ago, a rise of 27%. 
The total for the first ten months of 
the year was approximately 663,730, ° 
showing an improvement of 38% over 
the 481,009 in the same period of 1949. 
The October installations were di- 
vided: New homes 32,300; Replace: 
ments of old oilburners 12,410; Con- 
versions from other fuels 52,028. The 
same division for the ten months would 
be: New Homes 164,889; Replace: 
ments of old oilburners 74,160; Con- 
versions from other fuels 424,681. 


BURNER STOCKS: Dealers had on 
hand November 1 approximately 131,- 
626 domestic oilburners and units, a 
slight rise from 124,291 a month 
earlier. Factory stocks on August 31, 
the latest available information, were 
41,592. With prices advancing, as 
shown in the price index, and with 
some threat of reduced production 
ahead, the dealers will probably keep 
their stocks up. 

TANK STOCKS: November 1 tank 
stocks in the hands of oilheating deal- 
ers were estimated at 85,736, only 
moderately down from the 90,823 total 
of October 1. They seem in fairly good 
shape considering the time of year. 
The division by ‘sizes was: 220-275 
gallon 77,408; 550-675 gallon 5,544; 
1,000 gallons and larger 2,784. Tank 
prices seem to have leveled out for the 
present at a $44 average for the 275 
gallon size, the same as it had been 
the previous month. That seems to be 
a good profit price and the factories 
are offering more of them. 

COLLECTIONS: Asked to compare 
their general customer credit situation 
on November 1 with a year ago, 33% 
of the reporting dealers from all sec’ 
tions say they are good, 54% find them 
only fair, 13% report them poor. In 
trying to put an actual yardstick on 
customer payments the dealers were 
asked what their accounts receivable 
on November 1 represented in terms 
of weeks of gross billing prior to the 
date. The composite answer was 6.2 
weeks. In other words, if the average 
dealer had accounts receivable of $40, 
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‘ses an 
xhaust Pipe 


Yes, the Master Kraft Model VCF 
Warm Air Conditioner uses a new 
method of combustion control. In 
this heating unit, the draft is induced 
by the unit itself. This makes it possi- 
ble to operate the unit without the 
benefit of a chimney. Of course, it 
must have an exhaust pipe to conduct 
the combustion gases out-of-doors. 
The exhaust pipe need not be over 
five inches in diameter. Because of 
this induced draft, you can SELL the 
Master Kraft Model VCF Warm Air 
Conditioner for many jobs where no 
other heating plant can fill the bill. 


Patents 
Applied 


For 


Master 


MANUFACTURED BY | 


HARVEY-WHIPPLE, INC. }{ 
Springfield, Mass. 





... Instead of 
a Chimney 


The Master Kraft Model VCF, being unlimited in its 
uses as a Warm Air Conditioner, is a fast seller, and an 
excellent profit-maker for the dealer who handles it. 
Stand it up, hang it up, or lay it down — just install it in 
any convenient space. No need to worry about where 
to locate it, because it needs no chimney — it makes its 
own draft. 

Available in two sizes. The VCF-75 delivers 75,000 
Btu at the bonnet and 63,000 at the registers. The 
larger VCF-110 delivers 110,000 Btu at the bonnet, 
93,500 at the registers. The overall size of the VCF-75 
is 33” x 19” x 69”, and that of the VCF-110 is 37” x 
a0? a: 7. 

For more information about this amazing unit, as well as 
the full line of Master Kraft automatic heating equipment, 
write Harvey-Whipple, Inc., Springfield 2, Mass. 


———--------- 5 


HARVEY-WHIPPLE, INC. 
Dept. FO-19, Springfield 2, Mass. 


Please send me more information abous | 
| Master Kraft. 





A PIONEER 
IN AUTOMATIC 
HEATING 
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000 on November 1, he found that he 
had done that amount of business since 
the middle of September. The receiv- 
ables were not all made up of this new 
business, of course; some of the credits 
were from older deliveries. 


Local oilheating associations have 
credit exchanges in a good number of 
markets, with 53% of those reporting 
having access to this kind of help. 
Among those who are able to get such 
information on customers, 83% say 
they follow it actively. In one Western 
city where this kind of operation was 
recently studied it developed that 
about a fourth of all oilheating users 
in the city had been reported delin- 
quent at one time or other. 


NEW SALES TERMS: Dealers selling 
oilburners believe that the new Gov- 
ernment brakes on installment credits 
will hurt their volume by an average 
of 17% ... they expect to sell that 
many fewer burners as a result. Some 
individual estimates ran as low as 2% 
and as high as 50%. 


Just now the group is selling these 
jobs with down payments ranging 
from 10% to 33%, with the average 
of all dealers 13%. That is the same 
average down payment that the same 
group used two months ago before the 
restrictions tightened up. The dealers 
do, however, reflect the new curbs to 
a greater extent in their time limits to 
pay the balance; today their average is 
27 months; in September it was 33. 


FUELOIL SUPPLIES: Local bulk plant 
stocks of fueloil distributors on No- 
vember 1 were a little over three mil- 
lion barrels higher than the previous 
year. This refers to No. 2 or 3 oil East 
of the Rockies. They are holding about 
the same relationship to the previous 
year that they had on September 1, 
when the comparisons were 17,795,106 
and 15,238,293, for this year and last. 


Estimated local bulk Stocks 
NO. 2 OR NO. 3 HEATING OIL 


Nov. 1, Nov. 1, 
1950 1949 
(Bbls) : (Bbls) 

2,196,400 1,547.300 

7,180,890 5,720,370 
951,800 823.400 

3,921,030 2,820,390 


14,250,120 


New England 
Mid-Atlantic 
The South 
Midwest 


EAST OF ROCKIES 10,911,460 


Stocks of the same products at re- 
fineries, terminals and in transit on 
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OILBURNERS 

October 
1950 1949 
173 89 
279 817 


1950 


966 
4008 


. me -, 
238 4189 1114 
3 a 22 
1607 

654 
460 


589 247 
117 89 
66 54 

88 60 1262 

46 40 «4523 

70 45511 

2697 

919 

44 323 

58 69-452 

260 2137 


45 810 
579 


29007 
23209 
5798 
1186 
1047 
250 
353 
973 
11616 
525 
9219 
206 


1027 

1045 

3170 
44 ae 
71 387 
74 si 
1986 
47 ae 
51 816 
101 136 


256 


1576 


44 327 
212 
Z19 
106 

10282 


148 
11709 
+13.9 


831 
79660 


+ 16.0 


Oilburner* and Building Permits 


10 MONTHS 


1949 


550 
4726 


4305 
900 


5775 
450 
291 
884 
289 
263 

3096 
912 
231 
370 

1542 
619 
589 
272 

21549 
16664 


4885 
1084 


1451 
178 
280 
682 

8018 
309 

5533 
209 
55Q 
772 

2067 
ZS 
271 
670 


1809 
414 


426 
608 
1158 
234 
967 
1345 


524 
68675 


Albany, N. Y. 
Baltimore, Md. 
Binghamton, N. Y. 
Bloomfield, N. J. 
Boston, Mass. 
Bridgeport, Conn. 
Buffalo, N. Y. 
Columbus, O. 
Des Moines, Ia. 
Detroit, Mich. 
Elizabeth, N. J. 
Freeport, N. Y. 
Greenwich, Conn. 
Hackensack, N. J. 
Hartford, Conn. 
Hudson County, N. J. 
Irvington, N. J. 
Lynn, Mass. 
Meriden, Conn. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Montclair, N. J. 
Morristown, N. J. 
Mt. Vernon, N. Y. 
Newark, N. J. 
New Bedford, Mass. 
New Haven, Conn. 
New Orleans, La. 
New Rochelle, N. Y. 
New York City (total) 
Brooklyn-Queens 


Manhattan, Bronx, Rchd 


Norfolk, Va. 
Oakland, Calif. 
Omaha, Neb. 
Orange, N. J. 
Passaic, N. J. 
Paterson, N. J. 
Philadelphia, Pa. 
Plainfield, N. J. 
Portland, Me. 
Portland, Ore. 
Poughkeepsie, N. Y. 
Providence, R. I. 
Reading, Pa. 
Richmond, Va. 
Roanoke, Va. 
Rochester, N. Y. 
Rockville Center, N. Y. 
Salem, Mass. 

St. Louis, Mo. 
St. Paul, Minn. 
Schenectady, N. Y. 
Seattle, Wash. 
Springfield, Mass. 
Stamford, Conn. 
Syracuse, N. Y. 
Trenton, N. J. 
Wtica. N.Y. 
Washington, D. C. 
West Orange, N. J. 
White Plains, N. Y. 
Wilmington, Del. 
Worcester, Mass. 
Yonkers, N. Y. 
Totals 
Percent Change 


DWELLINGS 


October 


1950 
274 
12 


15 
35 


50 


628 
6 
29 
6 


a 
50 
116 
269 
64 
37 
6 
14 
74 
30 
21 


2731 


—0.7 


1949 


208 
9 
10 
44 


46 
151 
1169 
7 
26 
4 


42 
87 

3 
M1 
14 
13 


21 
y 
43 


14 
7 
60 
109 
147 
56 
25 
5 
12 
21 
21 
14 


2750 


10 MONTHS 


1950 
1637 
128 
185 
279 
599 
10899 
54 
351 
176 
45 
159 
3147 


26 


1255 
1400 
17 
187 
276 
215 
2271 


67 
652 


74 
892 
1484 
2483 
652 
534 
59 
158 
422 
187 
238 


31366 


+ 34.2 


1949 


2377 
92 
74 

304 


364 
1050 
10186 
47 
180 
52 


19 


566 
580 
7 
104 
122 
116 
1705 
154 
56 
594 


95 
87 
479 
660 
1385 
417 
286 
68 
16 
156 
95 
98 


23376 


*Permits are not total sales in each market since none are reported from suburban 
areas, which normally account for 20% to 60% of total sales in each market; nor are 
they an accurate index where enforcement is lax. Rightly used, however, they are a useful 


working index. 





November 4 for the area East of the 
Rockies were — 72,959,000 barrels, 
compared with 75,202,000 on the cor- 
responding date of 1949. The Midwest 
was up three million barrels while the 
East and Gulf Coast were down about 


six million. A comfortable stock posi 
tion for the East Coast must still be 
developed. No doubt it will be, since 
there is plenty of crude and refining 
capacity. High tanker rates hurt now. 
(Please turn, to page 127) 
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Big new savings for operators of fuel and range oil delivery trucks! 
Now drivers can actually start and stop their truck motor and fuel 
pump by just opening and closing the hose gun nozzle — even when 
a full hose-length away from the truck. New REMOTAMATIC Control 
for trucks eliminates costly motor and pump by-pass operation 
during delivery preparations and while the driver walks to and fro 
between truck and customer’s fill pipe. Think of what this means. 
Users already report gasoline savings for in excess of our claims! 







































REMOTAMATIC Control saves at least 5 minutes of motor running 
and pump by-passing time per delivery. A total of 2 hours during a 
24-stop day. Or... 12 hours of motor running saved during each 
six-day week. 


In other words, after 4 weeks, you save the equivalent of a full 
week’s motor running time. Actually, trucks operate on “free” gaso- 
line every 5th week. 


~ CHECK THESE 6 IMPORTANT WAYS THAT 
MOTAMATIC CONTROL SAVES ON OPERATING COSTS 


REMOTAMATIC * 
Control 


Unit enclosed in gasketed metal 





box, easily installed in the cab or 





under the engine hood of new or 
old trucks. Allows driver to start 


a 1. Based on o 24-stop daily A. Increases motor life by and stop truck motor and fuel pump 
[ schedule, REMOTAMATIC Con- eliminating over 260 hours of at the fill pipe by opening and clos- 
x trol can save from $60 to needless motor wear per de- ing gun nozzle. 
ae per truck livery season. Used in conjunction 
. 5. Saves motor oil. with solenoid 


2. Lengthens pump life by elimi- 6 


‘ . Decreases truck maintenance 
nating by-pass wear and tear. 


costs by minimizing harmful 
3. Prevents motor “racing” dur- sludge-producing engine 
ing delivery. speeds. 


starter switch. 


By the makers of VENTALARM Whistling Tank Fill Signal 
«ss Now in use on over 2,000,000 home fuel tanks and as 
standard equipment on over 1,000,000 cars. 





Write today for 
REMOTAMATIC Control 
prices and 
descriptive folder. 












SCULLY SIGNAL COMPANY 
76 FIRST STREET 
CAMBRIDGE 41, MASS. 





Government Influences on Fuels 


by 
Milburn Petty 


WASHINGTON — Extent of regula- 
tions to be imposed on the petroleum 
industry likely will depend upon the 
supply of materials available. 

This was the view expressed by 
Bruce K. Brown (Pan-Am Southern) 
when sworn in recently as the deputy 
petroleum administrator under the De- 
fense Production Act. (Interior Sec- 
retary Chapman is the administrator.) 

(Of course, this assumes no shortage 
of oil this winter. And most experts in 
and outside the government believe 
that supplies will be ample.) 

The problem of getting materials for 
the oil and gas industries has become 
the focal point around which Brown is 
building the Petroleum Administration 
for Defense (PAD). 

Brown believes PAD can get along 
with a staff of about 40 people drawn 
from the petroleum industry. 

Barring another major war or un- 
foreseen fuel shortage, there is no need 
now for PAD to organize divisions for 
‘ production, refining, transportation, 
marketing, etc., for the purposes of in- 
creasing output or spreading out the 
existing supplies (rationing). Plans 
, are ready, however, to deal with such 
‘\ shortages—if they should develop. 


PAD works out deal with NPA 


An agreement has been worked out 
with the National Production Author- 
ity (Commerce Department) under 
which PAD will act as the claimant 
agency for steel and other materials 
needed by the oil and gas industries. 

In addition, PAD will act as claim- 
ant for materials needed by manufac- 
turers of machines and equipment used 
exclusively (or nearly so) within the 
oil and gas industries and would con- 
trol the manufacture, distribution and 
use of these items. This arrangement 
may be extended to consuming devices, 
too, such as oil burners. 

But all of this is going to take time 
to put into operation. Meanwhile, 
many companies in the petroleum in- 
dustry and allied lines desperately need 
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steel and other materials, right now. 

So, some sort of stop-gap program is 
needed to provide priorities assistance 
for hardship cases on an individual 
basis. The PAD is considering such an 
idea now. It might take the form of 
a “special urgency projects program” 
under which PAD would receive ap- 
plications, screen them and recommend 
deserving cases to NPA for the neces- 
sary priorities help to get the materials 
needed. 


May Act Soon on Tankers 


The military has asked PAD for help 
in obtaining tankers for current lift- 
ings. One idea was that the National 
Petroleum Council set up a committee 
to develop a program. But that would 
need antitrust clearance, involving too 
much red tape. 

Instead, PAD may call in a tanker 
man from industry to handle this situa- 
tion (and others) by requests to the 
shipowners or by directives. 

Tanker supply may be important, 
with some companies apparently count- 
ing on heavy imports of residual fuel 
oil. 


Oil Supply Outlook is ‘OK’ 


Government officials say light fuel 
oil demand for 1950 will wind up 
about 18% or 20% ahead of 1949. But 
they are not worried about the indus- 
try’s ability to supply it. 

U. S. crude production is still around 
5,800,000 B/D. Texas has cut back 
again to avoid a surplus. Imports are 
trending higher. Refinery runs still 
hover around the 6,000,000-barrel 
mark and may go higher. 

On residual, a large bid call recently 
for Navy Special Fuel Oil was about 
30% oversubscribed. 


Gas Divorcement Seems Dead 


Proposals that gas be divorced from 
oil in the Interior Department’s set-up 
under the defense production law 
seems to be dead now. 

Secretary Chapman has stated flatly 
that PAD will be the only government 
agency for oil and gas. Also, PAD is 
now claimant for both oil and gas. 

Some gas leaders turned against the 


idea, believing that gas—allied with 
oil—could better resist attacks by the 
politically-powerful coal people. 

But the divorcement proposal, from 
the American Gas Association, likely 
will result in greater representation for 


gas in both PAD and NPC. 


Complaints on margins probed 


Investigators for the Senate Small 
Business Committee have contacted 
many fuel oil dealers in the Chicago 
area, questioning them about com: 
plaints of a “margin squeeze.” 

It is planned to interview suppliers 
next for their side of the controversy. 
The whole matter may be opened up 
at hearings later. 

This same group, then under Sena- 


;tor Wherry of Nebraska, held hearings 


in Chicago two years ago. But supply, 
not price, was the issue then. 


FPC backs up on gas projects 


Federal Power Commission’s ap- 
proval of two gas pipeline projects into 
the New England area was a back- 
down from its previous position. 

Apparently, the political pressure— 
applied by senators and congressmen 
of both parties, after it appeared that 
FPC might delay a decision until next 
year—has had its effect. 

Already, one applicant (Northeast: 
ern) has announced that it hopes to be 
making gas deliveries by next winter. 

Meanwhile, the government reports 
9% increase in the number of residen- 
tial consumers of gas, 14,690,000 at 
end of 1949; more gains in 1950, too. 


May Tighten ‘Essential’ List 


Officials of the various agencies, in- 
cluding Interior, are considering what 
specific industry activities can qualify 
as “essential” (for draft deferments) 
under the proposed strict standards to 
replace the earlier list that was broad 
enough to embrace filling stations. 

The idea behind the new standards 
is to make them so tough that only a 
very few activities can qualify. Rea: 
soning is that it will be much easier to 
relax such rules than to tighten them. 

This “‘essentiality” list is supposed 
to be for draft deferment purposes only 
but it may be influential on official 
minds in allotting materials, too 
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An Appraisal of O. H. I. 


Reflections and Predictions on the Outlook for Oilheating 


by 
R. H. L. Becker* 


| peoees IT IS TRITE to say that a 
trade association is just as good as 
its members are willing to make it. Yet 
some associations have the virility to 
operate successfully over many long 
years because their life blood called 
“service” is pumped through the veins 
and arteries of the membership body. 
For example, the present chamber of 
Commerce of the State of New York 
has been in existence since 1768, the 
New York Stock Exchange since 1792. 
Among the larger groups organized in 
the 1850-65 period are the American 
Bureau of Shipping, American Iron 
and Steel Institute, Writing Paper 
Manufacturers Association and Na- 
tional Association of Cotton Manu- 
facturers. 

All were organized because of a 
need for an organization of business 
competitors to deal with the mutual 
problems of the industry which no in- 
dividual firm could accomplish “on its 
own” either in the early growth or 
later years of that industry. The Oil- 
Heat Institute of America dates back 
to 1923 although it operated under 
several different names previously dur- 
ing its 27 years of continuous exist- 
ence. OHI is another excellent exam- 
ple of trade association virility. 

Its objectives through the years have 
not changed. OHI has weathered de- 
pressions, adverse legislation, reces- 
sions, wars, rationing, limitations, re- 
strictions and oil shortages. Today it is 
stronger, more substantial and virile 
than at any time in its history. 

When I came to the Institute some 
six months ago, I was “all mixed up.” 


“Managing director, Oil-Heat Institute 
of America. Formerly general sales man- 
ager, Ohmer Corp., Dayton, Ohio, and 
before that director of advertising, National 
Cash Register Co. and advertising super’ 
visor, Frigidaire Div., General Motors Corp. 


For I found myself in an Institute that 
represented not just one industry but 
one that was integrated from the man- 
ufacturer of the product through its 
distribution, installation, service and 
sale plus delivery of the fueloil needed 
to make the product tick. I was much 
like the professor who awoke one 
morning and found he had his feet on 
the pillow and his head at the foot of 
the bed. He got up out of bed and said: 
“I declare, I thought I had a headache, 
and it really was my corns aching.” 
Like him, I really was mixed up. 

The strength of a trade association 





Ralph H. L. Becker 


is measured largely in terms of the end 
product—its contribution to the na- 
tional economy. That means the pub- 
lic. Public acceptance of the products 
made and sold by the combined oil 
heating industry is a paramount job for 
the Institute whose members produce 
some two-thirds of the oilburners, sell 
and install them and supply a huge al- 
most unbelievable quantity of the fuel- 
oil going into homes and commercial- 
industrial institutions. 





Such public acceptance as the ex- 
pected total of 5,100,000 domestic oil- 
burners in operation by the end of 1950 
did not come without trial and tribu- 
lation. 


Public Acceptance and Growth 


Yet, as I see it, the oilheating indus- 
try has an opportunity to grow at an 
ever increasing pace. One of the mem- 
bers of the Institute's staff produced a 
most interesting graph (based upon 
FuELoi, & Om Heat figures) which 
reveals that the oilheating industry 
has, since January 1931 until today 
shown an 11% per year rate of in- 
crease in installations over a 20-year 
period. This does not look large and is 
far from revealing the true picture. 
In the years from 1931-41 the only so- 
called “normal” period the rate of in- 
crease per year was 12!4.%. The war 
years from 1941 through 1945 found 
installations practically down to noth- 
ing due to government restrictions. 
1946 provided a surge back due to pent 
up demand with 492,593 installations 
and an all-time high of 888,083 in 
1947. These were abnormal years, of 
course. In 1948, a more normal trend 
was indicated with 455,245 installa? 
tions. Then in °48, the industry showed 
a 48% increase over °47; 49 an in- 
crease of 26% over °48, and this year 
probably 30% over °49. It would have 
been more if we hadn’t run into the 
Korean-Chinese-Russian mess. 


Current and New Problems 


So what is the normal rate of in- 
crease per year for this virile industry 
of ours? Your guess is as good as mine! 
But looking at these statistics I can’t 
help but believe oilheating has untold 
opportunities next year and many 
years to come. 

How much can we make and sell 
next year and the years to come? I'm 
not discounting the current problems 
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which are many now but will soon be 
multiplied by more Government re- 
strictions, curbs, limitations and alloca- 
tions as well as the accelerated com- 
petition from natural gas for the next 
several years. Nevertheless, I am con- 
vinced that industry cooperation with 
the unselfish viewpoint can and will 
solve the industry’s problems. It did 
it before and will do it again. There- 
fore, I believe the industry can and will 
enjoy a good year in 1951. 

First, because the Institute has 
checked with a number of manufac- 
turers large and small. Almost all of 
them plan to go after every bit of busi- 
ness that is available in a smaller new 
home market, in replacements and 
conversions. As one manufacturer apt- 
ly put it, “We'll continue to make and 
sell until there’s a law against it... 
we're stepping up our dealer program 
for 1951.” 


Second, because ours is an “essen- 
tial” industry that meets the needs of a 
large segment of the nation’s families 
—it’s not a semi-luxury as new cars, 
new stoves, TV sets, refrigerators and 
the like, but a real necessity in the 
food, clothing and shelter group. This 
we believe will be recognized by the 
Government. 


Third, the Institute will carry the 
ball for the industry through its “Gov- 
ernment Committee” to present its case 
to Washington. This committee is be- 
ing built to represent both OHI mem- 
bers and non-members. The best talent 
the industry can provide from all 
classifications—manufacturers of burn- 
ers, boilers, furnaces, controls, acces- 
sories, equipment dealers and fueloil 
sellers—are being solicited to serve. 
Mr. A. T. Atwill, President of OHI 
will soon announce the membership of 
the group, call it into conference, and 
put it into action. 

In the meantime, much progress has 
been made in Washington contacts and 
the ground work laid for the commit- 
tee to present its plan and make its bid 
for recognition as an essential indus- 
try with a high priority rating. 


The Institute's Job 


OHI is a non-profit, cooperative, 
voluntarily-joined organization of busi- 
ness competitors designed to assist its 
members and the industry in dealing 
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with mutual problems. Its staff repre- 
sents, therefore, an “absentee owner- 
ship” and is the paid servant delegated 
to carry out the policies set by a Board 
of Directors and conforming to the In- 
stitute’s Constitution and By-Laws. 


Fortunately, the membership and 
the Board do not hamstring the staff 
with rigid “musts” but provide it sufh- 
cient leeway to make many important 
decisions to meet any of the rapidly 
changing conditions. In other words, 
to drop less important projects for 
those most urgently needed. This atti- 
tude of broad-mindedness by the mem- 
bership, permits the Institute to func- 
tion with much greater freedom than 
the staffs of many trade associations. 
Such flexibility permits emphasis in 
one or more of the areas in which the 
Institute works. 

The Institute acts as a national cen- 
ter of general information not only for 
its own industry but to related indus- 
tries such as petroleum, steel, fabrica- 
tors and other suppliers. 


It plans activities in the fields of- 


government relations, trade promotion, 
trade practices, public relations, an- 
nual conventions, trade expositions, 
cooperation with other organizations 
and provides information services. 


In addition, it provides industry sta- 
tistics and makes surveys in many 
fields as labor costs, oil storage tank 
availability, materials needed in manu- 
facture of product, accounting prac- 
tice, and consumer fuel preference, 
and many others. The study of facts 
which influence sales forecasts and 
marketing research is continuous. 

From the technical standpoint, the 
Institute’s technical secretary serves 
on many committees of a dozen other 
organizations to effect standardization 
practices good for the industry from 
product through installation, fuels and 
ordinances. Technical data is provided 
the membership and research is done 
through a Technical Division. 

In the field of distribution, the na- 
tional secretary is in constant touch 
with the 24 active OHI chapters and 
many associate members and works 
specifically on the problems of dealers 
in oilburning equipment and fueloil. 

The amount of work done in all of 
those fields depends upon the funds 








available, the size and quality of the 
staff and the cooperation and activity 
provided by the various committees 
made up of industry members. 


At present there is a staff of only 
seven people at the Institute and it is 
impossible to do justice in all the areas 
of service to which the Institute is com- 
mitted. Nevertheless, the practice of 
taking “first. things first” is rapiciy 
stepping up the services. However. I 
believe, as the membership continues 
to grow, more complete services will 
emerge in both technical and sales «c- 
complishments. 


Now and the Future 


Right now the Institute’s biggest job 
is to get our industry-government rela- 
tionship in order. As stated above, 
rapid progress in this direction is be- 
ing made. From the looks of things, 
this job will be a continuous one for 
several years to come and each in- 
dividual member must contribute time 
and effort to this project. In addition, 
he must face-the facts realistically that 
we're in a new phase of our national 
economy. Certainly the results of the 
recent elections should make all more 
optimistic. 

Perhaps this yarn points up the 
viewpoint: A man was taking an ex- 
amination for a Civil Service job and 
was being examined orally by the clerk. 
“Do you belong to any political party 
or organization that plans to overthrow 
the Government?”, asked the clerk. 
“Yes, I do,” replied the applicant. 
“Which one?” queried the clerk. “The 
Republican Party,” came the answer. 

Another “now” and most important 
to the industry is the “now” of nat- 
ural gas competition and it is also a 
“future” consideration. The OHI In- 
formation Committee built a plan to 
meet this competition. It was offered to 
any organized group in any local area 
which was financially able and well 
organized enough to be “certified” by 
the Committee. This offer was made 
to provide “market insurance” not only 
for the local group of fueloil resellers 
and equipment dealers but for major 
oil companies and oilburning equip’ 
ment manufacturers. To date, two 


-areas, St. Louis and Baltimore have 


availed themselves of OHI assistance 
on their plan, advertising and promo 
(Please turn to page 127) 
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Get your Instructions read 


‘echanics too often throw away package Information, then do a half Job 


by 
Fred Feigenbaum 


T= Is A SCHOOL of thought that 
technical information should be 
presented smoothly, without emphasis 
or emotion; that there is no need to sell 
facts to those who are going to use 
them. Most textbooks are written from 
that viewpoint. Trade literature which 
is not frankly advertising often suffers 
because it was not written by men who 
can evaluate facts and present them 
so the more important ones stand out. 

One of the commonest phenomena 
in the automatic heating business is the 
tendency of mechanics to throw away 
package information before installing 
the equipment found in the package. 
No red-blooded American mechanic 
would be caught reading that stuff, 
especially in the presence of his helper. 
It might give the impression that there 
is something he doesn’t know. So if 
some heating equipment is installed in- 
correctly and does not give the good 
results claimed for it by its maker, part 
of the blame rests on the particular 
blend of ignorance and cockiness of 
the mechanic. 


Mechanic must be sold. too 


But before wasting tears on the 
maker of this product, let him examine 
his own conscience. He makes his de- 
vice to be sold. He has to sell it to a 
dealer, who in turn has to sell it to his 
customer. In between is the mechanic, 
who can upset the selling effort on both 
sides if he is not also sold. This man 
must be sold on the correct installation 
and service of the unit. If an important 
point of installation information is lost 
down in the middle of paragraph 13 it 
will do no good for the field repre- 
sentative to say three months later, 
“We stated very clearly right here 
that this had to be done.” The preju- 
dice has already been planted and has 
tuken root, in the minds of dealer, the 
purchaser, and the mechanic. 

The oilheating industry has become 
« large, non-integrated group of small 
manufacturers, each with some special- 


ty he believes is absolutely essential to 
good oilheating. He has a bread-and- 
butter interest in his product which 
clouds the fact that others may not un- 
derstand it as well as he does himself. 
So he is very likely to stick into the 
package containing the gadget a cheap- 
ly printed or mimeographed sheet with 
very generalized instructions. He does 
not realize that his simple device is be- 
ing fitted into a complex assortment of 
other devices, and that the installer is 
not looking at his product with a mind 
uncomplicated by a hundred other in- 
stallation matters. 


Successful Approaches 


One of the most successful of oil- 
heating accessories has always asked the 
mechanic, “PLEASE give this device 
a chance,” in large letters on the out- 
side of an envelope. Inside are com- 
plete, simple instructions and clear 
diagrams for installing the apparatus 
in every conceivable situation. Me- 
chanics don’t resent reading such in- 
formation, especially when they are 
asked, not told. Another modern oil- 
heating device comes with an envelope 
which states in large print, “This Prod- 
uct Will Not Work.” You have to 
look at the finer print underneath to 
discover, “unless these instructions are 
followed.” The mechanic is motivated 
at least to open the envelope. 

A long time ago a pipefitter, who 
later became an oilheating dealer, de- 
veloped a deep dislike to forced-circu- 
lation hot-water heating, which pre- 
vented him from selling anything but 
gravity systems for many years. In his 
first experience installing a circulator 
he installed it backwards. Being unable 
to pump water the wrong way through 
the flow-control valve, and not know- 
ing how to set the latter to provide 
gravity circulation until he had solved 
his problem he spent many hours try- 
ing to think his way out. Believing 
there was something wrong with the 
pump he called his supply man, who 
finally convinced him that his hookup 
might be wrong, telling him that there 
was an arrow on the pump indicating 





direction of flow. By standing on his 
head in the dark corner behind the 
boiler he finally located the arrow, 
which was about a half an inch long, 
and pointing away from the boiler. 
Meanwhile his anger had begun to rise, 
because of the time he was wasting 
and the fact that the supply man would 
think him a dope; and who the hell 
would invent such a complicated way 
to heat a house? Then he had to drain 
down the system so he could change the 
position of the circulator, and after 
refilling it he had a gasket leak be- 
cause of his impatience in handling the 
thing. So by the time he got away from 
the job it was midnight, and he had 
developed a complex which made him 
unable to look a circulator in the eye _ 
again for a long time. 


' Is Ignorance Bliss? 


Of course he was at fault, but how 
many men can be made to face their 
own mistakes? He should have looked 
for some sign to tell him in which di- 
rection to face the pump. The fact that 
this was his responsibility did not make 
him love circulators. He couldn’t very 
well pass the buck to the manufac- 
turer; they did put the arrow on the 
thing. He just decided to put circula- 
tors out of his mind and ignore them. 

This was away back in the early 
days. Circulator people have since 
learned the necessity of selling the 
mechanic with clear information, con- 
cise diagrams, and color. You don’t 
have to insult a mechanic by seeming 
to tell him his business; that only pre- 
vents the man between the dealer and 
the purchaser from doing right by the 
product. He has to be sold too. 


o, 
“9 


John D. Wentz has become general 
sales manager, Motorstokor Div., 
Hershey Machine & Foundry Co., 
Manheim, Pa. Formerly with N. W. 
Ayer & Son, Inc., Willson Products 
and the Tanis Co., Mr. Wentz and his 
staff currently are formulating plans 
for an expanded general promotion 
program covering the full line. 
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Pacific Northwest Oilheating 


Petroleum Fuels reach a Peak of popularity as Wood and Coal sag deeper 


by 
Robert Gray 


h | anid FEW CITIES in the country en- 
joy as high a percentage of oil- 
heated homes as do all of the larger 
metropolitan areas in the states of 
Washington and Oregon. Portland, 
Seattle, Tacoma, Spokane, each of 
these will run upward of 60% oil- 
heated, and some of the smaller cities 
like Bremerton and Eugene reach 75% 
or more. 

The reasons for the popularity of 
oilheating in the Northwest are much 
the same as they were at the time of 
earlier visits to the region. Gas is gen- 
erally high priced and has made little 
. headway except in new home work in 
Portland; coal and wood are too incon- 


venient to fit the pattern of high wage 
levels and general prosperity of recent 
years. Coal was never very widely ac- 
cepted in the mass of homes. Shipped 
mostly from Utah with high mountain 
freight rates, it has never been cheap. 

Wood, on the other hand, has been 
a low cost fuel for generations, for it’s 
a timber country. Sawdust, cheapest of 
all while it lasted in good volume, took 
a lot of scooping several times a day. 
It has largely disappeared from the big 
centers, but down in Eugene, Oregon, 
nearer the new timber cuttings you 
can still heat a five room house with it 
for $30 a year. And Eugene, as men- 
tioned before, is 75% oilheated. The 
conclusion is inescapable . . . people 
won't have anything but fully auto- 
matic fuels if they can afford them, 


and in the Northwest they can. 

This high degree of saturatio: 
doesn’t mean that the area is no longe: 
a good market for oilburners. There 1: 
a lot of population growth each year. 
with a high level of new home build 
ing, and again there are hundreds ot 
smaller communities where oilheatiny 
is just getting into stride. 

Not all of these oilheated homes 
have central heating plants. It’s a coun 
try of moderate winters, particularly 
along the coast where most people live. 
Annual degree-days are in the 4,000 
to 4,500 range. Small homes predomi- 
nate and many of these, perhaps a ma- 
jority, install floor furnaces, wall fur- 
naces, space heaters or pot-type utility 
room units. 

More than half of the oilburners 








} 
|} Showroom corner, Multnomah Fuel 
'Co., Portland, where Jim Yeomans has 
|introduced oilheating equipment to 
| this early day fuel marketer. Original- 
'ly wood merchants located on the 
| banks of the Willamette River, where 
| steamers unloaded slab wood for fur- 
| nace firing, the company later went 
| into coal and has since abondoned both. 
| Now operating six fueloil trucks from 
its own bulkplant, the company has 
| also gone heavily into the sale of pro- 
| pane gas and the utilities to burn it. 
This LP gas is pushed mostly in the 


country areas where there is no possi- 





bility of competition from city gas. 
Covering 16 counties, the company 





uses six gas trucks and makes delivery 
through a hose to large customer tanks. 
In other words it is not in the bottled 
gas business. The large majority of gas 
customers use it for cooking and water 
heating, with occasionally space heat- 
ers in the resort cottages. However, the 
company does have 700 homes using 
it in central heating plants. The aver- 
age five room house will use 900 gal- 
lons for central heating at 20¢ a gallon. 
With propane having 94,000 Btu to 
the gallon, it’s expensive compared to 
oilheating. . 

Propane is also used extensively on 
the Coast to operate trucks, and the 
Multnomah group has developed quite 
a little of this business, Its own trucks 
all run on it, including the fueloil de- 
livery equipment. The photograph 
shows a branch propane bulkplant, of 
which the company has three in addi- 
tion to its home base plant. 

Yeomans is chairman of the oil divi- 
sion of Oregon Heating Industries. 
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Robert Denny Watt, owner of Electro- 
Watt, Inc., Seattle, comes of a pioneer 
family. Just 100 years ago Watt's an- 
cestor Denny built an Indian trading 
post on Puget Sound, the first building 
on the present site of Seattle. An oil- 
burner manufacturer, Watt assembles 
burners in a plant attached to his retail 
sales room and general office. Down at 
Salem, Oregon, he also has a furnace 





Seahurst Oil Co., operated by Leo 
Thomas at the southern fringe of 
Seattle, has done some interesting 
things with stove oil. He has 3,200 ac- 
counts of this type, compared with only 
670 central heating with PS200 oil. 
The stove oil accounts usually have 
floor furnaces or space heaters. Con- 























trary to most operators with this type 
of business, Thomas uses automatic de- 
liveries, doesn’t want call-ins. Asked to 
describe his system, he outlined it thus: 

“Our ‘Route Re-fill’ service operates 
only during cold weather, October 
through April. Nothing can take the 


place of experience, so in cases where 


plant for domestic and industrial units. 
Some of these run as high as three mil- 
lion Btu’s, lumber drying units for 
small mills. 

Watt is also a speculative builder, 
just now engaged in a development of 
176 homes in a suburb, shown in the 
photo below. Through burner sales he 
has acquired a substantial fueloil vol- 
ume, An interesting detail of his office 
routine is that all burner service and 
fueloil files are numerical, not alpha- 
betical. In other words, everything is 
filed by the street number, ignoring the 
name of the owner or the street. 3427 
Westlake Avenue would be filed sim- 
ply under 3427. With some 8,700 ac- 
tive accounts, there are never more 
than three or four identical numbers, 
so the folders can be located very fast. 





we have served the account a few times 
we can more nearly estimate their 
needs. We start a new account on the 
basis of the over-all average . . . Octo- 
ber 24 days, November 21 days, etc. 
We would set up a customer who was 
first filled October 27 for a refill 21 
days later, aiming for 80 gallon deliv- 
eries (110 gallon tanks mostly). On 
November 17 when refilled if the cus- 
tomer takes 75-80 gallons he is ad- 
vanced to 18 days for the next delivery 
(December average). If he takes more 
than 80, say 95 gallons on Novembev 
17, he obviously is burning faster than 
average, so is extended the 18 days, less 
one day for each 7 to 8 gallons which 
he burned over 80. In this case the 
customer would be extended for the 
next delivery in 16 days. 

“During a period of extreme weather 
we watch closely and when we find a 
majority of the re-fills running con- 
sistently over 80, we start advancing 
deliveries by making them a day earlier. 
We continue to set them up as out- 
lined, on schedule, but merely advance 
the deliveries until the extreme period 
is past.” 

In case that sounds like quite a bit 
of work, Thomas’ entire office staff is 
three persons other than himself, and 
he spends most of his time selling. 
Thomas has just built his own bulk 
plant, 30,000 gal. 
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Stanley Crate, general manager of 
Rossoe Mfg. Co., Seattle, standing by 
his new floor furnace equipped with 
a high pressure gun burner. Rossoe will 


manufacture upward of 5,000 burners 
and units this year, including these spe- 
cial floor furnaces. Half of that total 
will be sold at retail in the city, and 
of those 98% will bring an oil cus- 
tomer. Crate now has 11 trucks, all on 
No. 2 (PS 200) oil. 

The floor furnace retails for $445 
installed with a 294 gallon buried tank. 
Every tank over 110 gallons must be 
buried in Seattle. A feature of the 
burner is that it operates constantly 
with a cold nozzle, and this, according 
to Crate, permits it to burn the heaviest 
distillates without trouble on the .75 
Gph nozzle. To stress this point he ex- 
plained that the 13,000 Rossoe burners 
in town require only seven servicemen. 
No other makes of burners are serv- 
iced by the organization. 

Crate is vice-chairman for the West 
of the Distribution Div., Oil-Heat In- 


stitute of America. 








sold on the Coast are now being made 
there. Seattle and Portland have a half 
dozen manufacturers making from 
2,000 to 5,500 each in a year, and then 
down in California the companies like 
Johnson, Ray, Little and Kresky are 
large producers, and their products 
move into the Northwest, Of course, 
not all of the output of the Washing- 
ton and Oregon manufacturers is sold 
close to home. It gets into Idaho, Mon- 
tana, northern California and Alaska 
as well. 

These local manufacturers do much 
better with complete furnace-burner 
units which they sell to the new home 


market than they are able to do with — 


straight conversion burners. Eastern 
factories still enjoy a strong volume on 
those. There are two reasons for this. 
Large manufacturers can make an oil- 
burner cheaper. They get much better 
prices from the makers of accessories 
and parts, such as controls, pumps, 
transformers, motors, due to the wide 
spread of the quantity bracket systems 
in use. Then Eastern labor costs are 
usually lower than those out West; 
the hourly rates are lower. Those East- 
ern companies selling out West usually 
operate through wholesale channels, 
such as burner distributors, because in 
that way they can make complete ¢ar- 
lot shipments and get lowest freight 
rates. 

Some dealers are complaining that 
their wholesale suppliers also operate 
at retail which gives fhem an extra 
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good spread. It’s not that they object 
to the other man making a good profit, 
but rather that when there are not 
enough of a particular brand to go 
around they feel that the wholesaler 
favors his own retail operation and 
lets his local dealers wait. 


One Northwest burner manufac- 


turer was showing us his cost on a con- 


vential high pressure gun burner. He 
makes around 3,000-4,000 a year. The 
factory cost, without any sales or gen- 
eral overhead, was $77. He sells the 
burner to wholesale distributors for 
$90, obviously not a profitable trans- 
action in itself but he needs to met 
Eastern competition. No manufactur. 
could stay in business on that marg!n 
if that were the only consideratic::, 
yet this particular one shows every e\i- 
dence of prosperity. He is strongly in 
the direct retail business, selling quan 
tities of furnace burner units to new 
home operations, and also has built a 
strong retail fueloil business. The extra 
burners, over his own needs, that he 
sells in the wholesale market help to 
keep his buying of parts and accessories 
in more favorable cost brackets. 

That is the general pattern of the 
Northwest burner manufacturer. With 
one or two exceptions, they have all 
developed direct retail sales and good 
fueloil gallonages. Their plants are 
show places. 

It’s clear, then, that the oilburner 
end of the oilheating team in Wash- 
ington and Oregon is having comfort- 


able going. The other half, the fueloil 








No-spill oil deliveries is one of the sales 
promotion features that has helped 
Liberty Fuel & Ice Co., Portland, grow 
200% since the war ended. VJ Day 
found the company with 1,500 central 
heating furnace oil accounts; now it 
has over 4,500, plus about 5,500 stove 
oil customers. Charles Holloway, Jr., 
and Paul Harbaugh own the business. 
The company has its own bulkplant of 
60,000 gallon capacity, located near 
the center of its customer concentra- 
tion, and the plant is operated entirely 
by the drivers. They can also pick up 
at three other plants of Standard of 
California by paying an additional 
1/10¢ a gallon. 

The company operates on automatic 
deliveries, naturally, but it does not 
use the conventional ““K” factor de- 
gree-day methods. Rather each cus- 
tomer is classified in units of 100 de- 
gree-days, which makes it more of a 
route system covering broad customer 
groups. Holloway is convinced it saves 
them money. The city is divided into 
20 square block zones, and if there is 
not enough demand for a full truck 
load in a zone the driver overlaps an- 
other zone. This is in contrast to the 
more common practice of pulling for- 
ward the later customer cards in the 
same zone. 


| 

Not selling oilburners, Holloway | 
was asked how he gets most of his new | 
business. He classified the sources this | 
way: (1) through real estate compa: | 
nies; (2) through old customers; (3) | 
through advertising; (4) through so- 
licitation by the company’s five sales- | 
men. Operating 19 trucks on furnace 
and stove oils, the company is substan- 
tial in its market. Curiously, it still | 
does a little ice business. Holloway, 
particularly active in civic affairs, is one | 
of Portland’s best known citizens. 
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crowd, is also feeling very little pain, 
especially in the cities along the Coast. 
Qn a very broad scale they have taken 
two most significant steps since the 
author's last visit three years ago. These 
have been mentioned in the magazine, 
but it wasn’t recognized how wide- 
spread and how effective they have 
become. 

First, they have a program of price 
differentials for drop sizes, or rather 
tank sizes in most instances, strong 
enough to be very effective. In Seattle 
for example, the home with the tank of 
200 to 399 gallon size pays 1.1¢ more 
per gallon than those with the 692 gal- 
lon capacity. In Portland it’s .5¢ more 
and in Eugene it’s also .5¢ more. Then 
nearly all fueloil distributors in the 
large cities have ignored the major 
company postings and established their 








Floodlighted salesroom and office of 
Automatic Heat Co. on the highway 
just out of Eugene, Oregon’s southern 
boom town. Two GI’s, Henry Auld 
and Jack Bosse, in 1946 bought out the 


this year, with about a third of them 
pot-type. Burners sold are G-E, Kres- 
ky and Winkler. Starting with two oil 
trucks and 600,000 gallons of business 
in 1946, the business has grown to re- 


‘i as sc Aiea ae fueloil business of Beck Fuel Oil Co., quire four trucks on furnace and stove 
h own tankwagon price levels, giving | leasing from Beck the real estate but oils and one on residual. In addition, 
ll them the margins they feel they need. | acquiring for themselves the equip- the company has its own transport, 
d Seattle again leads on this, selling 9¢ | ment. Neither of the buyers had had brings in all of its product from Port- 
‘ above major postings on furnace oil | 4" previous experience in the fueloil land. Auld figures they save about 1/3¢ 

where the customer has a tank capacity | °" oilburner business, but it looked like a gallon compared to hiring commer- 

£ 200-399 gall The table ch a good career for young men. cial transports, and that the outfit 
or of 200-399 gallons. The —* ieee As they now tell it, they started which cost $24,000 will pay for itself 
" Portland and Seattle distributors right away poring over copies of FUEL- in four years. The transport is not a 











prices for PS200 (No. 2) oil compared 
to posted prices for retail deliveries. 


oi, & Om Heat, have done it every 
month since then and most of what 
they now know about the business has 


semi-trailer. it’s a full truck and trailer, 
6,300 gallons on a Mack chassis. Auld 
and Bosse operate with degree-days, 


| Tank Majors’ Portland Seattle come from practical men writing for not only on furnace oil but on stove oil 
. Size Postings Distr's_—_Distr's the magazine. (A refreshing testi- as well, say it works fine on stove oil 
‘| as aes ig ae a monial. ) where the tank is 110 gallons or larger. 
| OBwex 115 12.0 118 With its own 60,000 gallon bulk Single drum customers have to call in. 





The distributor’s margin varies, of 
course, with the percentage of his cus- 
tomers whose tanks fall in the different 
size brackets. Seattle has about three- 





plant and sheet metal shop in addition 
to the salesroom, the company is well 
into all phases of oilheating. So far it 
has just one full time burner salesman, 
but will make 150 new installations 


Also unique in this operation, they de- 
liver furnace and stove oil on the same 
trips, using compartment trucks and 
running both products through a single 
hose, pump and meter. 

















fourths of all customers with tanks 
smaller than 399 gallons capacity, 
while Portland has three-fourths in the 
400-over bracket. This will affect mar- 
gins a great deal but it also affects de- 
livery costs. Seattle no doubt has more 
real profit per gallon since it can 
hardly cost 1.1¢ extra to make the 
smaller drops. The oil costs the mar- 
keter from 8.8¢ to 9.1¢ in the two 
cities, depending upon a variety of 
circumstances, with margins generally 
running 3.7¢ to 3.8¢ on the premium 
price levels set for the customer with 
a 200-399 gallon tank. 

This pricing courage demonstrated 
by the distributors is aided by the fact 
that most of the major companies have 
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Neighborhood sales office for Diesel 
Oil Sales Co., Seattle. The company 
nas five of these in addition to its main 
E plant, located in various suburbs. The 
} origin of the name stems from recent 
sears when diesel oil and furnace oil 
‘were the same product, and throughout 
the Northwest most fueloil distributors 
still call their furnace oil “Diesel.” In 


With its subsidiary operation down at 
Astoria, Oregon, its annual total is 40 
million gallons, including seven mil- 
lions of residual fuel and 13 million 
gallons of stove oil (PS100). 

In the summer the company takes 
the tank bodies off of a number of its 
fueloil trucks (last summer 26) and 
converts them to road builders. This 








act some of the majors continue to 
jurnish the same product for both uses. 
_ Headed by Mose Vining and Tom 
Youell, this company is the largest 
eating oil distributor west of Chicago. 


past season asphalt road contracts 
totaled 600 miles, some as far away as 
Glacier Park, Montana. Thus the 
equipment and drivers have year round 
work. Diesel sells Timken burners. 








stopped direct retail operations. In 


5| 





























Oilburner manufacturer, retailer, fuel- 
oil distributor Sandberg of Portland is 
one of the most successful of this com- 
bination type found only in the North- 
west. Scott Partridge, who runs the 
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retail burner and oil operation, is this 

year president of Oregon Heating In- 

dustries, statewide trade association. 
H. J. Sandberg has been an oilburner 


dealer since 1930, a manufacturer since 








1945, and started selling fueloil im | 
1940. He manufactures upward of 4,- | 
000 a year, 95% of them furnace burn. | 
er units, and 60% of these are sold di. | 
rect to new home builders. The coin- | 
pany operates four fueloil trucks, se'l- | 
ing furnace oil only, and has its own | 
24,000 gallon bulkplant located near 
its showroom and office. Partridge }:.is | 
devised a budget plan for fueloil cis- | 
tomers somewhat different from most. | 
The customer may start paying aiy 

month in the year, but with the yeur | 
always ending on April 30. For exam- 

ple, if he starts as late as October, jie | 





Partridge 


divides his estimated winter needs into 
six equal installments. 

Sandberg’s furnace and _ burner 
plant, shown below, was built for a 
war industry, bought worth the money 
and is extra modern, 
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Seattle only two majors still sell fur- 
nace oil at retail, and in Portland only 


- one. Standard of California, the mar- 


ket leader, has stopped all direct retail 
marketing in the principal cities. 
There is, however, still one fly in 
the ointment. These companies who 
have stopped direct retailing of fur’ 
nace oil have commission men in prac’ 
tically all markets . . . only a few in 
the big cities. These men sell the oil 
and deliver it in their own trucks, but 
have their major suppliers carry the ac- 
counts. Thus the majors’ tankwagon 
prices are scattered throughout a mar’ 
ket even where direct selling has been 
abandoned. In small places these com 
mission men put an effective brake on 
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Pacific Coast Company's oil truck 
fleet, operated in the name of its coal 
company subsidiary. The parent com- 
pany was established in 1869 and dur- 
ing the 81 years since then has played 
a considerable part in the development 
of natural resources in the Northwest. 
The company mines coal, operates a 
short line railroad, has a string of lum- 
ber yards in California. Heating oil 
was added in 1930 and at present the 
company operates 25 tank trucks in 
Seattle, Portland and Tacoma. 
Oilheating equipment is handled by 
another subsidiary, the Pacific Coast 
Heating and Appliance Co., this whole- 


sale outlet having been organized in 


ee 





1945. With branches in Seattle, Port- 
land and Spokane, it travels 12 sales- 
men and handles Oil-O-Matic, Arm- 
strong, Jackson Church and a full line 
of heating accessories. 

C. R. English is vice-president and 
general manager of all divisions. Earl 
W. Maxwell is in charge of oil sales in 
Portland and Tacoma; Fred J. Swan- 
son is assistant to Mr. English in Seat- 
tle; E. W. Anderson heads Seattle oil 
sales. Arcade Kendrick is manager of 
heating equipment sales in Portland, 
Paul Trumbull manager of the same 
division in Spokane and Frank Cass 
handles all sales promotion and adver- 
tising for both fuel and equipment. 








premium pricing by the independents, 
but in the large cities they are mostly 
ignored. The result of all of this is that 
in the larger centers you hear very lit- 
tle complaint about margins any more 
... the distributors set their own mar- 
gins. 

One important sidelight on the 
happier margin situation is in the atti- 
tude shown by the fueloil distributors 
toward the major companies. There is 
a much more friendly feeling today 
than three years ago. Then things were 
bad. To understand this, it helps to 
know that the West Coast has an ex- 
clusive franchise operating method, 
witn almost no spot market. A man is 
in business because he has a franchise 
from one of the seven major brand 
suppliers, and if he objects to changes 
in his contract or any other detail con- 
trolled by the major, he has very little 
chance to drop the supplier and pick 
another, 

In the East if a fueloil distributor 
doesn’t think he’s getting a fair break 
from his supplier, he may and usually 





Before and after taking . . . might be 
a title for this Manarud and Hunting- 
ton wood yard and bulkplant at Eu- 
gene, Oregon. Both men were football 
players for the University of Oregon, 
located in the town, and each played 
in Rose Bowl games in different years. 
Huntington later was coach for Ore- 
gon in the years when Manarud was 
playing. This gridiron friendship gen- 
erated a business partnership back in 
the twenties. 

Eugene has only 36,000 population 
within its city limits, but has 80,000 





within a six mile radius and it is this 
area that the local oil men serve. About 
75% of the homes are oilheated, per- 
haps 1% use coal and the rest wood. 
Total furnace and stove oil sold in 
the market is 12 million gallons, and 
there’s about 100,000 barrels of resid- 
ual fuel sold, Manarud estimates. The 
demand for wood is still high enough 
that two or three operators can con- 
tinue a fairly large volume of sales. 
Close to the new large timber cuttings 
(200 sawmills in the county) wood is 
cheaper than in the cities, mostly from 
$7.50 to $9.50 for furnace sizes. 

Operating five oil trucks (two each 
on furnace and stove oil, one on resid- 
ual), the company has a most unusual 
dispatching and delivery arrangement. 
The customers have been educated to 
get only one bill a month, which means 
one delivery, be it October or January. 
Accordingly, every central heating 
user has his tank brought up to full 
once a month. 

Of course, some intelligence has to 
go into such a plan’s operation. In 
early fall the deliveries are made as 
late as possible in the month; then as 
colder months arrive the deliveries are 
pulled further forward so that by Feb- 
ruary they are early in the month. 
This is necessary with the small tank 
customers. Those with the big 675 size 
can take a drop anytime. 


While this system was originated as 
a customer convenience feature, some- 
thing to talk about in selling oil, the 
partners believe it is about as cheap to 
Operate as conventional systems. They 
get smaller average drops but the truck 
serves every customer in the street as 
he goes along. Average gallons per 
truck mile are 70 in a busy month. 
Checking two files to see just how the 
system works for drop sizes, the first 
got 1,112 gallons last season in seven 
drops, the other got 1,652 gallons in 
10 drops. It looks expensive but can 
probably be warranted for its sales pro- 
motional value as long as only one com- 
pany in a market does it. 
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First Semi-trailer to be used for resi- 
dential oil deliveries in Seattle has just 
been put on the street by Griffin Fuel 
Co. Long considered impractical be- 
cause of the city’s sharp hills, Griffin 
is going to find out. One of the most 
resourceful among Northwest fueloil 
distributors, Griffin has pioneered a 
number of practices in the market. A 
recent one, now adopted by most other 
fueloil companies, is an envelope for 
leaving the bill at the time of delivery. 


Wanting to avoid visits at the door, 
bills were first left in mailboxes until 
the postal department objected. Then 
this special envelope was designed with 
a tie-string for the front door handle. 
Just below the string attachment the 
envelope flap is perforated so that part 
of it can be readily torn off and then 
it becomes a conventional gummed en- 
velope for mailing in the check. In ad- 
dition to the bill the envelope always 
contains a piece or two of promotional 
material, pre-stuffed at the office. Cur- 
rently the stuffers are a single sheet, 
“It’s a pleasure to serve you,” with a 
description of some company features, 
a small folder listing 17 banks in vari- 
ous parts of the city where the bill may 
be paid if the customer does not wish 
to mail a check, and a description of 
the company’s new budget payment 
plan. 


Another Griffin innovation is sound- 
proof shields built onto all desks in the 





order department, so telephone conver- 
sations won't disturb others. 

Out of college, where he had been 
state wrestling champ, Fred Griffin be- 
came first a banker. With George 
Maurer, now secretary-treasurer of the 
company, and Ernest Columbus, now 
vice-president, Griffin started the fuel 
company as a sideline, planning to stay 





with the bank. But after 18 months the 
fuel business proved so much more in- 
teresting that Griffin quit the bank to 
actively manage the new venture. 
Curiously, the company started in fuel- 
oil exclusively, then added coal in 
1942, and now continues to sell both. 
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does stay with him, but he has the in- 
dependent feeling that comes throuch 
knowing that he could quit and fill his 
needs in the open market. Lacking that 
freedom, the Coast distributor jas 
often felt that he was being squeezd. 
But now that he is setting his own 
margin in many markets, and finds tiie 
majors not seriously trying to raid |:is 
accounts with their lower prices, ‘ie 
concludes that they are willing for him 
to make good profits if he can hold tie 
position. 

Another interesting change in 
Northwest fueloil marketing during 
the past three years is the trend toward 
distributors having their own bulk 
plants. All of the tidewater terminals 
are major company owned. The earlier 
practice was for the distributor to send 
his trucks to fill at the tidewater plants 
between each delivery trip. This added 
many extra miles, The new trend is for 
the distributor to build his own bulk 
plant of modest size and then the major 
delivers the oil to him by transport. 
These individual bulk plants are only 
20,000 to 60,000 gallons in size; they 
are usually buried. 


The reason for this shift is unique. 
The major bulk plants were getting so 
choked with a lot of 1,200, gallon re- 
tail tank trucks that they couldn’t get 
the over-the-road transports through 
them. Now the distributor gets a pre- 
mium for not going after his own oil. 
If he has a plant of his own the major 
supplier will deliver the oil into it for 
1/10¢ less than if he sent his own 
trucks on the long trip to pick up at 
the tidewater terminal. 

Quite a lot of fuss is being made 
over new additives being put into fur’ 
nace oil by the major companies to 
clean it up and reduce sludging ten- 
dencies. This is getting considerable 
extra advertising and hence publicity 
for oilheating. Standard of California, 
with its new “Thermisol” additive is 
doing a big job on billboards, in news’ 
papers with the distributors running 
tie-in copy, and in its regular radio 
broadcasts. In the larger cities it has 
held rallies of entire personnel of ‘ts 
distributors to give the story penetra: 
tion. 

Shell did not include the Coast in 
its introduction of FOASX addit've 
last winter, primarily because the we +t’ 
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Semi-pro baseball team of Albina 
Fuel Co., Portland, is very effective 
advertising, in the opinion of Cliff 
Arntson, head of the company. Last 
season the team played about 50 
games and every one brought some 
kind of writeup on the sports pages of 
the city’s newspapers. Arntson has a 
clipping book full of these write-ups, 
some as long as half a column. In addi- 
tion, 39,000 persons paid admission to 
32 of the games which were regularly 
scheduled in the league. 


The company possesses a number of 
unusual features. Started back in 1903, 
it is still heavily in the wood business, 
having a yard that covers 2V2 blocks 
surprisingly close to the center of town. 
Its wood business is growing, running 
strongly to cordwood and Presto-logs 
for fireplaces, but it also sells most of 
the other varieties. It operates 11 wood 
camps cutting cordwood, where as a 





sideline it runs beef cattle, later clears 
the land and sells it for farming. Some 
of the cleared land brings $200 an 
acre. Town gossip has it that Arntson 
has made a half million dollars out of 
these sidelines. 

Homes entirely heated with cord- 
wood use about a cord a season per 
room. Dry wood sells for $12.50 and 
green for $9.00, so a six room house 
using half dry and half green would 


cost about $65 to heat. 

Operating 13 oil trucks, four are on 
stove oil, four on furnace oil, three on 
residual and two are all-round utility. 
Of all the furnace oil customers, 85% 
have 675 gallon tanks and require only 
two drops a year. 

With 5,000 stove oil customers, none 
dre on automatic deliveries, all must 
call in their orders. Any orders re- 
ceived up to 3 PM are delivered the 
same day. The trucks average 46 stops 
a day with 86 gallons average drops. 
To accomplish this, Arntson has di- 
vided the city into four equal quar- 
ters, with his bulk plant at the center. 
Each truck stays in its own quarter 
except for emergency overlaps, and 
does two trips a day. The routing from 
the center and back is a pear shaped 
loop, catching half of the driver’s terri- 
tory in the morning and the other half 
after lunch. At 3 PM he is out at the 
farthest point of his second loop, calls 
in for any afternoon orders and catches 
those as he works back in. 

Albina Fuel is a branded Shell mar- 
keter, one of its strongest in the West. 
Arntson’s right bower in the opera- 
tion is Ian Shaw. The semi-trailer 
shown is the only one in Portland on 
retail household deliveries. 








ern product was only in a small degree 
cat-cracked and didn’t need it. Now, 
however, under pressure from its dis- 
tributors to match Standard, Shell’s 
additive is expected to appear in the 
Northwest this winter, Richfield, with 
less fanfare other than to its own mar- 
keters, has added parent Sinclair’s rust 
inhibitor to its Coast fueloil. 

One Shell marketer, Boyle of Spo- 
kane, has been promoting his own ad- 
ditive for several months, giving it con- 
siderable advertising and selling the 
oil a quarter cent above the entire 
market. 

One significant observation about 
the Northwest is that too few of the 
fucloil distributors are in the burner 
and service business, This has been 
largely due to their being originally 


in the general fuel business, selling 
wood and coal before they got into oil. 
With their long family backgrounds in 
fuel and as merchants in the com- 
munity, they enjoy good volume in 
many instances. Belonging to the same 
clubs, they'd rather not be caught 
snaring some of the other fellows ac- 
counts. They often have misgivings 
over the way some of the oilburner 
people . . . Electro-Watt, Rossoe, Iron 
Fireman, Sandberg . . . are building oil 
volume through their burner installa- 
tions, but as long as they can make out 
comfortably on oil alone they don’t 
want to change. 

Gas competition is a small factor in 
the Northwest thus far. Portland does 
have a fairly low rate on its manufac- 
tured gas for heating small homes. Jim 





Yeomans of Multnomah Fuel estimates 
that gas heats about 15% of Portland 
homes, with stoves and floor furnaces 
the principal equipment used. 

There is a real threat, however, of 
getting natural gas into the region 
from Alberta within the next two or 
three years. This was planned a year 
or two ago but the provincial govern- 
ment decided it should keep the gas in 
Canada to stimulate industry. Now the 
Korean war has changed the outlook. 

Our government plans to build, or 
subsidize, a half million barrel oil pipe- 
line from the Alberta fields to trans- 
portation on the Great Lakes. This 
will open up those proven fields to sev- 
eral times their present restricted out- 
put. Each new oil well brings more 

(Please turn to page 128) 
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by 
Robert C. Ring 


4% HE FIRST INSTALLMENT discussed 
numerous general aspects of warm 
air heating and described and illus- 
trated a particular system; this install- 
ment will describe and illustrate a 
number of additional applications of 
warm air heating. 

A system which has been utilized 
frequently and effectively consists of 
underfloor supply ducts with the air 
discharged into the room vertically up 
across the cold wall, in this case a north 
wall with large window area. Figure 1 
shows the individual riser ducts emerg- 
ing from the formed concrete supply 
header which ducts extend up through 
furring or built-in cabinets to a hori- 





Figure 3 


Figure 2 


zontal ledge. The grilles are located 
on this ledge and discharge vertically. 
On all systems employing grilles on 
ledges, baffles are installed in the riser 
ducts to catch any objects or debris 
that may be dropped through the grille. 
The corrugated iron serves as a form 
for the pouring of the floor slab. 
Figure 2 shows the round, galvan- 
ized iron supply duct running along 
the opposite wall and turning to cross 
the room to the supply header. The 
excavation for the duct is made large 
enough so that concrete can be poured 
entirely around the duct with the floor 
slab covering the top. The duct may be 
supported by brackets or small con- 
crete blocks underneath or by hanging 
with wires from reinforcing rods placed 
over the ducts. The round sheet metal 


Progress in warm air Heating 


Part II Additional Applications, duct and grille Location 


serves essentially as a form; square or 
rectangular ducts made by conven- 
tional forming methods are equally 
satisfactory. Locating this supply duct 
along the outside wall gives some per- 
imeter radiant heat through the floor. 

Figure 3 shows the equipment room 
terminus of the supply ducts; in this 
case two zones are employed. 

Where no ceiling or attic space is 
available and where the floor is a con- 
crete slab on grade, figure 4 shows the 
installation of both supply and return 
ductwork under the floor. Here the 
supply ducts were sized for low veloc- 
ity, as in a plenum, with velocity con- 
version at the riser take-offs. Supply 
grilles may be either low wall or high 
wall; in this case they will be high 
wall and located near the outside walls 
of the building. The under floor ducts 
are entirely enclosed in concrete. 

Figure 5 shows another underfloor 
supply system with round ducts en- 
closed in concrete and terminating in 
formed concrete supply headers. The 
individual riser ducts take off from the 
side of the header and are located in 
the outside wall. The grilles mount on 
the wall and are of a type that fan the 
air up across the surface thus temper- 
ing the wall. Return air is through high 
wall grilles into the equipment room. 

A similar arrangement is shown in 
figure 6. Here the supply duct runs un- 
derfloor, a suspended wood floor, and 
the grille is located in the outside wall 
of the room. This grille is the same type 
as the one to be used with figure 5 and 
the warm air is spread vertically up 


Figure 7 





across the cold wall surface. A church 
installation, on which construction has 
just started and of which no pictures 
are yet available, utilizes this same type 
of grille spaced at intervals low wall, 
along two, long outside walls. 





Figure 6 


Top: Figure 4 
Bottom: Figure 5 


A typical overhead supply duct sys- 
tem is illustrated by figure 7 in which 
the ducts are run through the attic 
space. Risers to the individual grilles 
are run down through the walls and the 
grilles may be brought out either high 
wall or, as shown in figure 8, low wall. 
Here again the grilles are located close 
to outside walls so that the heated air 
may blow across this cold surface. Fig- 
ure 9 shows a high wall grille supplied 
from overhead ductwork. 

Figure 10 shows a typical ceiling 
grille with ductwork overhead in the 
attic space. In this particular installa- 
tion, a high percentage of outside air 
is used, hence a combination supply 
and extract grille is used with the cen- 
ter extract section ducted through the 


Figure 8 Figure 9 

































Figure 10 


roof for pressure relief. This duct is 
provided with a rain cap or vent. 

A simple supply and return system 
is shown in figure 11 wherein the sup- 
ply and return ducts are both run 
through the overhead furred space 
with side wall supply and return 
grilles. Figure 12 shows the same room 
with the plaster applied and the grilles 
in place. This arrangement is limited 
to relatively mild climates. 

A simple, inexpensive system for the 
heating of a single room, such as a 
school classroom, is illustrated by fig- 
ures 13 and 14. Figure 13 shows the 


Top: Figure || 
Bottom: Figure 12 




























Figure 13 


heater closet with the base plenum on 
which the furnace is mounted and to 
which return and fresh air connections 
are made, the supply grille opening, the 
duct for introduction of a small per- 
centage of fresh air from the outside 
and the combustion air openings. Fig- 
ure 14 shows the same closet with the 
furnace and grilles in place. As in the 
previous arrangement, this system is 
limited to mild climates. 

Figure 15 shows a typical return air 
grille that may be used with most any 
type of supply air system. 

Whether the ductwork is installed 
overhead or underfloor depends upon 
the location of the available duct space, 
preference as to grille location and, in 
some instances, location of the heat 
source. The choice of location for 
grilles, whether ceiling, high wall or 
low wall, depends upon such factors 
as interference from furniture or other 
objects, temperature difference be- 
tween supply air and room air, han- 
dling of refrigerated air for cooling, 
nature of occupancy, climate, etc. High 
wall grilles offer freedom from furni- 
ture placement as well as suitability for 
combination heating and cooling sys- 
tems; ceiling grilles offer these advan- 
tages plus excellent diffusion and dis- 
tribution characteristics and low wall 
grilles generally provide warmer air at 
or near the floor level. To minimize 
cool air at the floor level in systems 
utilizing high wall or ceiling grilles, it 





Figure 14 


is generally desirable to provide low 
wall return grilles. Depending upon 
the exact location of the supply grilles, 
low wall, or in some cases floor grilles 
can be located to remove cold air ac- 
cumulating at outside walls. 

Economy may also dictate the loca- 
tions of grilles and ductwork. Under- 
floor ducts with low wall grilles sup- 
plied from a basement heat source of 
overhead ducts with high wall or ceil- 
ing grilles supplied from a heat source 
in the attic or on the first floor level 
may offer attractive first cost econo- 
mies. When economy is the prime con- 
sideration, it is still essential to con- 
sider a system that will meet most of 
the basic requirements for comfort. 

The concluding installment will dis’ 
cuss other aspects of warm air heating 
such as exhaust air, fresh air, controls, 
zoning, fan operation, insulation, etc. 





Figure 15 



































Learn to sell at the Plant 


Winkler’s sales training Clinic forms a Nucleus for dealer Programs 









OO ecg WAS BROKEN inearly Oc- _ third floor of a factory building. In its | had been asked to demonstrate befvre 
tober for a new building tohouse _ first season, from the first of the year =a large class. A large group might make 
the expanded sales training clinic of | up to mid-October 214 sales repre- him self-conscious or nervous and then 
the U. S. Machine Corp., Lebanon, sentatives had gone through the clinic. he would lose confidence in his ability. 









Ind. With special effort it is proposed During the same time 225 went An outline of the four-day sales 
to complete the home for the clinic in to the Winkler Engineering Institute. | course used this year is shown on the 
time to start the January schedules. This represents only a small percent next page. For 1951 the sales course 
The company manufactures the Wink- of the total salesmen among the com- will occupy five days instead of four, 





ler trade-marked line of heating equip- —_ pany’s 1,300 dealers, but because they __ but the topics will be similar. 
ment for all fuels, but the emphasis is were well selected they represent more 

































at least three to one on oil over the —in proportionate sales volume and in Selection of sales Students 
combined others. their value as a sales training nucleus 
Quite a number of the larger oil- spread throughout the country. Before a salesman is sent to the fac- 
burner manufacturers have engineer- In addition to the salesmen trained, tory to take the course, he must be 
ing or service training schools for deal- a group of about three dozen dealers recommended by the district sales man- 
ers and their service men...have had and the company’s 44 field men (dis) = 48€T. This serves two ends, First, the 
good ones for years . . . but a factory trict sales managers) took the course. men selected will be of good potential 
sales training course for individual During the past season the size of caliber; second, the DSM will follow 
salesmen is probably unique. The com- classes in the sales clinic has been the man with special interest after his 
pany has also shown quite a lot of orig- limited to 14. An idea of the amount __ training to substantiate his own judg: 
| inality in all of its selling activities, as of individual attention given each stu- ment in selecting him. It costs the com- 
its demonstrations at the various heat- dent can be seen in the fact that there  Pany a little over $100 for each man 
| ing shows have proved. Suffice to point —_ were seven full time instructors. While trained, and the man in turn, or his 


out that the company’s sales vitality all pupils underwent training by each employer, will average spending about 
has placed it within the top ten com- _—of_the instructors, the training unit the same amount for his travel expense 
panies for volume after only three — was nearly always three persons... a and local board during the course. 
years in oilheating. teacher and two students. At most After a salesman completes the 
The sales clinic has had only one _ stepsinthe program the teacher would Course and return home, the DSM goes 
year of history behind it, but that short | show how to doa particular thing, and Out and works with him for three or 


experience was so satisfactory in get- then each student in turn would make four days to make sure that he knows 
ting results that the management de- __ the demonstration to the other two. how to apply in the market the things 
cided it deserved a home of its own in- This simulated actual selling condi- he learned in the schoolroom. 

stead of the makeshift quarters on the tions much better than if the student The graduates are closely followed 


by both the DSM and the factory sales 
executives to test the efficacy of the 
school. For example, the 214 trainees 
up to October sold personally 1,050 
pieces of Winkler equipment within 
30 days after they went back to the 
field. Considering that most of these 
were in the earlier part of the year, it’s 
a good record. 

The company prefers that men at- 
tend the classes during the period Janu- 
ary through April, so they will still 
have the best part of the year for sales 
ahead of them. However, classes will 
continue at later dates whenever a full 





| 
i 


















Salesmen learning the use of combus’ 
tion testing instruments to enable them 
to ascertain the efficiency of old heating 
plants and interpret the readings cov 
rectly for prospects. 
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group is formed. Notice from the tabu- 
lation of classes that the instructors 
were high level company men, includ- 
ing Claude Potts, sales vice-president. 

Students come to the clinic in vari- 
ous stages of know-how. More than 
half are experienced salesmen before 
they enroll. A good number are green 
and new to oilheating, but look like 
promising material. If a man is inex- 
perienced in oilheating, the DSM will 
urge that he first spend a week in the 
engineering school to learn about 
equipment. 

The engineering school goes on at 
alternate weeks from the sales clinic. 
Its classes average 35 to 40, mostly 
burner service men who come in for a 
week, but quite a few are salesmen 
needing indoctrination. 


Students checked for Year 


The company follows up the stu- 
dent, not only through the DSM, but 
by letters once a month for a full year, 
reviewing some of the strong points 
of the course. It also sends to the sales- 
man’s boss a record of his grades for 
the various courses in the clinic, and 
suggests ways to build up the man’s 
weaker points. Then it follows the 
bosses with later requests for informa- 
tion about the man’s progress. In other 
words, when a salesman is selected for 
the course, they are determined to 
make a good one out of him if it’s hu- 
manly possible. 

There has been an unexpected bene- 
fit from the sales clinic that is probably 
as important to the company as the 
original purpose. The salesmen have 
been going back home and themselves 
becoming instructors to the sales force, 
often assisted by the DSM. Some deal- 
ers have put on the whole clinic course 
after sending a couple of men to the 
school and in turn making them in- 
structors. So the school has far more 
penetration than the individual num- 
ber of students would call for. 

When the Winkler organization 
cime into oilheating three years ago, 
t brought a lot of marketing ideas... 
nany of them had been thrown over- 

card by old time oilburner manufac- 
urers. For example, they still believe 
specialty selling as the backbone of 
their drive. All basic sales thinking is 
‘ the consumer level. A district sales 
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THE WINKLER RETAIL SALES TRAINING CLINIC DAILY PROGRAM 


Instructor 

Potts 8:00 A.M. 
Vice-Pres. 

Blake 8:30 A.M. 
Sales Supervisor 

Potts 9:00 A.M. 

Hulse 9:30 A.M. 
Sales Prom. Mgr. 

Blake 10:00 A.M. 

Kosch 11:00 A.M. 


Regional Super. 


Blake 11:30 A.M. 

12:00 Noon 
Hulse 1:00 P.M. 
Kosch 1:30 P.M. 
Blake 2:30 P.M. 
Kosch 3:30 P.M. 
Marland 4:00 P.M. 

Engr. Inst. Director 

Potts 4:45 P.M. 
Potts 5:10 P.M. 


Kosch and Marland 8:00 
Potts and Marland 9:00 


Blake and Marland 10:30 


A.M 
A.M 
Marland and Blake 10:00 A.M. 
A.M 
Kosch and Marland 11:00 A.M 


12:00 Noon 
Potts and Marland 1:00 P.M 
Kosch 2:00 P.M 
Hulse 3:00 P.M. 
Potts 0 P.M 


Hulse and Blake 


Station 8:00 A.M. 
Hulse—L. P. Burner Easel 
Blake—L. P. Burner 
Potts—Warm Air Furnace 
Kosch—Stoker 
Marland—Gas Burner 
W ynkoop—Floor Furnace 
Witt—Space Heater & Wall Furnace 


12:00 Noon 
1:00 P.M. 


8:00 A.M. 
12:00 Noon 


1:00 P.M. 
3:00 P.M. 


4:00 P.M. 


Blake 
Kosch 


Blake 4:30 P.M. 


8:00 A.M. 


MONDAY 


Introduction and Purpose of Clinic with Review of 
Program and General Instructions. 

Presentation of Retail Sales Kits with explanation of 
all materials and their use during the Clinic. 
Presentation of Section 3 of W.A.S.P., “Sales Per- 
sonnel Development.” 

Chapter One (W.A.S.P.)—Fundamentals of Winkler 
Heating Equipment Sales. 

Chapter Two (W.A.S.P.)—Technical Training and 
Instructions in the Use of All Winkler Heating Equip- 
ment Engineering Manuals. 

Chapter Three (W.A.S.P.)—Step 1—The Pre-Ap- 
proach and Chapter Four (W.A.S.P.)—Step 2— 
The Approach. 

Chapter Five (W.A.S.P.)—Step 3—The Survey (Oil 
Replacement). 


Lunch. 


Preparation of Retail Sales Proposal (L. P. Burner 
Replacement). 

Chapter Six (W.A.S.P.)—Step 4—-Proposal and 
Easel Presentation (L. P. Oil Burner). 

Chapter Seven (W.A.S.P.)—-Step 5—Demonstration 
(L. P. Oil Burner). 

Chapters Eight and Nine (W.A.S.P.)—The Close 
(L. P. Oil Burners). 

Rotary Cup Oil Burner. 


Examination on day's work. 
Assignment for night study (Case History of Mr. 
I Needheet and Section 3 of W.A.S.P.). 


TUESDAY 


Presentation and Demonstration of Stokers. 


Presentation and Demonstration of Coal-Fired 
Furnaces. ° 

Presentation and Demonstration of Gas Conversion 
Burners. 


Presentation and Demonstration of Floor Furnaces. 
Presentation and Demonstration of Space Heaters 


and Wall Furnaces. 
Lunch. 


Presentation and Demonstration of Oil-Fired Furnace. 
Combustion Efficiency Test and Heating Plant Survey 
by entire class. Use furnace fired with oil burner and 
have typewritten case history attached to furnace to 
provide information not available in school room. 
Oral examination balance of period. 

Preparation of Proposal from above survey by entire 
class. 

Review of day’s program and trainee practice. 
Adjourn. 

Dinner. 

Showing of six retail sales films with trainee discussion 
of each film as shown. 


WEDNESDAY ‘ 


Demonstration and Presentation of Winkler Heating 
Equipment by all members of class. Use seven sta- 
tions, two trainees to each station. Each trainee is to 
have one hour for demonstration and presentation, 
making two hours at each station (total elapsed time 
14 hours). 


Lunch. 
Continuation of above. 


THURSDAY 


Continuation of above. 
Lunch. 


Continuation of above. 

Instruction in the use of all Sales Tools, Literature 
and Promotion Materials. 

Chapter Ten (W.A.S.P.)—Salesman’s Self-Manage- 
ment Program. 

Presentation of Winkler Retail Sales Training Clinic 
Certificates of Attendance. 


FRIDAY 
Demonstration and presentation by students and trip 
through U. S. Machine Corporation factories will 
continue for those who remain through Friday. 
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manager must be first and last a retail 
salesman, so he can teach his men. 

When the retail sales methods are 
properly applied it is not difficult to 
get good dealers to follow through. 
Hence the number of dealers in so short 
a time. The 44 DSM’s average 28 deal- 
ers each that they work with very 
closely, practically became assistant 
sales managers for each of them. 


Direct from Factory to Dealer 


The company does not sell any 
equipment through wholesale channels, 
jobbers, distributors and the like. 
Everything goes direct from factory to 
dealer. The DSM costs only about half 
what a jobber’s discount would be, but 
even more important he supplies far 
more personal attention and training, 
training that can come only through a 
specialist. 

Any sales program that can start 
from scratch and sell for the factory 
approximately 25,000 oilburners and 
oilfired units in the third year has genu- 
ine merit, particularly when it’s a line 
priced higher than average. 
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Oil Industry schedules 
Two billion Investment 


ESTIMATED CAPITAL EXPENDITURES of 
the nation’s oil companies during 1950 
total $2,400,000,000, the fifth consecu- 
tive year in which the figure has ex- 
ceeded two billion dollars. Of the 1950 
expenditure all but $228,000,000 is 
earmarked for domestic facilities, rais- 
ing the industry’s post war domestic 
investment total, 1946 through 1950, 
to an estimated ten billion dollars. 

The domestic capital expenditure 
scheduled this year is only slightly be- 
low the record-breaking outlay made 
by the industry in 1948, Frank M. 
Porter, president, American Petroleum 
Institute, reporting on the expendi- 
tures, noted that the industry, as it 
has done historically, is generating the 
major part of its financial requirements 
from its own operations by plowing 
back its earnings. 

As usual, the expenditure for pro- 
duction operations, searching for and 
developing reserves and supplies, will 
account for more than half of the capi- 


A typical class from the engineering school. This shows thirty-four trainees who attended Winkler’s clinic the week of 


tal outlay, approximately $1,360,000,- 
000, with investments for refinery 
facilities totaling $394,000,000. Trans- 
portation estimates total $324,000,000, 
the major portion of, which is sched- 
uled for pipeline construction work. 

Modernizing, improving and ex: 
panding its marketing facilities are 
expected to result in a record high capt 
tal investment of $281,000,000, com- 
pared with $233,000,000 spent in 1949 
and an annual average of $247,000,- 
000 over the 1946-1949 period. 

The tremendous expansion under- 
taken by the oil industry to meet con- 
stantly rising demand, as well as 
marked increases in the cost of doing 
business, can be noted in an examina- 
tion of capital expenditure figures. In 
the five-year period 1936 through 
1940, total capital investments were 
$4,083,000,000, an annual average of 
$817,000,000. Based on estimates of 
1950 expenditures, the outlay during 
the 1946-1950 period will total $12, 
171,000,000, an annual average ot! 
$2,434,200,000, a three-fold increas 
in the rate of investment. 
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Return Line heat Control 


ALLED LAST August to check the 
+ equipment in a hotel, an expert 
easily started and tuned the burner that 
fired the big heating boiler. However, 
after starting and stopping it a dozen 
times and generating steam, he stopped 
it and could not get it going again. 

Suddenly and mysteriously the burner 
started by itself as the service expert 
stood there perplexed. 

Again, when stopped after a 20-min- 
ute run the burner refused to start again. 
This time the man jumped the Red, 
White, and Blue terminals of the Min- 
neapolis-Honeywell burner control pan- 
el, and learned this started the burner. 
Tracing wiring, he learned that a tem- 
perature control mounted on a heating 
plant return line was connected to the 
thermostat circuit of the control panel 
along with a steam pressure control. 
The job had another steam pressure 
control, wired line voltage and set higher 
than the first. 

“An hour of testing proved the burn- 
er would start and stop for the main 
switch,” says the service man, “until it 
heated the return line of the heating 
plant. Then the return line control, set 
at 120°, opened its switch because the 
return line got warm. After that I could 
start the burner only by raising the set- 
ting of this return line temperature con- 
trol to close its switch, or waiting until 
this switch closed because the return line 
chilled a bit. Quite a wait was involved, 
and that puzzled me.” 

Opening the switch of the tempera- 
ture control with the oilburner running 
did not stop the burner. 

The service man later questioned the 
owner of the hotel about the odd con- 
trols and got the full story. 

When first installed some years ago, 
this burner had been controlled by a 
thermostat located in the lobby. The 
thermostat proved unsatisfactory and 
was removed. Started and stopped only 
by its steam pressure control a few 
weeks, the burner used entirely too much 
fueloil. The installer then devised an 
expedient used often by installers of big 
burners, Mounting a low-voltage, sur- 
tuce type temperature control on a heat- 
ing plant return line in the boiler room, 
he used this to start and stop the burner. 


To increase the burner “on” periods, 
which proved too short for proper dis- 
tribution of steam and caused distant 
radiators to stay cold when others were 
well heated, the dealer placed sheets of 
cardboard between the control and the 
return line. That helped but proved 
crude as a method for obtaining “on” 
and “off” periods of suitable lengths. 
Having gotten outside advice, the 
burner man came back with the idea 
of stopping the burner using a sensitive 
steam pressure control, and permitting 
it to start again only after the heating 
plant return line had chilled somewhat. 
Heating plant defects, including leaking 
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traps, had to be eliminated before the 
plant worked well on very low steam 
pressure. Then all the radiators heated 
properly with half a pound pressure on 
the boiler, and the new, sensitive control 
was set for this pressure. 

Wired to the burner panel and new 
steam pressure control as the small 
diagram shows, the return line tempera- 
ture control serves to keep the oilburner 























To Thermostat 
Pressure 
Control 
Ser y* 
Return Line 
Temp.Control 
_ Ser 150° 
O O M-H Burner 
| R W B {Control Panel 








idle (after an “on” period which raises 
half a pound steam pressure and gives 
heat to all the radiators) until the return 
line chills to the temperature for which 
this control is set. 

The return line control is supposed to 
be set for different temperatures to 
match different outside temperatures. 
For 20° outside weather it should be 
set for 145°, so that after a burner “on” 
period that raises steam pressure the 
burner stays idle until the return line 
cools to 145°. For 55° outside weather, 
the control is set at 100° to obtain rela- 
tively long “off” periods. 

The results are fairly good when the 
return line control is given enough daily 
attention, but do not compare, of 
course, with the results given by a mod- 
ern system for controlling the heat in 
a large building. 
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Poor Chimney, Poor Dratt 


AN INSTALLATION MANAGER RECOUNTS TROUBLES WITH IMPROPERLY BUILT CHIMNEYS 


by 
Henry E. Phipps* 


— OUR DRAFT difficulties and 
our efforts at their solution will be of 
benefit to others. Here in Baltimore and 
vicinity, we have been plagued by much 
careless chimney construction in new 
building. We have done a great deal of 
heating work in new residential con- 
struction, much of it forced warm air, 
since the end of the war, and have 
learned about the chimney situation the 
hard way—through sad experience. 

At first, we were not fully aware of 
the significance of these troubles and 
did not realize their basic causes, as such 
conditions had not been encountered in 
our prewar experience. Since success 
fully diagnosing cause, effect and cure, 
we have had to educate our own instal- 
lation and service personnel to be watch- 
ful and, what has been much more diffi- 
cult, attempt to educate the builders to 
the faults they were unwittingly allow- 
ing to be built into their chimneys. 


Complaints Justified 


First inkling of these difficulties would 
come with a call from a customer, who 
had moved into a new home, complain- 
ing of noisy, rumbling operation, smoke 
and soot. Several times in the case of 
forced warm air installations, the blower 
had actually picked up soot ejected into 
the basement and carried it throughout 
the house. 

Upon investigation, the service man 
would find the complaints justified with 
poor draft indication at the stack and 
usually a positive or back pressure in the 
furnace or boiler. Of course, the first 
thought in a case like this is a blocked 
chimney. Investigation in most cases 
would reveal that this was not so but 
that the poor draft was caused by ex- 
tremely careless, leaky chimney con- 
struction, with unsealed flue liner sec- 
tions and other breaks and openings, re- 
sulting in inadequate draft. 

One of the most common faults was 
due to the use of hollow block construc- 


*Installation Manager, General Automatic 
Products Corp., Baltimore. 
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tion for building foundation and base- 
ment walls. When these walls are broken 
through in order to reach the flue liner, 
and smoke pipe is inserted into the open- 
ing and sealed at the wall, the effective 
draft which can be created by the chim- 
ney is broken by the numerous passages 
and leaks in the hollow block wall, leav- 
ing no effective draft to act upon the 
furnace breeching. 


The only adequate solution to this 
problem is to install a terracotta thimble 
or piece of tile flue lining horizontally 
through the wall and seal it into the ver- 
tical flue liner. The use of smoke pipe 
for this purpose is totally unsatisfactory, 
because it is difficult to obtain a seal 


Thorough sealing around the smoke 

pipe, an often neglected step, is impor- 

tant in obtaining the benefits of good 
chimney performance. 


between the end of the smoke pipe and 
the vertical liner and because in a few 
years when it has rusted through, the 
original condition once more will exist. 


Another serious construction fault 
was discovered where more than one 
liner was carried in the same chimney, 
for example, a furnace flue adjacent to 
a fireplace flue, paralleling each other 
to the roof. Here, due to improper seal- 
ing of joint upon joint in the flue linings, 
cross leakage would take place, killing 
the draft on either stack. 


If this condition is suspected, it may 
readily be checked by performing the 


following experiment: Remove the 
smoke pipe from the furnace, put one 
man on the roof in a position to cap «ff 
the flue with a piece of metal or asbestis 
shingle. In the base of the furnace chim- 
ney build a small fire of paper and a 
smoky substance, such as tarpaper, and, 
when it is burning fairly well with 
smoke issuing from the flue at the roof, 
have the man on the roof cap it off. If 
the smoke starts to pour from the fire- 
place flue at the roof, this is conclusive 
proof there are openings and breaks in 
both flue liners due to improper sealing 
during construction. We have actually 
had to perform this experiment in the 
presence of builders to prove that the 
fault was in their flues and not in our 
equipment. 


Correcting Troubles 


Calling upon a builder for assistance 
in correcting these conditions, we were 
often rebuffed,—‘I’ve been building 
houses for twenty-five years, never knew 
of any such tomfoolery and my chim- 
neys are all right!” How to prove to 
him that his chimneys were not all right, 
retain his good will and future business 
and still get his cooperation in correct- 
ing the trouble has been quite a prob 
lem but, in most cases, we have been 
successful. 

To combat the hollow block wall con- 
struction, the use of the thimble or tile 
section provided the perfect solution, 
but how to tackle the leaky tile liner up 
through the chimney to the roof posed 
quite a problem. Eventually, we struck 
upon the solution of “swabbing” the in- 
side of the chimney. 

This is done by lowering a rope 
through the chimney from the roof and 
tying a burlap bag to the end which 
drops to the basement, then pulling it 
until it just starts up the flue. Holding 
the rope taut from the roof, pour a 
bucket of thin mortar or Portland ce- 
ment mixture down on top of the bur 
lap. Now slowly pull the mass up the 
chimney. During its ascent, the cement 
mixture will roll off the burlap again-t 
the flue walls and find its way into oper’ 
ings and breaks between the liner sec 
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tions. This should be repeated several 
times to be assured of maximum seal- 
ing. 

Our battle for better chimneys is not 
over yet and we are still attempting to 
educate the local building industry to 
the problems involved. Our latest effort 
in this direction has been the distribu- 
tion of a bulletin to all the builders in 
this area. 

Entitled simply, “Chimneys and 
Flues,” the bulletin explains concisely 
the purpose of a chimney and the im- 
portance of its proper functioning to 
the efficient and trouble-free operation 
of a heating system. Regardless of ade- 
quate cross-sectional area or height, the 
bulletin states, if a chimney is of leaky 
construction between joints of the liner, 
the liner and the encasing brick or 
openings due to hollow block founda- 
tion wall construction, with no thimble 
or tile sleeve to seal these breaks prop- 
erly, it cannot create sufficient effective 
draft at the furnace. 

A discussion of draft readings and a 
quotation from the Building Code of 
the National Board of Fire Under- 
writers also is included. From “Chim- 
neys, Section 1101, Par. 3(c),” the 


New Construction turns 
Downward in October 


NEW CONSTRUCTION turned down- 
ward in October from the record rate 
it had established during the summer, 
reports the U. S. Labor Department’s 
Bureau of Labor Statistics and the 
Construction Division, U. S. Depart- 
ment of Commerce. Total value of all 
types of new construction during 
October amounted to $2.7 billion, 4% 
less than the September total, with a 
decline in the amount of private home- 
building the principal cause for the 
drop. Most types of nonresidential 
building, private and public, increased 
over September levels, with a marked 
expansion shown in industrial and 
commercial building activity. 

Before the downturn in private 
homebuilding in October, a new rec- 
ord had been established this year for 
the number of new dwellings built. A 
total of more than 1,100,000 new non- 
tarm dwellings were started during the 
first 9 months this year, compared with 
1,925,000 in all of 1949 and the pre- 
Vious annual peak of 937,000 in 1925. 

















Joints between sections of flue 
liner to be thoroughly sealed. 


Stagger joints of adjacent flues. 


Properly bevel or cut sections 
to provide seal when offsets in 
flue occur. 


With hollow block construction 
ly, a thimble or 

piece of tile flue liner mst 

be placed in the wall for the 
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Four major points emphasized in General Automatic Products’ bulletin on 
chimney construction. 


bulletin quotes: “Flue linings shall be 
built ahead of the construction of the 
chimney as it is carried up, carefully 
bedded one on the other in mortar as 
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Estimates of the value of new con- 
struction put in place during October, 
for the most part, represent work 
started during earlier months and re- 
flect to a very limited extent the trends 
of construction activity which may re- 
sult from recent Federal controls, 

For the first 10 months of 1950, 
new construction with a total estimated 
value of $22.8 billion was put in place, 
22% more than the same period last 
year. Nearly $9.5 billion of the total 
this year was for new nonfarm dwell- 
ings, 63% greater than during the 
first 10 months of 1949. Private non- 
residential building was up about 10% 
from last year and public construction 
about 8%. 
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U. S. Department of Labor 
Fueloil Prices (September ) 
FIELD INVESTIGATORS for the Depart- 
ment of Labor monthly check prices of 
principal fuels in several cities in each 


section of the country. Getting retail 
quotations from various suppliers in 


hereinafter specified with close fitting 
joints left smooth on the inside.” 

The drawing reproduced appears as 
part of the bulletin. 
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each market, the prices are averaged 
and published. Those in the table that 
follow were taken September 15 (cents 
per gallon) : 


Range No.1 No.2 No. 

Boston 14.23 14.07 12.00 a 
Manchester 14.80 14.30 12.70 ihe 
Portland, Me. 13.90 13.90 11.90 aa 
3 Buffalo 14.44 ox Baas 8325 


1 New York ae Bee 

Philadelphia «42 Tae re 
1 Chicago 13.81 13.46 12.55 12.55 
4 Detroit os $429033008 2. 

Milwaukee 14.00 13.10 13.06 


1 Kansas City oo 12.36 TL.22 F522 
Minneapolis 14.97 14.73 13.68 13.73 


1 Baltimore 12.85 11.93 

1 Wash., D. C. as Nacaa. 2.04 
Jacksonville oe M4DE 1295 vo 
Norfolk ~ 42.10 21.70 41.10 
Richmond 13.50 12.10 pe 
2 Savannah .- 15.00 13.00 ae 
5 New Orleans . 14.33 12.36 12.36 
Portland, Ore. . 13.94 11.64 6.55 
6 San Francisco .. 13.77 11.44 6.48 
4 Seattle . 14.77 12.65 6.74 


1 Prices include 2 percent tax. 

2 Inspection tax of one cent per gallon 
included on kerosene only. 

3 Prices include 1 percent tax. 

4 Prices include 3 percent tax. 

5 Prices include 3 percent tax on all fuels 
except gas; prices for kerosene and 
fueloil No. 1 also include one cent 
per gallon State health tax, and 1/32 
of one cent per gallon State inspection 
tax. 

6 Prices include 3.5 percent tax on all 
fuels except gas. 
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by 
J. W. Schulz 


HEN WE ARRIVED ON THIS JOB 

that Sparky wanted to show me, 
he opened the back door and walked 
right in, letting out his usual roar to 
inform anyone in the house that he 
was there and had brought a beautiful 
morning with him. 

I might have glanced sidewise at him 
after he'd let out the yell, for he ex- 
plained, “To lots of my customers, I’m 
a member of the family. I walk right 
in, don’t waste time waiting for some- 
body to answer the doorbell. Still, I 
want them to know I’m there. One 
time, years ago, I entered a basement 
too quietly, and later made a noise that 
scared the woman. She sent her three 
big chow dogs down after me, and we 
had quite a tussle before I got away 
and climbed on top of the boiler. Some- 
time I'll show you my souvenir from 
that dog-fight, in back of my knee and 
about a foot higher.” 

Sparky, who calls himself the world’s 
best service man, had written me a 
note telling me to be sure and see him 
when in his neighborhood next time. 
He wanted to show me this old burner 
he'd just started servicing. 


\ swell paint Job 


“Whoever painted it up did a swell 
job, Sparky,” I exclaimed as we stood 
there looking over the job. “No brush 
marks! No enamel on the BX cable or 
connectors! You'd almost think it was 
a factory finish on this old-timer.” 

“Sure it’s a good paint job, because 
I did it myself,” he admitted, “And 
that wonderful paint job is headed 
straight for the junk pile. 

“But that’s the end of the story. 
Wait until I tell you what started all 
this.” 

How long Sparky’s been working 
on burners is a mystery. He says he’s 
been at it for ages, whenever anyone 
asks about this, and to-be-sure he talks 
glibly about old Oliver burners, Nokol 
pot-type jobs, the Socony-Arrow, the 
Model S Electrol firing downwards 
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Sparky on replacing old Oilburners 


Doesn’t pay to rejuvenate old Wrecks, says the “world’s best serviceman” 





through the firing door, and the Cook 
wall pumps with the bellows that used 
to spring leaks. This time he slipped 
up, mentioning something definite 
about how long he’s been working on 
burners. 

“Me, with 30 years experience on 
oilburners,” he said, “That is, more 
than 30 years now. . . . Would you 
think I'd be fool enough to take a bum 
steer from a man just started in the 
business? A fellow working at it only 
about 15 years, that is? 

“Tm talking about the dumbhead 
that used to service this burner we're 
looking at. He followed the wrong 
tactics in doing his work of providing 
good oilheat for this house. Me, like 
a dope, I let him give me a bum steer. 
I make the same mistake he did.” 

The other man, I learned, had been 
taking care of this burner for more 
than ten years. Only after a series of 
breakdowns at the start of the heating 
season had Sparky been called in. It 
seemed to the owner that despite big 
repair bills the other man just couldn’t 
keep the burner going. 

“When I first saw the burner last 
October,” Sparky related, “it was a 
sorry-looking mess. The guy taking 
care of it had worked on the oil pump. 
Where he got all the grease and sludge 
I don’t know, but he had smeared it all 
over the burner. I gave them heat 
quickly by spin-starting the motor, 
then came back in two hours and 
checked things over. The only thing 
needed was a new starting switch for 
the motor. I went to the shop and got 
one, installed it, tested all the old con- 
trols and found them working, and 
hoped I'd never see the mess of a 
burner again. 


Sunday Morning—no Heat! 


“Next thing that happened, the 
owner called me up on a Sunday morn- 
ing. No heat and, the owner com- 
plained, only two weeks after I'd been 
paid six bucks for fixing up the burner. 

“I dashed out and found my new 
starting switch was not doing its stuff. 
I had to spin-start the motor again. 









‘Right then and there, with hal an 
idea of the reason behind my callbick, 
I removed the motor and took it apart 
all over the basement floor. It was an 
odd old motor, and I didn’t have «n- 
other one like it to use on the burner 
temporarily. 

“Showing the burner owner, who 
was looking over my shoulder every 
minute, the insides of the motor all 
packed tight with dust, I told him it 
was a wonder the piece of old junk 
had not burned itself up for lack of 
ventilation. Maybe this dust, or part 
of it anyhow, had come loose when I 
put in the new starting switch. Maybe 
that’s why I got my callback. Took me 
an hour to get all the dust out of the 
motor, clean it up like new. For luck, 
then, I gave the old windings a coat of 
varnish. 

“But I gathered from the owner, 
breathing down my neck and talking a 
mile-a-minute, that this job was never 
to break down again, so I got to worry- 
ing about other things that could make 
my new starting switch fail. Checking 
thoroughly after I'd put the motor to- 
gether, I found that, sure enough, there 
was too much wear and end-play in the 
bearings for dependable starting. 

“Explaining all this carefully to the 
burner owner, I told him if we were 
lucky I could locate a fellow that works 














"| wound up giving it the swell paint 
job, all the while telling the owner how 
unsafe and how wasteful it was to use 
the old burner parts which were scat- 
tered now all over the basement floor.” 
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in the shop that fixes motors for me, 
and yet him to open up the place and 
fix this motor. This is on a Sunday, 
remember. We were lucky, for the 
motor repair man put new bearings in 
the motor, then fussed around for an 
hour adjusting the end-play. He put in 
shaft washers and took out shaft wash- 
ers until, he said, the rotor was right 
with respect to the stator, and the 
amount of end-play was right, and the 
starting switch would work from then 
on. After all this, and charging me $15 
for doing the work on a Sunday, he 
said that what the job really needed 
was a new motor. This one was a 
troublesome model, according to his 
experience, and always would be noisy 
compared to the motors made today 
that are silenced and balanced by new 
methods, not used years ago when this 
old motor was built. Fine thing to tell 
me, considering that my own time and 
the cost of a new starting switch also 
had gone into trying to make the old 
motor like new.” 

While Sparky was plodding away 
for half an hour cleaning the dust and 
dirt from the blower wheel of the 
burner so it would give enough air for 
clean burning, the owner told him that 
this burner had been repaired to the 
tune of $42 worth of time and ma- 
terial within two months’ time. The 
other service man had worked on the 
oil pump, pressure regulating valve, 
shut-off valve, and shaft gland—all in 
efforts to stop the mysterious appear- 
ances of fueloil in the firebox and on 
the basement floor. And he pointed 
out to Sparky that the floor still was 
not dry; oil was dripping from the 
burner in half a dozen places. 


iould have sold a new burner” 


“I told the owner that the other 
service man was crazy to try to make 
a ten-year-old burner into a new one,” 
Spirky said to me. “The other service 
man should have sold a new burner 
right away when he saw this one going 
to pot. ... the burner was obsolete all 
over anyhow, from its air-handling 
parts to its oil-handling parts. Maybe 
it wasn’t ten years old, like the owner 
said. [t looked older to me. 

“But even while I’m telling the 
owner the other service man was a 
dope to put in time and material try- 


ing to make an old oilburner into a 
new one, what do I do? You guessed 
it! There I am on a Sunday, putting 
in hours and hours trying to make the 
old burner like new! 


Rebuilding on the Job 


“Well, after I cleaned the blower 
wheel like I said, it was noisy as could 
be. Either it was bent, or some remain- 
ing dirt or rust threw it off balance, or 
it never had been in balance. I put it 
back anyhow, wishing I had a new 
blower wheel that would run quietly. 

“I had to take care of all the oil 
leaks, and I wound up taking apart 
all the oil piping on the burner, and 
making every joint up tight. That was 
the only thing I could do. Two new 
gaskets, which I had to handmake on 
the job, were needed also. 

“T had to wash the high-tension 
porcelain insulators, from the gun tube, 
to get most of the grime and muck off 
them and avoid a spark failure. The 
time I took for that and for cleaning 
up the other gun tube parts was worth 
two entire gun tube assemblies. And 
the air-handling gadgets were of poor 
design anyhow, I realized as I sweated 
over taking them apart and putting 
them back together, they couldn’t pos- 
sibly give a decent, clean, economical 
fire using today’s fueloils. 

“Well, I had gone that far, so I 
went back to the shop for a stack con- 
trol, because I wanted this job safe 
anyhow, after all my work. I got one 
that was old, like the one on the job, 
but which I'd tested thoroughly and 
knew was working 100%. At the same 
time, I got new high tension leads and 
a new flexible coupling, because the 
old ones were worn and brittle. And I 
got a solenoid shut-off valve for the 
nozzle line, because the old one had 
given trouble too often and I was not 
willing to bank on the efforts ‘of the 
other man to make it close tight. 

“Well, the burner was 90% apart 
anyhow. Removing a few more nuts 
and bolts and taking off the wiring 
would leave just a stripped burner 
chassis. So, like dopes when you think 
about it, the owner and I went to work 
stripping the chassis altogether. I 
wound up giving it the swell paint job, 
all the while telling the owner how 
unsafe and how wasteful it was to use 





_"After Sparky showed the owner how 

sick his old furnace looked with the 

oilburner removed, the new furnace 
unit was moved in speedily.” 


all the old burner parts which were 
scattered now all over the basement 
floor. 

“That’s how this burner got the 
swell paint job you are looking at,” 
Sparky said sadly, “and that’s also 
why the burner now is going to the 
junk pile. 

“You see, the owner went through 
just one night of thinking about the 
old-fashioned, ancient parts in his 
burner, the parts that were all over the 
floor while I was painting the chassis 
and telling him how no-good the old 
burner was, even with all the parts and 
work we put into it. I sure convinced 
him that to use these parts was both 
uneconomical and unsafe, because the 
very next morning he telephoned me 
ordering a new burner, if it could be 
financed right. 

‘Financing it to suit him meant, it’ 
turned out, including everything he 
owed me in the amount to be financed, 
and giving him a break on the repair 
charges. I charged him mildly for all 
the time I put on the old burner, and 
did not charge him for the parts I used, 
because I’m getting them back. 

“T figured out the bill anyhow, and 
on a fair basis (not charging extra for 
the work done on Sunday) it figures 
that his total cost for material and la- 
bor, servicing the burner since the 
heating season began, comes to $128. 
That includes the $42 he paid the other 
man, and my first charge of $6 for 
putting in the new starting switch. ~ 

“Nobody could think of that $128 
as regular service charges; the $128 
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should be charged to plain foolishness 
that I and the other service man were 
responsible for—that’s the foolishness 
of trying to make an old burner like 
new, instead of tossing it out and in- 
stalling a new one.” | 


Next One was different 

Sparky had learned from his experi- 
ence, however. The next old burner 
he was called to repair and adjust was 
in a rented house; he’d been sent there 
by the landlord, who'd gotten a no- 
heat complaint from the tenant. He 
knew then, from his work on the other 
burner which he’d painted up like new, 
just what was involved in trying to 
make a ten-year-old burner as safe and 
dependable as when it was new. This 
job, also, had several oil leaks, the re- 
sult of age and poor servicing. Its 
motor had never been apart, to judge 
by looking at it, and the sight of it 
filled Sparky’s head with thoughts of 
decrepit starting switches, end play, 
worn bearings, and dirt-filled insides. 
The stack control parts had been tink- 
ered with and bent to make them work. 

Realizing that on the job it would 
take at least five hours of hard, thank- 
less work to make the burner run safe- 
ly, Sparky used tactics different than 
he had ever used before. He got up on 
his hind legs, he says, and phoned the 
owner of the house to report that the 
burner was unsafe and was being taken 
to the shop for a complete overhaul, 
along with its main controls. 

The alarmed owner of the house 
came right to the shop, just as Sparky 
asked him to. By the time he arrived, 
Sparky had the burner disassembled 
sufficiently for the owner to see that 
it was nothing but a bunch of junk, 
to use Sparky’s words for it. Sparky 
told the owner that anyone would be 
crazy to pay $15 for the old burner 
and controls, but that there’d be a $25 
allowance for the old equipment if the 
owner bought a new furnace-burner 
unit. He added incidentally that the 
old furnace was as unsafe as the burn- 
er, and that the owner could save $30 
to $60 worth of fuel a year by buying 
the new furnace-burner unit. It devel- 
oped then that, unfortunately for 
Sparky’s sales point, the tenant was 
paying for the oil he used. 

However, after Sparky had showed 
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the owner how sick his old furnace 
looked with the oilburner removed, 
the new unit was moved in speedily. 

“What helped close that sale,” 
Sparky confides, “is that the end of the 
gun tube was burned off. Why, the 
owner’s face got green when he looked 
at the old burner and saw what was 
left of that gun tube! With its end 
burned off, a burner sure looks like a 
wreck! The owner could understand, 
when he saw the old junk burner in 
the shop, why it would take $60 to 
$85 worth of time and material to 
make the burner as safe and depend- 
able as new. 

“Of course, an old burner made as 
safe and dependable as new does not 
produce the efficiency of a modern, 
brand-new burner,” Sparky said. 

‘And when new, the old parts used 
ten years ago were not as dependable 
as are the parts of a modern burner.” 

Sparky said that you’ve got to watch 
out for old, brittle high-tension leads. 
Bend them, and you are likely to get 
a crack that lets the juice through. 
This was brought out forcefully on 
one job when he held old high tension 
lines in his hand, in fooling with an 
old burner he’d just removed, and got 
whammed by a spark that came 
through some cracks in the insulation. 


Two good sales Points 

Sparky makes good sales points for 
replacement burners out of these two 
additional facts. 

First, according to his studies of ac- 
tual installations, burners start from 
5,000 to 30,000 times a year (he’s got 
burners that run only three minutes 
at a time, and finds that these start up 
30,000 times a year, and operate about 
1,500 hours a year), and you can rea- 
son out easily that the wear and tear 
of burners, and the potential trouble 
with them, increases according to the 
number of starts and stops they make. 
On this basis, in ten years a burner 
may start up to 300,000 times! After 
that many starts, Sparky says, a burner 
needs a complete overhaul if it is to 
remain in service. Actually, however, 
after being overhauled it is still an old 
oilburner. To try to make an old burn- 
er like new is, then, unwise and waste- 
ful of time and material. Replace the 
old burner at about the same cost as 
rebuilding it entirely, and you are 





"He held old high tension leads in his 

hand, fooling with an old burner he'd 

just removed, and got whammed by a 

spark that came through some cracks 
in the insulation.” 


smart. You then start in with a brand- 
new burner. 

Second, only the service man who 
rebuilt an old burner is likely to think 
it is as safe and dependable as it was 
when it was new (even he may have 
his doubts about this); everyone else 
eyes an old, rebuilt burner with sus- 
picion. Do you want the assurance 
that comes of seeing an Underwriters’ 
label on a burner? To get this, you 
need a new burner, That is, an Under- 
writers’ label means nothing in connec: 
tion with burners that have been re- 
built, altered by different service men 
trying to modernize them, and fitted 
with sundry parts which are different 
from the original parts. 

Consider it this way. Bring an old 
burner into your shop. Work on it for 
hours and hours cleaning it up and 
putting it into condition for safe, de- 
pendable operation. Then compare the 
value of the burner, in terms of what 
you could get for it if you tried to sell 
it, with the price of a brand-new burn- 
er. You'll conclude the time and parts 
put into the old burner was wasted. 


Se 

Henry W. Reis has become sales 
promotion manager, Heating System 
Service Products Div., “X* Labora: 
tories, Inc., New York. He formerly 
was vice president in charge of sales 
for W. A. Russell & Co., makers of 
air valves, for 15 years and now re 
turns to the heating field after several 
years in sales work in the packaging 
and printing industry. 
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ETROIT CERTIFIED 








brings your customers comfort they never dreamed possible! 


Timed Cycling is a sales natural —because it virtu- 
ally eliminates the many heating discomforts your 
customers had accepted as inevitable. This remark- 
able thermostatic development automatically 
adjusts the operating periods of the burner—hold- 
ing room temperature constant within a fraction of 
a degree regardless of icy winter winds, outside 
temperature or solar radiation. Pioneered, developed 
and perfected by DEO engineers, the Timed 
Cycling thermostat, in combination with other 


ETROIT 


LUBRICATOR COMPANY 


5900 TRUMBULL AVE., DETROIT 8. MICHIGAN 


Division of Amrnican Rapuror & Standard Sanitary coronation 
Canadian Representatives: RAILWAY & ENGINEERING 
SPECIALTIES, LTD.—Montreal, Toronto, Winnipeg 








superior DETtRO!lT controls, provides the finest in heat- 
ing control systems—far surpassing other systems 
now in use. Take advantage of this marvelous sales 
opportunity by telling your customers about this 
latest advance in heating control, It’s another DETRoIT 
achievement — bringing greater comfort to your 
customers and greater profits to you. 






The CA-701 is a primary safety control for pressure 
type oil burners. Its many field-proven features in- 
clude: Intermittent ignition, double-break bridge type 
contacts, low voltage pretection, simple construction, 
and a quiet relay. Safety warp switch assures positive 
lockout. Use in combination with No. 411 “Timed 
Cycling” Thermostat. 


DETROIT HEATING AND REFRIGERATION CONTROLS e ENGINE 
SAFETY CONTROLS e FLOAT VALVES AND OIL BURNER EQUIP- 
MENT e DETROIT EXPANSION VALVES AND REFRIGERATION 
ACCESSORIES e STATIONARY AND LOCOMOTIVE LUBRICATORS 





Senrung home and mdusnry AMERICAN-STANDARD © AMERICAN BLOWER © CHURCH SEATS ¢@ DETROIT LUBRICATOR ¢ KEWANEE BOILERS © ROSS HEATER © TONAWANDA IRON 
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Seon FOLLOWING IDEAS were sub- 
mitted in the FUELoL & OI 
Heat Useful Ideas Contest before the 
contest closed on August 31. These 
ideas did not fetch any of the big cash 
prizes, but did produce some award 
money for the contestants whose names 
are given... minimum payments of 
five dollars or, where this amounts to 
more than five dollars, a payment to 
the contestant of three cents for each 
of his words which is printed here in 
italics. 

Those who have not kept up with 
the results of the contest should see 
the October and November issues of 
FuELoIL & Ort Heat, in which the 
big prize ideas and many near-winning 
ideas appeared. 


Here’s the sales idea from Leon 
Schuchman, 56 Clara St., Brooklyn 
18, N. Y., and we just wish he had 
sent along a photograph which was 
suitable for reproduction: 

“One night while talking with a 
prospect and looking at the array of 
literature spread before us, I saw the 
bewildered look on his face and came 
to the conclusion that a working model 
of the burner was just the thing needed 
to clinch the sale. At almost every sale, 
the buyer could not grasp the idea of 
the burner. I realized a small scale 
burner model would be a novel way 
to improve on the old system of just 
talking. 

“Much thought went into this. I 
could not find the proper article to use 
for a boiler casing. Finally my wife 
suggested rivetting two coffee cans to- 
gether with a square hole in front so 
the burner could be seen.” 

It’s clear from the little photograph 
Leon Schuchman sent along that he’s 
talking about Timken Silent Auto- 
matic equipment, and that his model 
turned out swell. 

“With the boiler there, we pro- 
ceeded with the window dressing,” he 
goes on, “simulating a header, equal- 
izer, and Hartford loop by using Ve” 
pipe and fittings. An old toggle switch 
formed the relay, an anagram piece 
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Usetul Ideas trom the Contest 


Second Pack of Entries that almost won the big cash Prizes 


became the pressure switch, and a piece 
of plastic tubing made the water glass. 
A solderless connector became the low 
water cutoff. 


“To show a hot water storage tank, 
we soldered two small cans together, 
mounted them on a small stand and 
connected them to the generator, which 
was a plastic case. 


“Set in the middle of the model is a 
very small motor connected to a fan 
wheel and a distributor pipe. A light 
goes on while the fan is revolving, so 
everything inside can be seen clearly. 

“A five dollar bill and my wife’s in- 
genuity was all it took to sell this idea. 

“I find that since I have begun to use 
this model, the prospect’s interest has 
been held from the start of my pres- 
entation to the close of the sale.” 

And we can well believe that this 
good working model, made by the 
salesman, is used to maximum effec- 
tiveness and serves him well! 

From the next entry, it’s clear that 
here’s another one of the baffling ex- 
perts who goes about cutting fuel con- 
sumption by 25% to 50%, baffling 
burner owners by the amount of oil 
he saves them. He is service man 
Harold W. Potter, 8641 Cooley Lake 
Road, Milford 5, Mich. 


“All service men have their ideas 
for baffling conversion jobs,” starts his 
opus in a philosophical vein. 

“One very successful method for re- 
ducing stack temperature and incrcas- 
ing efficiency is to install a cone type 
refractory baffle over the firebox and 
use heavy gauge sheetmetal smokepipe 
to trap the hot gases until they are cool 
enough to drop to the bottom of the 
smokepipe, which is the outlet. See my 
lefthand drawing. 

“When opening is in side of furnace, 
use the idea in my other drawing. 

“Different methods can be employed 
to make the baffle pipe rigid. Pipe can 
be cut in such a manner to leave two 
or three legs to set on top of the cone 
baffle. Quarter-inch cold-roll bar stock 
inserted through pipe will lock it in 
place. Furnace cement helps hold up 
the pipe and makes up for difference in 
size of the pipe and the hole that goes 
through to the radiator.” 

What about this? Will Harold Pot- 
ter’s fuel-saving arrangements last for 
many years? How about using stain- 
less steel to withstand the high heat, as 
recommended on p. 73 of the Novem- 
ber issue of FUELOIL & Om Heat by 
Kenneth McLain, Kankakee, IIl., and 
on p. 19 of the book “Oilheating 










































































Harold W. Potter, Milford, Mich., reduces fuel bills through use of these 'wo 
arrangements. He uses cone type refractory baffles, and aims to get the up-ind: 
down gas travel shown by the arrows. 


December 


1950 




























cle 















he 


ny 





5 





‘wo 


ind: 











SILENT. GLOW 


[ * Choice of M-H, Perfex controls. 


I 


| ° Torrington sirocco type fan. Name 


| * Burns 100% catalytic-cracked oil efficiently, 





For the thrifty buyer who demands quality, Silent 
 » ow-effers more than any other burner regard- 


Gi less of price...lowe cost, lower service cost, 
an fuel cost} 


TER oo Se 


One-piece top and automatic 
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alignment of parts means faster, 
easier servicing. And once ser- 


viced, Silent Glow’s stay serviced! 











ry from two sources...Hartford... _ | 
...means you can get Silent Glow’s 
you want ‘em, when you need ‘em. 
d — important — Silent Glow burners are 
riced for easy buying! 





























* Built to Commercial Standard CS-75-42 
specifications. 
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THE SILENT GLOW OiJL BURNER CORP. 
850 Windsor St., Hartford 5, Conn., 1500 So. Western Ave., Chicago 8, Ill. 
Send us the complete facts about “Invader” including prices and your money-back guarantee. 


* Long-hour duty type motor with manual 
reset overload protector. 





* Webster Fuel Unit, internal gear type. 
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Snags” (available from FUELOIL & OIL 
Heat for $1, and full of practical 
ideas). 

The next one is from Mrs. William 
J. Trader, 4512 Hamilton, San Diego 
16, California. She comes up with a 
novel idea for providing balancing 
dampers in concrete slab floors, The 
method entails the use of a damper 
with a vertical rather than a horizon- 
tal axis. 

“Concrete slab floors have become 
very popular in recent years, especially 
here, and a need arose for a practical 
method of balancing a warm-air sys- 
tem. 

“The conventional damper has an 
axis in a horizontal plane,” she ex- 
plains as knowingly as a heating engi- 
neer, ‘but what prevents us from using 
the same damper with its axis vertical? 

“Picture a6” round pipe on supports 
just above the ground, ready for con- 
crete pouring. Now let’s install our 
damper with the axis of rotation in a 
vertical plane. The kit I have in mind 
is a Parker Kalon No. 7-4" which has 
a slotted shaft. The depth of the slot 


has to be increased so the damper can 
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Mrs. William J. Trader, San Diego, 

Calif., explains expertly how to pro- 

vide balancing dampers in concrete 
slab floors. 


be turned using a long screwdriver in- 
stead of the usual handle. The slot 
must be parallel with the plane of the 
damper. Otherwise you won't know 
the position of the damper.” 

To show the slot, the accompanying 
drawing has it in the wrong position 
by 90°, but in using the idea just obey 
Mrs. Trader’s orders and you'll come 
out all right. 

She continues, “All materials from 
the kit are used except the handle and 
the wing nut. A hex nut is used to 


hold the damper firmly in place. 





“Place, a piece of copper tubing or 
pipe over the hex nut, long enough to 
extend above the floor level of the slab. 
Remove this after the slab has hardened 
and substitute a wooden dowel rod that 
fits the hole. This is not easily noticed, 
and can be removed to balance the ss- 
tem and supply the right amount of 
heat to each room. Coat with ordinary 
paraffin all parts which should move 
and which are in contact with the ce- 
ment; then no cement will adhere to 
them. This is a basic idea, susceptible 
to change or improvement by those 
who want to use it.” 

If anyone can’t figure out how to 
hold that damper in position while 
tightening the hex nut that locks it, 
he can ask the lady. She’ll tell him! 

In case anyone hasn’t noticed, the 
ladies on their own, and helping their 
husbands, are doing doggone well in 
this-here contest! 

Last month it was pointed out that 
eight down-to-earth ideas, all used on 
actual installations instead of being 
just pipe dreams, were submitted by 
one service man contestant. To top it 
off, here’s another novel arrangement 





















MAID-0’-MIST Boiler Water Level Controls 


@ New, extra-safe circuit breaker switch ... 
wide switch gap ... rapid snap action... 
heavily silvered to dissipate heat . . . no 
sticking or pitting of contact points. 


















@ Compact, streamlined, light weight (5 Ibs.). 
@ All non-ferrous metal construction. 
—- @ Easy to install. 
No. 500 WATER-BOY aa @ Priced right. 
IN THREE ee Feeder and Low 
WATER-BOY. A pee ceige boilers. Switch For complete data and illustrations of the important new 
sake t-off for automatically 12 h.p- 220. A.C. developments in the new Maid-O’-Mist No. 500 Water-Boy 
Water 7 oe A.C. ter Cut-Off only. - Series—write for Catalog No. 500 today. 
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At left: Oil Counterflow 
Unit, showing blower lo- 
cated at top of cabinet. 


At right: Interior view 
of Gas Counterflow Unit. 


Luxaire Counterflow Units have been designed 
for the most direct and economical heating of 
basementless houses. 


Pioneered by Luxaire engineers, they bring the 
advantages of Perimeter heating—with heat pipes 
imbedded in the concrete floor slab—to ranch type 
and similar basementless dwellings, that formerly 
were plagued with complaint of cold floors. 


Designed for installation in such restricted places 


Typical duct system for a _ perimeter 
heating installation before pouring con- 
crete slab floor. Counterfilow unit to be 
installed over pit in center of duct work. 


as Closets, alcoves and utility rooms, Luxaire 
Counterflow Units require little space, being listed 
by Underwriters Laboratories for “close clearance” 
to combustible surfaces. 


Luxaire Counterflow Units are shipped factory 
assembled, ready for the installation of either the 
Luxaire Gas Burner or the Luxaire Oil Burner— 
whichever your customer wants. These units are 
equally efficient with either fuel. 


C. A. OLSEN MANUFACTURING COMPANY ° ° e:vai, ono 
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HEATING & AIR CONDITIONING UNITS 
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from the same man, and this one is 
used in his own home. He is Francis 
Martin, employed by The Wm. R. 
Hogg Co., Inc., 900 Fourth Ave., As- 
bury Park, N. J. 

Francis Martin says, ‘I use my clock 
thermostat 12 months a year to save 
oil, in summer for cutting water heat- 
ing costs, in winter for cutting house- 
heating costs. 

“My diagram shows how I've got 
the controls connected up. With the 
double-throw switch set to the left, the 
clock thermostat operates for heat in 





EDDINGTON 


Why wouldn’t I—they save my 
time in servicing and they do 
a better job for the customer.” 


the usual way. Then the toggle switch 
must be turned on so the Aquastat can 
start and stop the burner, keeping the 
boiler hot for water heating. 

“To use the clock thermostat for 
domestic hot water, you throw the 
double-pole, double-throw (D.P.D.T. ) 
switch to the right, turn off the toggle 
switch, and set the thermostat to 85 
for days and all the way down for 
nights.” 

As we see things, this rigging is sup- 
posed to let the boiler cool at night. 
There’s an advantage in the relatively 






















GREATER FILTER AREA 
means longer cartridge life 


That means fewer call backs, there- 
fore greater customer satisfaction. 
EDDINGTON oil 
weight, sturdily built. Cartridges can 
be replaced without breaking the 
oil line. Interchangeable with other 
makes. 


filters are light 


Stock up today 
or write for l#terature 





METAL SPECIALTY COMPANY 


1050 Czarnecki Street, Eddington, Pa. 
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Francis Martin, Asbury Park, N_ |., 
gets still more award money! His niith 
published idea keeps his boiler idl: at 


night in summer, saves fuel. 


long “on” period the burner will have 
each morning; it will help keep the 
boiler free of soot. Here’s a catch to 
the thing, though. Our clock thermo- 
stat can’t be set any higher than 80, 
and in summer its temperature often 
exceeds that, so in our case the hot 
water supply automatically would be 
cut off on hot days, if we used this rig. 
How about that? And how about this? 
Couldn't a little thought and work 
produce these results through the use 
of just one manually-operated switch 
instead of two? Use a special switch 
instead of the D.P.D.T. switch, and 
do away with the toggle switch? Al- 
though some work is involved, call it 
jewelry work if you like, anyone as 
inventive and patient and mechanical: 
ly-apt as Francis Martin could install 
in one of the new Chronotherms a 
special switch, which would be “on” 
days and “off” nights. Simply wire 
this in series with the usual boiler tem- 
perature control. Eliminating all need 
for throwing switches by hand, this 
would accomplish the objective in a 
way 100% foolproof and automatic. 
If that’s too much work, simply use 2 
clock-switch arrangement to cut out 
the boiler temperature control nights. 

More ideas entered in the contest be- 
fore August 31, and outstanding for 
one reason or another although they 
did not win one of the big prizes, will 
be published in the next issue of FUEL: 
ot & Ort HEAT. 


Se 

R. E. Moore, vice president and sec’ 

retary of Bell & Gossett Co., Morton 

Grove, Ill., has been elected to the 

board of directors of Kropp Forge ©o., 
Chicago. 
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For the last quarter of a century 
Bowser Xacto meters have proved 
to be “the last word in accuracy.”’ 
Many oil companies operating large 
fleets of tank trucks have equipped 
their mobile testing units with 
Xacto meters to keep a constant 
check on the calibration of tank 
truck compartments. 


Hundreds of weights and measures 
men have been so impressed with the 
consistent accuracy of Xacto meters 
that they use them exclusively for 
their official tank calibration work. 


A reputation like this has to be 
earned and maintained. 


CALIBRATING TRUCK TANK 
COMPARTMENTS 


Full Profit From 
Every Gallon 


Fuel oil marketers who have used 
Xacto meters on their fleets with- 
out repairs ... for as long as 20 
years . .. know their many ad- 
vantages. They know that every 
gallon pumped through an Xacto 
meter is accounted for! 


Xacto meters cost less to maintain 
because they are designed to hold 
their accuracy longer. 

















High Spots for fueloil Men 
Seen at the API Convention 


bib 4.800 REGISTRATIONS from 
the industry, the American Pe- 
troleum Institute convention in Los 
Angeles almost equaled the record set 
at Chicago of 5,200 in 1948. Consid- 
ering its location on the fringe of the 
nation the registration was remarkable. 
The meetings were held November 13- 
16, inclusive, and comprised more than 
100 individual sessions, as the pro- 
ducers, refiners, marketers, transport- 
ers, geologists, public relations men and 
others arranged their own huddles. 

The dozens of speakers had things to 
say, one here and there, about fueloil 
or about things that would interest 
fueloil men. 

Secretary of the Interior Oscar 
Chapman, addressing the Marketing 
Division, said that the P.A.W. organ- 
ization during the war was the most 
successful joint industry and govern- 
ment venture in Washington history. 





That is the reason that the new Petro- 
leum Administration for Defense is 
being set up along similar lines on a 
small scale. That accounts for P.A.D. 
being under responsibility to Chapman 
only, bypassing the fuels and energy 
bureau headed by assistant secretary 
Davidson. He was critical of the steel 
industry for having held its capacity 
down to almost depression levels, and 
pointed out that while petroleum 
would be favored in steel supplies, we 
may find allocations necessary among 
oil men. In his opinion, regulations 
jointly built by government and indus- 
try men do not require a police force. 
He further remarked that during the 
defense period competitive relations 
within the industry should be restrained 
or disturbed as little as possible. 

B. L. Majewski of Deep Rock, talk- 
ing to the same group, criticized some 
elements of the industry for burden- 





ing the government with problems we 
ourselves don’t’ want to solve. Don't 
pass the buck to Uncle Sam, was his 
viewpoint. He made a plea for more 
effective morality in the industry, that 
we do our own housecleaning, expla: 
ing that our greatest strength lies .n 
sincere and effective public service 
Chester F. Smith, vice-president, 
Standard Oil Co. (N.J.), in a paper 
on future energy requirements, 0} 
jected to the tendency in some indiis- 
try quarters to hold down output of 
fuels to match gasoline demands. 
“Some people have argued,” he said, 
“that residual imports should be re- 
stricted and the use of petroleum con- 
centrated in the transportation and 
specialty markets—only competing in 
the heat and power generation market 
to the extent of the by-product fuels 
from runs to maximize yields of gaso- 
line and specialty products. 
“However, if this should be done, it 
seems to me, many customers who now 
have a choice between two or more 
fuels would be denied that choice. The 
growth of the oil market would be 
limited and our national security could 









Adaptable to efficient firing 
of both light and heavy oils, 
Enterprise Burners embody the 
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oil burners 








mostadvanced design characteris- 
tics to be found in modern oil 
burners today. The outstanding 
success of thousands of Enter- 

prise Burners, installed in virtu- 

ally every type of heating application 
throughout the world, testifies to the 
quarter century of Enterprise 
engineering progress in combustion 
equipment. Write for full informa- 
tion, or contact your nearest 
Enterprise Distributor. 















Enterprise V-Belt drive oil and combination oil- 

gas burners are built in 10 sizes. Capacities 4 to | 
200 gals. per hour; 12 to 650 boiler horsepower. 
Manual, semi-automatic and full automatic. 
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ENTERPRISE ENGINE & MACHINERY CO. 
A SuBsidiary of General Metals Corporation 
18th & Florida Sts., San Francisco 10, Calif. Distributors in Principal Cities 
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OPENCER | 


There is a SPENCER 
for every building .. . 
for every fuel, with ca- 
pacities from 290 to 45,000. 
square feet, steam. Preci- 
sion engineered and man- 
ufactured to give superior, 


guaranteed service. 


SPENCER 


HEATER 
*,, LYCOMING-SPENCER DIVISION » 
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suffer a real setback. There would be 
less incentive to develop adequate re- 
serve supplies, and the quick imposition 
of emergency military requirements 
would require a crippling reduction of 
civilian transportation needed to sup- 
port a mobilized civilian economy. 
“On the other hand, if competitive 
prices permit petroleum to develop in 
competition with alternative fuels in 
the power and heating market, as well 
as in transportation and specialty uses, 
the industry will not only be able to 
provide larger base facilities because 


of greater growth, but it will also be 
able to offer a reservoir of supplies 
withdrawn from uses in which alter- 
native fuels could be substituted.” (For 
the oilheating industry, Smith’s view 
that fueloil growth should be encour- 
aged for reasons of national security 
was perhaps the most significant state- 
ment of the convention.) 

Gustav Egloff, prominent industry 
scientist, believes that Russia is not 
likely to start a war unless it could get 
control of the oil-rich. Middle East 


countries. He urged that the western 
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TOWERING ABOVE THEM ALL! 
Specialists in sizes for 


Vomestic Home Heating ONLY! 
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ibraltar 


CORPORATION OF AMERICA, inc. 


@ TRIPLE ACTION DESIGN produces more heat with less fuel... 


Hot gases travel the entire length of the boiler 3 times to assure 


@ THICK STEEL SHELLS are of flange quality. Fire tubes, with spiral 


baffles, are of extra heavy gauge steel. 


@ RIGID INSPECTION guarantees the high quality of every Gibraltar 
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TYPE "'R"' . . . for high heating 
efficiency at moderate cost. 


STANDARD .. . for maximum heat- 
ing efficiency. 








Gibraltar STANDARD for OIL or GAS | 
AS.M.E. Constr. $.B.1. Formula 


Gibraltar 
A SOLID BUY! 
Mail this coupon Now 
for FREE folder! 
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Gibraltar Corp. of America, Inc. 
116-55 Queens Bivd., Forest Hills, N. Y. 


Please send FREE literature. 


223 North Ninth St., Brooklyn 11, N. Y. 


EVergreen 4-7297 








powers must make it clear that they 
will resist to the limit any effort :o 
wrest control of Middle East oil from 
the democratic nations which have <ic- 
veloped these resources. Russia and 11s 
satellites have only about ten per cen 
of world oil production, the democrat: 
nations have 90 per cent, he explaine«. 
Max W. Ball, Washington co: 
sultant and former head of Interior 
Department’s Oil and Gas Division, 
urged the gas industry to drop its 12- 
quest for a separate government agen. 
cy apart from the Petroleum Admin- 
istration for Defense, on the groun 
that the oil industry has so much wider 
recognition than gas would have alone 
. . that gas is now more important. 
identified with petroleum, than it could 
possibly be in a separate agency. 


Public Relations Forum 


One of the most popular sessions at 
the convention was a forum on indus- 
try public relations addressed by 
George W, Gallup, head of the Gallup 
Poll, Harold B. Miller, executive di- 
rector of the Oil Industry Information 
Committee, and George Freyermuth, 
OIIC chairman for 1950 and public 
relations director, Standard Oil Co. 
(N.J.). A feature of the meeting was 
a play, “Turn to the Right,” using 
Hollywood talent in a dramatization 
of everyday oil business episodes. 

The Marketing Division for the first 
time presented Certificates of Appre- 
ciation to five men for meritorious 
service, They were B. L. Majewski, 
Deep Rock Oil Co., Walter Hochuli, 
The Texas Co., Hugh L. Thatcher, re- 
tired, former member of the general 
committee, Sam B. Eckert, Sun Oil 
Co., and L. C. Welch, retired, former 
head of the Lubricating Committee. 
The awards were made by J. Howard 
Marshall, Ashland Oil and Refining 
Co. president and API vice-president 
for Marketing. 

Harry Hilts, executive director of 
the Atlantic Coast Oil Conference, was 
chairman of a nominating committee 
to select candidates for the General 
Marketing Committee. Sixty-five mem- 
bers were elected to this committec. 
Those of direct interest to oilheating 
included Harry J. Kennedy, new chair’ 
man of the Division for 1951; A. L. 
Nickerson, Socony - Vacuum, vice’ 
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Remarkable New Items 


For Customer Satisfaction 


VM 


Completely automatic, ; 















it eliminates air 
from convectors and radiators. No prelim- 
inary soaking is required. This simple, 
/ 3 — a ingenious valve works equally well on new 

or existing heating plants with forced 
circulation or gravity systems. Simple to 
install — Easy to select the function you 
desire, manual or automatic venting or 
manual shut-off. 

DOLE-20 HOT WATER AIR VALVE 


| 


DOLE CHAMBER VENT 


A combination hot water air valve convectors, etc. on hot water are 
and air chamber that is fully auto- systems. Available in wae 
matic. Designed specially for venting Yq" 1.P.T. sizes. 


\ DOLE FLOW CONTROL VALVE less of city water pressure from 15 Y 
eo Ny A simple, practical valve that regu- _— to 150 Ibs. p.s.i. No more cool water 


lates water flow. Limits discharge to from overdrawn tankless heaters. 
a pre-determined gallonage regard- Many other uses. 
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No. 20 HOT WATER AIR VALVE 
CHAMBER VENT 
FLOW CONTROL VALVE 





Radiators Convectors 
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chairman; John Harper, Harper Oil 
Co., Long Island City, secretary. Also 
A. T. Atwill, Quaker Mfg. Co.; R. F. 
Baity, Standard of Indiana; R. M. 
Bartlett, Gulf Oil; M. J. Ryan, Buck- 
ley Bros., Bridgeport, Conn.; Jesse 
Strickel, Crown Central; Horace 
Davenport, Geo. W. Pickering Co., 
Salem, Mass.; W. C. Burns, Hartol; 
T. A. Crawford, :Oil-Heat Institute; 
Thomas A. Brown, Sentinel Oil, New 
Rochelle, N. Y.; Walter Hochuli, 
Texas Co.; Roy A. Thompson, Apex 
Motor Fuel, Chicago; J. G. Jordan, 
Shell Oil; Henry L. Schwartz, Para- 
gon Oil; Stanton K. Smith, Rockford, 
Ill.; L. E. Ulrope, Esso Standard; H. 
B. VanCleve, Maritime Petroleum; J. 
H. White, Hewitt Oil, Charleston; 
Dwight T. Colley, Atlantic. 

In addition five members are to come 
from the API board of directors—J. 
Howard Marshall, B. L. Majewski, 
W. K. Warren, E. V. Weber and 
Wiley H. Butler. 

The Marketing Division also has a 
new program committee for 1951, 
headed by R. M. Bartlett as chairman, 
with other members E. J. McClanahan, 


Standard of California; John White; 
Rex Kent, Salina, Kansas; and J. G. 
Jordan. 
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Approve two Systems 
For New England Gas 


BOTH NORTHEASTERN GAS TRANSMIS- 
SION CO. and Algonquin Gas Trans- 
mission Co. will carry natural gas to 
New England under an opinion and 
order issued on November 8 by the 
Federal Power Commission. The Al- 
gonquin company must show that it 
has an adequate gas supply and the 
Commission authorized Tennessee Gas 
Transmission Co., parent of North- 
eastern, to carry out a $118 million 
expansion program to supply part of 
the gas requirements of the subsidiary. 

Other authorizations in the opinion 
and order authorize Transcontinental 
Gas Pipe Line Corp., Houston, to ex- 
tend its system to the New York-Con- 
necticut state line to supply part of 
Northeastern’s natural gas needs and 
permit New York State Natural Gas 
Corp., New York City, and Niagara 


Mohawk Power Corp., Syracuse, N. 
Y., to build pipeline facilities in New 
York State. Tennessee will supply gas 
to New York State Natural for resale 
to Niagara Mohawk. 

More than 400 miles of pipelines 
and other facilities to carry gas from 
a connection with Tennessee’s’ system 
near Pittsfield, Mass. and Transconti- 
nental Gas Pipe Line Corporation's 
system near Greenwich, Conn., are to 
be built by Northeastern, to serve part 
of Connecticut, Massachusetts and 
New Hampshire an estimated peak day 
requirement in the fifth year (1956) 
of 207 million cubic feet. Tennessee 
will supply 156 million and Transcon- 
tinental about 64 million cubic feet. 

Northeastern’s authorization was 
conditioned by the requirement that it 
establish interconnections with and 
enter into agreements for emergency 
interchange of gas with any natural gas 
system or systems serving the New 
England area and that it file a plan 
of financing and a tariff schedule satis 
factory to the Commission. 

The Tennessee Gas Transmission 
project will increase that company’s 
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A few exclusive Bethlehem Crusade-a-therm 
territory Franchises are still available. 


Wire or write immediately for full information. 
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others use a lot! 


Some use a little 





YOU CAN SUPPLY ALL 
vee DETIER... 


with GENERAL Tankless Heaters 


Your choice of eight sizes of General Tankless Water Heaters 
permits you to meet every hot water need of customers and 
prospects . . . regardless of their size of family. It assures plenty 
of clean, continuous hot water for all .. . impossible to achieve 
adequately or efficiently with any “all-purpose” unit, such as an 
internal tankless heater. 

General Tankless Water Heaters are designed for all auto- 
matic-fired boilers. Especially advantageous on forced-circula- 
tion hot water heating systems — give faster circulation. Seam- 
less copper heating coils . . . cast iron shell. Easy to handle and 
install. No tank to fuss with ... no complicated piping. 

Take the easy way to insure the right-size hot water supply 
for every job . . . select from General’s broad line. Write for 
illustrated Catalog 19. General Fittings Co., 118 Georgia Ave., 
Providence 5, R. I. 













Size 100 
Capacity 
3% g.p.m. 


Size 101 
Capacity 
5 g.p.m. 


Size 102 
Capacity 
8 g. p.m. 





Size 102A 
Capacity 
12 g.p.m. 


Size 103 
Capacity 
15 g.p-m. 








Size 105 
Capacity 
20 g.p.m. 






Size 106 
Capacity 
35 g.p.m. 


NEW GENERAL 500 
ALL COPPER UNIT 


Family-size tankless heater that 
weighs less than 1/3 as much as con- 
ventional tankless heaters. Non-cor- 
roding copper shell, insulated with 
fiberglass. Seamless copper tubing. 
Easily drained. Capacity 4 g.p.m. 


















capacity by 250,000,000 cubic ft. of 
natural gas per day to a total of 1,310,- 
000,000 cu. ft. Pipeline construction 
will include a 303-mile extension from 
Tennessee’s eastern terminus of a Ken- 
tucky to Buffalo pipeline in Erie Coun- 
ty, N. Y., to the point of connection 
with Northeastern’s facilities on the 
New York-Massachusetts line. In addi- 
tion, Tennessee was authorized to build 
786.6 miles of loop along existing or 
authorized lines between Texas and 
Buffalo, to install new and enlarge 
existing compressor stations and to 





SELL AND 
INSTALL 


OIL 


FOR 
NUFACTURED 
MA’ 25 YEARS 


INDIANA 
oll BURNERS 
are excellent for 

installation '" 


@ DAIRIES 


construct approximately 75 miles ot 
lateral gas supply lines. 

Transcontinental Gas Pipe Line 
facilities involved include 35.5 miles of 
24” line from a point in Bergen Coun- 
ty, N. J. to a point near Greenwich, 
Conn. and an 8” lateral to serve Pater- 
son, N. J. New York State Natural’s 
project encompasses about 164 miles 
of 16” line in New York state from 
Dryden to Albany, a 56-mile line from 
Dryden to a storage pool in Tioga 
County, Pa., and other facilities to de- 
velop a new storage pool. 


DEALERS ...CONTRACTORS 


FOR BURNING No. 5 


AND No. 6 OIL 


e SIMPLE INSTALLATION 
AND MAINTENANCE 


The rugged construction of all parts of the Indiana 
Burner insures long life. Its superior engineering makes 
for simple installation. 


@ STORES 

e CHURCHES 

e LAUNDRIES 
@ APARTMENTS 
@ INDUSTRIAL 
@ THEATERS 


A TRUE ROTARY CUP BURNER 


Comes with detached primary air blower for large 
installations. This burner has wide range modulating 
limits. 


Write “Soday . . « get full information 


and prices on this amazing Burner. 


TERRITORIES STILL AVAILABLE 
FOR QUALIFIED DEALERS 





NPA and PAD agree 


On allocation Powers 


A MEMORANDUM AGREEMENT between 
the National Production Authori:y 
and the Petroleum Administration for 
Defense was issued on November 1°, 
establishing the basis for handling all. 
cations and priorities powers coveriny 
the domestic petroleum and gas in 
dustries. 

The agreement recognizes that PA!) 
will serve as claimant agency before 
the NPA for steel and other require: 
ments of the Industry and will super- 
vise distribution of these materials. 
PAD’s decision as to the division of 
such materials will be binding, provid: 
ing they are in conformity with spe- 
cific determinations made by NPA. 

Special arrangements are provided 
for in the memorandum whereby PAD 
can be delegated the authority to regu- 
late production and distribution of 
machinery or materials used primarily 
by the petroleum and gas industries. 
In the same way, NPA can be author- 
ized to regulate the distribution of 
materials of petroleum or gas origin 
which are more readily distributed 
through channels other than the 
petroleum or gas industry. 
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Federal oil Buying 
System decentralized 


DECENTRALIZATION of its petroleum 
purchasing operations has been an- 
nounced by the Federal Supply Serv 
ice. Centralized bidding has been 
switched under the move to ten re- 


| gional offices of the General Services 
| Administration, of which FSS isa part. 


Offices are located in Boston, New 
York, Washington, Atlanta, Kansas 
City, Chicago, Dallas, Denver, San 
Francisco and Seattle. 

Existing contracts will be in effect 
for their duration, but future bids will 
be called for by regional offices on pe- 
troleum purchasing, including fueloil. 

The National Petroleum Associa- 
tion described the move as a step in the 
“wrong direction.” Its statement re’ 
ferred to the apparent belief that de: 
centralization would split up more of 
the Government’s petroleum require’ 
ments among retail jobbers and out: 
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It’s What's Inside 
That Makes The Difference 


Transformers, like television tubes may look alike 
on the outside. Yet, it is the design, the materials, 
the know-how and manufacturing skill that deter- 
mines the all-important output, long-life and over- 


all economy of the final product. 


Jefferson Electric manufactures every component 
part of every Jefferson Transformer completely 
from raw material to finished product in their 


X 


own modern plant. Every component is thus de- 








signed and manufactured under one authority and 


one supervision. Therefore, all parts of a Jefferson 
Transformer work together as a unit, and deliver 
full rated capacity longer, more dependably, and 


more economically. 


JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 


in Canada: Canadian Jefferson Electiic Co., Ltd., 
384 Pape Ave., Toronto, Ont. 











lets, but pointed out that prospective 
suppliers now would have to deal with 
ten offices instead of one, “none of 
which is staffed with a purchasing ofh- 
cer especially trained in petroleum 
purchasing. 


Even as the GSA was announcing 
the plan, reports indicated that it was 
considering a revision to exempt pe- 
troleum purchasing. This would revert 
to the former system, whereby W. E. 
Gannon, head of the oil purchasing 
section of the FSS, supervised contract 
awards on a regional basis for kero- 


sene, gasoline, fueloil and other petro- 
leum products. 
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NPA Order on Steel 
Helps small Business 


NPA ORDER M-6, issued November 8 
by the National Production Authority. 
is designed to assure small business an 
equitable share of steel products after 
defense requirements are met. Under 
the Order steel mills are required to 
ship to warehouses proportionate per- 
centages of products, using average 








MONARCH LEADS AGAIN. . . 
The First 
POROUS BRONZE NOZZLE FILTER 





5 POINTS OF SUPERIORITY 


7. Rugged and compact. Will 
filter out very fine particles. Equiva- 
lent to 200 mesh screen. 


Z. Removes all the dirt from the 
oil, thereby cutting service calls be- 
cause of plugged nozzles. Especially 
recommended for fractional gallon- 
age nozzles. 


3, No messy felt or numerous 
plates to play with. 


4, Eliminates the possibility of 
screen buckling which can occur in 
ordinary strainers. 


4, Inexpensive. Costs no more 
than a standard 200 mesh screen 


strainer. 
& 


This new filter is available in limited 
quantities only, because of the present 
copper situation. Specify H 597 when 
ordering. 


MONARCH MFG. WORKS. INC. 


2503 E. ONTARIO ST. 
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monthly shipments to warehouses dur- 
ing the first nine months of this year 
as a base. 

Warehouse allotments for smal] 
business, however, are to come out of 
available supplies after the steel mills 
have filled military priority “DO” 
orders and such special projects as the 
freight car building program. If these 
orders grow considerably, the small 
companies would face substantial re- 
ductions in steel supplies, despite Or. 
der M-6. 

Steel mills, under the order, are to 
make every attempt to ship to ware- 
houses by next February 14 all unfilled 
orders scheduled for delivery in the 
current quarter, while warehouses are 
told that allotments must be substan- 
tially for the same products as delivered 
to manufacturers during the base pe- 
riod, except for minor variations. Mills 
are not required to accept erders re- 
ceived less than 45 days before the first 
day of the month in which shipment is 
requested, nor do warehouses have to 
take “DO” orders in any quarter for 
more than 30% of their average 
quarterly shipments during the first 
nine months of 1950. Also, warehouses 
are not required to accept at any one 
time “DO” orders for more than 40,- 
000 Ibs. of products, nor for specified - 
amounts of certain specific products 

The order, the NPA states, does not 
apply to steel mills selling through 
their own distributors. 


o, 
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Says Basic Materials to be 
Allocated by next July 


ASSUMING THAT CONGRESS will ap- 
prove a 56 to 60 billion dollar budget 
for the military, Manly Fleishmann, 
general counsel for the National Pro- 
duction Authority, predicted on No- 
vember 15 that “complete allocation 
of basic materials” by next July will be 
necessary because of the size of the 
military production program. Some 
system that will closely resemble the 
World War II Controlled Materials 
Plan will be in effect by next summer. 
starting off with allocations over steel. 
copper and aluminum. 

Mr. Fleishmann indicated that we di 
not need a CMP plan now becaus: 
the military program is “still ver\ 
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You'll Do a Whale of a Business 
With This New DELCO-HEAT Burner! 


Improved new Series “F’ Models are real 
value-leader General Motors products! 











You can balance a coin on edge on the Delco 
RIGIDFRAME motor — while the burner is seit 


Delco Appliance’s exclusive Rigidframe con- 
struction’ insures against misalignment—the 
chief cause of vibration and noise—because 
the motor’s stator laminations are locked in 
place by welded struts. Increased efficiency 
results from this type of construction, too— 
and longer life and greater dependability. 
Motor has standard NEMA flange mounting, 
and built-in overload protection. 











Conditionairs 


Delco-Heat has automatic home heating units for every heating need. 
The Delco-Heat line includes oil, gas and coal-fired units .. . 
warm air, steam or hot water systems . . 
And because of his products, their prices, and the selling assistance 
he gets—the Delco-Heat Retail Distributor has unmatched opportu- 
nities. If you are interested in the profit possibilities of the Delco-Heat 
tranchise, send coupon now ! 





a (SS > rs 
No |g yj { 
Oil Gas Coal Conversion 


Gas Burners 


Conditionairs Stokers 





for 
. for all popular-sized homes. 





Oil-fired 


Outstanding is the word for Delco-Heat’s newest 
conversion oil burner—the Series “F.” From 
combustion head to mounting base, it has been 
designed to give the home owner everything he 


wants in dependability and economical operation ! 


Everything that you want in a conversion oil 
burner is in the Series “‘F,’’ too. The Delco-Heat 
Series ‘‘F’’ Burner is competitively priced . 
extremely easy to install and service . . . rugged 


and dependable. 


The Series “F’’ Burner is available in capacities 
of .75 to 2.75 gallons per hour. It is designed to 
burn No. 1 or No. 
catalytic. In addition to the exclusive Rigidframe 


fuel oils—distillate or 


motor which powers the Series ‘‘F,’’ other quality 
features include the Delco designed turbulator 


that cannot get out of adjustment . . . an internal 


gear-type pump that is positive acting and 


efficient . . . and a large capacity centrifugal 


type blower. 


Also manufacturers 
of oil and gas-fired 
water heaters and 
electric water systems 


e 7 | 
Clip and mail today ! 
DELCO APPLIANCE DIVISION, Dept. FO-12 | 

| 
| 
| 





General Motors Corporation, Rochester 1, N.Y. 


Please send me information about the Delco- 
Heat franchise. 
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1 CAN SERVICE THESE UNITS 
WITH 2 SIMPLE TOOLS.” 


“No bucket full of tools for me—I 
travel light, for all 1 need to service 
Webster Electric fuel units is a screw 
driver and an Allen wrench. These 
pumps are made for simple, easy serv- 
icing . . . no complicated engineering 
job to take them apart . . . just the easy 
kind of servicing that makes good sense 

. and makes otherwise hard jobs 
easy. I insist on them on every burner 


I install. Why don’t you?” 


“Cll Trier 


An identical unit is made for sale in 
Canada by Canadian Acme Screw & 
Gear, Ltd. of Toronto, under license by 
the Webster Electric Company, Racine, 








Wisconsin. Established 1909. 
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‘Where Quality is a Responsibility and Fair Dealing an Obligation” 
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small” and such a program is not feasi- 
ble until next July because of the time 
needed to draw up long range military 
and essential civilian requirements, 


NPA is receiving these requirements 


and already has or is planning to cut 
back civilian consumption of alumi- 
num, copper, zinc, nickel, cobalt and 
other metals in tight supply. 

The Authority’s single-band pri- 
ority is adequate for the time being, 
said Mr. Fleishmann, but, in all prob. 
ability, will not be able to handle the 
growing rearmament program to be 
implemented under the new budget. 


o, 
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Producers’ Council sees 
Farm building Increase 


FARM BUILDING can be expected to 
increase throughout the country, while 
residential, commercial and industrial 
construction in urban areas declines 
during the next year in the face of 
emergency restrictions, says A. Naugh- 
ton Lane, president, Producers’ Coun- 
cil, Inc., Washington 5, D. C., nation- 
al organization of building product 
manufacturers. 

The call for greater production of 
foods and other farm crops, coupled 
with an anticipated gain in farmers’ 
incomes, continues Mr. Lane, should 
result in the expenditure of about a 
billion and a quarter dollars in con- 
struction of new farm structures in 
1951, a gain of 14.7% over this year. 
The greatest construction activity 
probably will go to construct storage 
facilities for grain, but it is probable 
that “‘an additional $750 million will 
be spent to repair and improve existing 
farm homes, barns and service build- 
ings during the year.” 


o, 
ad 


Middle East Crude seen 
As Competitor in East 


WALTER J. LEVY, former ECA petrole- 
um director and currently a petroleum 
consultant to the NSRB and other U. 
S. agencies and private companies, 
foresees a Mediterranean terminal 
price range which will allow Middle 
East crude oils to compete in Eastern 
United Staes markets. He interprets 
completion of large new pipelines from 
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the Persian Gulf oil field to the Medi- 
terrancin and conclusion of Europe’s 
refinery construction program as end- 
ing the present tie-in between Middle 
East and United States oil prices. 

The article, which appeared as a 
copyrighted story in the November 13 
issue of the New York Journal of 
Commerce, points out that the bulk of 
Middle East crude will find its outlet 
in Europe and refined products will 
find their chief outlets east of Suez 
in a few years when present construc- 
tion programs are completed, resulting 
in an important difference in the flow 
of Persian Gulf refined products and 
crude oil. “At that time,” contends 
Mr. Levy, “the only remaining link 
between Western Hemisphere and 
Eastern Hemisphere oil prices will con- 
sist in the method of establishing the 
range within which the Middle East 
crude oil price is likely to move.” 
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Estimate 19% Decline 
In Building next Year 


BUILDING AND ENGINEERING CON- 
TRACTS will decline 19% next year 
from 1950 levels in the 37 states east 
of the Rockies, according to estimates 
prepared by Thomas S. Holden, presi- 
dent of F. W. Dodge Corp., New 
York and Clyde Shute, assistant vice 
president in charge of the statistical 
and research division. The opinions 
were expressed in the annual Novem- 
ber outlook of F. W. Dodge Corp., 
published in the Architectural Record. 

Explaining that the decline would 
be a cut-back from the 1950 peak con- 
struction volume of all time, the au- 
thors state that “it leaves a dollar total 
measurably greater than that of any 
year except 1950 and a physical vol- 
ume total that would compare favor- 
ably with other prosperous construc- 
tron years.’ Construction costs are 
expected to remain about the same and 
the demand for labor should fall off 
with the reduced construction volume. 

Messrs. Holden and Shute base their 
relatively optimistic viewpoint on an 
‘xpectation that Regulation X will 
prove too drastic and will be modified 
during 1951, They referred to Gov- 
ernment announcements of intention 
‘O Cut next year’s housing production 





*yOU’D THINK SOMEONE 
TOUCHED IT WITH A MAGIC WAND. 


IT STARTS EVERY 


... and if you think having a dependable 


ee 


transformer isn’t important, you should 
hear my customers brag about their 
Webster Electric transformers. The way 
they perform, year in and year out, you'd 
think someone touched those transformers 
with a magic wand. But they tell me 


that’s just good engineering. Anyhow, 
the best way to get the idea of what I 
mean is to insist on them.” 


"Clbel Timer 


Webster Electric transformers are made 
by Webster Electric Company, Racine, 
Wisconsin. Established 1909. 
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one-third; from approximately 1,300,- 
000 in 1950 to 850,000 new non-farm 
dwelling units next year. However, the 
writers believe Regulation X is ““quite 
severe and that its effect, unless modi- 
fied, will reduce housing volume con- 
siderably more than one-third.” 

The estimate concludes that com- 
bined residential and nonresidential 
contract valuations next year will de- 
cline 24% relative to 1949, but public 
and private works and utilities will 
remain about the same to bring the 
total of all construction down 19%. 


Nonresidential building is expected to 
decline 10%, residential, 35%. The 
article concedes that the possibility of 
“sudden, unexpected drastic action by 
government greatly augments the cus- 
tomary hazard of guessing future con- 
struction activity.” 
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Design being worked out 
For super oil Tankers 


WALTER L, GREEN, president of the 
American Bureau of Shipping, pre- 





STEINEN Presents 
TELESCOPING 


PW s INSPECTION MIRROR 


Telescoping feature permits extension of 
handle to any length from 14 to 33 inch 


Fully Extended Position 


/ Mirror can be instantly extended to any desired length 


up to 33 inches. 


/ SAVES TIME—Nothing to assemble — Nothing to lose. 


/ LIGHTWEIGHT—For ease in handling, telescoping sec- 
tions are made of durable aluminum tubing. 


/ 4%"' diameter highly polished mirror. 


® Inspection mirror can be collapsed to 


Closed Position 


14 inches. 


® Double action swivel permits mirror 


to be used from any angle and to 
fold against handle when not in use. 


® COMPACT— Easy to store, easy to 





Territories still 
available for 
jobber represen- 
tatives. Write for 
full details. 











carry. 


A single unit—a real time saver—no sections 
to add. Truly designed for the convenience 


of the burner installation and service man. 


Oil Burner Nozzles, Adapters, Nozzle and Tool Kits 
Air Bands, Bushings, Stampings, Screw Machine Products 





dicted during the organization's meet. 
ing at New York in November that 
construction would be undertaken in 
the near future of giant oil tankers, 
capable of transporting 40,000 tons of 
oil per voyage. This would compare 
with a maximum haulage of 30,000 
tons possible with present-day tankers, 


The ships would be placed in service 
between this country and the Middle 
East oil fields and would effect tre- 
mendous savings inasmuch as their 
capacity would be increased without 
adding appreciably to operating costs. 

Designs have not been completed, 
according to Mr. Green, but American 
tanker owners, pioneers in the develop- 
ment of super bulk carriers, would 
build these new giants. They would be 
capable of speeds of 18 knots and, in 
some cases, would measure 750 ft. long 
over-all, almost 100 ft. longer than the 
liner America, now the largest Ameri- 
can flag merchant vessel afloat. 
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New Products to feature 
January heating Show 


THE TENTH INTERNATIONAL Heating 
and Ventilating Exposition, to be held 
in Philadelphia next January 22 to 26, 
promises displays of the largest num- 
ber of innovations ever shown in the 
series. The Exposition is sponsored by 
and held at the same time with the 
57th annual meeting of the American 
Society of Heating and Ventilating 
Engineers. 

This show, like its predecessors, has 
been organized principally for the pur- 
pose of developing the heating, venti- 
lating and air conditioning arts and 
practices by providing a meeting 
ground where architects, engineers, de- 
signers, manufacturers, installation and 
service organizations can discuss mu- 
tual problems. Since most of the dis- 
plays are technical, the general public 
is not invited. 


Many “firsts” will be among the ex 
hibits, along with products that are 
highly specialized developments, de- 
signed to serve newly recognized and 
special needs. Radiant heating, for ex’ 
ample, will be featured in exhibits dis- 
playing systems that utilize heated 
floors, ceilings, baseboards, wall panels 
and entire walls. The American Iron 
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NOT QUANTITY CONTINUES 
TO GET NO. 1 PRIORITY AT 





NU-WAY XL BURNER 


ge ee 


Even in times of shortages and allocations, 
the Nu-Way Corporation will make every 
effort to maintain its world-wide reputation __ 
for quality. Backed by twenty-nine years _ 
of experience, Nu-Way engineers will con- _ 
tinue to introduce advanced developments _ 
in the field of automatic oil heating, like — 
the Positive Air Control .. . Patented 


Shielded Nozzle and many others. 

And Nu-Way continues its program of con- 
sistent national advertising in America’s 
leading home publications backed by local 
Promotional material. - 
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FUEL ECONOMY 
STORY SELLS FIELD tit 
DRAFT CONTROLS FAST 





























DEALERS: For fast sales 
display your Field Barometric 
Draft Controls prominently. 
Their dramatic FUEL SAV- 
ING story makes them best- 
sellers, self-sellers! 


A Field Barometric Draft Control improves the 

performance of any heating plant—provides 

for lower fuel consumption, increased safety. 

longer plant life. That’s why dealers find it~ 
profitable and easy to sell the efficient, durable 

Field Barometric Draft Control. Write today 

for complete information on the Field Baro- 

metric Draft Control line. 


On The Finest Heating Equipment 
Field Controls The Draft. 







FIELD BAROMETRIC DRAFT CONTROLS 


‘ 





708. 





22 to 26, 1951. Space 





Commercial Museum, 


87 


and Steel Institute's Committee on 
Steel Pipe Research is to have a special 
display of radiant heating applications, 
as well as a demonstration of snow 
melting equipment. 

Units and accessories for perimeter 
heating also will have a prominent 
place at Philadelphia, supplemented 
by complete lines of air conditioners 
for multi-room and single room uses. 

On November 9 the ASHVE re- 
leased the names of nominees to be 
voted upon for election to office for 
1951. Lauren E. Seeley, dean of the 
College of Technology and director, 
Engineering Experiment Station, Uni- 
versity of New Hampshire, Durham, 
N. H., was proposed for president. 
Nominee for first vice-president was 
Ernest Szekely, president, Bayley 
Blower Co., Milwaukee, Wis.; second 
vice-president, Reg F. Taylor, con- 
sulting engineer, Houston, Tex., and 
treasurer, Howard E. Sproull, Cincin- 
nati Division sales manager, American 
Blower Corp. Voting will be by letter 
ballot of the Society membership, with 
results to be certified at the annual 
meeting in Philadelphia. 





University of Wisconsin 
Plans courses on Heating 


AS PART OF A SERIES of eighteen insti- 
tutes to provide additional technical 
training, the University of Wisconsin 
has announced two engineering insti- 
tutes in the heating field, to be con- 
ducted on the pattern of short courses. 
The heating institutes are- “Steam 
and hot water heating,” to be held 
Feburary 13, 14 and 15, 1951 and 
“Warm air heating and air condition- 
ing,” March 13, 14 and 15, 1951. The 
steam and hot water heating course is 
being mapped to cover the entire field 
of this type of heating; the warm air 
course will cover the problems in- 
volved in the installation and servicing 
of all types of warm air heating. Basic 
information, latest developments and 
techniques are to be discussed. 


Prof. H. E. Pulver, University Ex- 


tension Division, University of Wis- 
consin, Madison, Wis., is in charge of 
inquiries and enrollment, which is 
limited. The instructional staff is to be 
composed of men in industry and 
faculty of the University. 


John Hellstrom, vice president, 
American Air Filter Co., Inc., Louis. 
ville, Ky., moved to San Francisco 
shortly after November 1 to become 
manager of the newly-created F icific 
Division. The division includes ti. of- 
fices and representatives in Calif. -nia, 
Oregon, Washington, Idaho, Mon: ana, 
Utah, Arizona, New Mexico and «vest- 
ern Texas. Mr. Hellstrom, a pi neer 
of air filtration and dust contro!. will 
supervise activities of both American 
Air Filter and its Herman Nelso:: Di- 
vision of Moline, III. 


D. D. Couch, vice president and 
general manager of sales, American 
Radiator & Standard Sanitary Corp., 
Pittsburgh, Pa., has been named a 
member of the board of directors of the 
Producers’ Council for 1951 and 1952. 


Carl G. Holmes has been added to 
the Pittsburgh District sales staff of 
Harbison-Walker Refractories Co., 
Pittsburgh, Pa. He has had 18 years of 
experience in the sale of insulating and 
refractory products. 


FREE 


VECO: 


omplete Combustion Testing 


COz2 Analyzing Elements 
(Sealed in Glass) 


SINGLE METER — All readings 


on one dial Constant accuracy in 
service use. 
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Service Free — Simple to Operate 
Economical to Buy 
Ideal for testing to F.H.A. requirements 


ENG/NEER/NG 
CORPORATION 


744 Broad Street, Newark, New Jersey 
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If you want to save money (and who doesn’t?), 
start hauling your gas, fuel oil and other petro- 
leum products with Dodge ‘‘Job-Rated’’ trucks. 


You can get Dodge trucks that are ‘“Job- 
Rated” to handle your loads over your roads— 
with utmost economy and power to spare. 


In fact, your Dodge trucks will be “‘Job-Rated”’ 
from bumper to bumper. All units from engine 
to rear axle will be engineered and sized for 
your particular hauling needs. No wonder you 
can depend on Dodge ‘Job-Rated” trucks to 
save you money! 


See your Dodge dealer today. He will gladly 
show you how and why a Dodge truck is 
Job-Rated”’ for economy. 


eorrwnreny 





POWER: .. . 8 great truck en- 
gines—each ‘‘Job-Rated’’ for 
PLUS power. 

ECONOMY: ... priced with 
the lowest. “Job-Rated” for de- 
pendability and long life. 
BIGGER PAYLOADS: . . . carry 
more without overloading axles 
or springs because of ‘‘Job- 
Rated’? WEIGHT DISTRIBU- 
TION. 


EASIER HANDLING: . . . sharp- 





low-cost transportation 


er turning! Parks in tight places. 
‘“Job-Rated” maneuverability! 


COMFORT: . . . widest seats... 
windshield with best vision of 
any popular truck. Air-cushioned, 
adjustable “chair-height” seats. 


SAFETY: . . . finest truck brakes 
in the industry . . . hand brake 
operating independently on pro- 
peller shaft on al] models—!2-ton 
and up. 
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This Tank is Clean! 


Selling sludge solvents got this 
burner dealer to wondering about the 
550-gallon oil tank at his own home, 
which has been in use for more than 
ten years. He used effective procedure 
to make sure his tank would be as 
clean as new when he finished. 

He waited until the tank held but 8” 
of oil, then poured into it enough of 
his pet sludge compound to treat 500- 
gallons of oil. He had checked with 
the supplier of the compound to make 
certain there’d be no harm in this. 
With the burner providing heat for a 
few days following this, he reasoned, 
the fueloil and sludge compound in the 
tank would be well mixed and circu- 
lated in the tank by the action of the 
oil returned to the tank by the pres 
sure burner. 

Then, with only 5” of oil remain- 
ing in the tank, he used a hand pump 
and a length of 5/16” OD copper tub- 
ing to draw practically every gallon of 
oil from the tank. Because the copper 
tubing touched the tank bottom dur- 
ing the pumping, not even Y” of oil 
was left in the tank. The burner had 
never emptied the tank, because its suc- 
tion line is about 3” above the bottom 
of the tank. 

The dealer had suspected that 3” of 
water or sludge might have accumu- 
lated in the tank during the ten years 
it was in use. However, only fueloil 
which was entirely clear and good 
came out when he emptied the tank 
entirely using the hand pump. 

It wasn’t love’s labor lost to go 
through this procedure and use the 
hand pump to determine what was in 
the bottom of the tank, says the dealer, 
for if he hadn’t gone through the work 
he would still be wondering if the tank 
held 3” of sludge, or 3” of water which 
would rust out its bottom. He con- 
cludes the sludge compound helped 
clean the tank. He wonders if deliver- 
ing oil to a tank doesn’t prevent the 
accumulation of sludge and water in 
the bottom anyhow, by stirring up any 
sludge or water that might have settled 
out since the last load of oil was deliv- 
ered, and mixing it thoroughly with the 
newly delivered oil. * 
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Ending Spark Trouble 


Servicing a few hundred identical 
furnace-burner units in a new-home 
development, this service man devel- 
oped a dislike for the pressure burners 
firing the furnaces, he says, because 
many of them showed a tendency to 
deposit soot on the fire-ends of the 
porcelain insulators, a trouble new to 
him and never given by the make 
burner he likes best. It seems to him 
that the deposits of soot on the insula- 
tors is related to poor chimney draft 




















Above-If soot causes shorts on 5"porcelains, 
shift to longer porcelains shown below 
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on cold starts, to gun tubes which are 
not blocked much by air-handling 
parts, and to the use of blowers smaller 
than 6” diameter in the burners, The 
blowers in these burners seem feeble, 
he declares, in that they develop little 
static pressure in the gun tubes and 
permit the slight starting puff of the 
burners to blow products of combus- 
tion, soot, and oil vapors back into the 
gun tubes. 

The accompanying side views of the 
gun tube parts show how the service 
man, according to what he tells us, 
ended the tendency of the insulators 
to short-circuit because of soot de- 
positing on them. 

Removing the burner manufactur- 
er’s regular electrode insulators which 
are 5” long, he substituted insulators 
7” long, setting the electrode holder an 
inch closer to the burner’s blower wheel 
at the same time. The new insulators 
are recessed 34” at the ends near the 
tips. His improvement increases the 
leakage or creep distance at the spark 
ends of the insulators from 2” to 334”, 
and in addition provides considerable 
insulator area far from the firebox, 
where there’s less depositing of soot. 


Industry Grouys 


Activities of local and nation} in. 
dustry associations are reported month. 
ly in this department. Secretaries are 
invited to send reports of their Group’s 
activities to reach the editor bythe | 8th. 


Maryland association announces 
Industrial oilburning Course 


THE OIL HEATING ASSOCIATION OF 
MARYLAND, Baltimore, Md., has an- 
nounced a course in “Industrial fuel 
oilburning,” conducted by the Balti- 
more Department of Education, Divi- 
sion of Vocational Education at Voca- 
tional School No. 253, Baltimore. The 
course got under way on November 
9, will be held on Tuesday and Thurs. 
day evenings each week for thirty 
weeks. 

It is designed to cover all phases of 
current field practice in the installation 
and servicing of all standard types of 
heavy oilburners, whether used for 
heating or power, and the functions of 
related equipment. Liberal time is pro- 
vided during the course for periodic 
sessions conducted by industry and 
manufacturers’ representatives. 


New Jersey Distributors 
Plan oil heat Promotion 


PLANS to combat gas competition are 
being formulated by the Fuel Oil Pro- 
motion Committee of the Fuel Oil 
Distributors Association of New Jer: 
sey, Newark 2, N. J. The committee 
already has held a meeting of Essex 
County dealers, with similar sessions 
being arranged in other counties and 
areas. 

At the Essex County meeting a rep: 
resentative of the Fuel Oil Foundation 
presented its program for the promo 
tion of automatic oilheating, and sim- 
ilar presentations are scheduled to be 
given at future gatherings. 


Wisconsin Association holds 
Annual Meeting, elects Officers 


THE ANNUAL MEETING and election of 
officers was held on November 30 by 
the Wisconsin Oil-Heat Association, 
Inc., Milwaukee 2, Wis., at the Mil- 
waukee Press Club. The meeting was 
preceded by a final meeting of the 
1950 board of directors. i 

The membership voted on the fol: 
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lowins nominations submitted by a 
committee: Charles L. Robel for presi- 
dent; Carter Wells for vice-president; 
Lester F. Knack and John Weiler for 
treasurer and Harold Mottram for ex- 
ecutive secretary. In addition, Charles 
E. Stoffel and Lawrence O. Woehrer 
were proposed for three year member- 
ships on the board of directors, Wil- 
liam H. Pipkorn was proposed as rep- 
resentative of the Fox River Valley 
Association and Emery McNeil as rep- 
resentative for the Gateway Oil-Heat 
Association. 


Brandli tells IOMA 


Industry faces Controls 


SPEAKING at the Fall Round-up of the 
Independent Oil Men’s Association of 
New England, Boston, November 2, 
H. E. Brandli, vice president and gen- 
eral manager of Cities Service Oil Co. 
(Pa.), declared the industry should 
anticipate a series of Government con- 
trols. These can be expected to cover 
allocation of crude oil supplies, allo- 
cation of materials needed for expan- 
sion and rehabilitation, manpower 
controls and controls over earnings 
and prices. 

The oil industry is prepared for such 
moves, continued Mr. Brandli, and 
cited the creation of the Petroleum 
Administration for Defense, patterned 
along the lines of PAW, as a progres- 
sive step in the right direction. The job 
the oil industry must do now is big, 
he said, consisting of two objectives. 
First, oil reserves must be built up, ade- 
quate for peacetime needs and sufh- 
cient to satisfy military and industry 
requirements in time of crisis, and, sec- 
ond, to accomplish this, a sound and 
prosperous industry must be main- 
tained. Both objectives, he held, can 
best be attained under free and com- 
petitive operation. 

That however will not be the view of 
power-hungry authorities, Mr. Brandli 

ontended, which explains “why we in 
he oil industry should be alert and 
vigilant to see that any of our rights 
oaned Washington today as a military 
neasure are for the actual duration 
nly. Recent events bear out the testi- 
nony of all history: the enjoyment of 
powers by government bureaus tends 
to make the ‘duration’ last longer than 
the war. Remember, we are still at war 





to Philadelphia 





...for NEW IDEAS! 


Newest developments in oil heating facilities .. . latest trends and practices 
in adapting them to domestic, commercial and industrial requirements . . . 
a wealth of sales-stimulating ideas . . . all are in store for wholesalers; 
dealers; distributors; and sales and service engineers at the — 


(Oth AIR CONDITIONING EXPOSITION 


International Heating & Ventilating Exposition 


Over 300 informative, technically-staffed exhibits and. demonstrations will 
afford you unequalled opportunity to see and compare at one time hundreds 
of new and improved items from complete units to maintenance supplies 
—to discuss your specific interests, problems and requirements first-hand 
with engineering specialists. 


Plan ahead now to attend this foremost event of its kind . . . to get more 
valuable information, more progressive ideas, more worthwhile contacts 
than you can acquire in any comparable time or way. Note the date— 
January 22-26, 1951. 








Auspices of the Management 
American Society of International 
Heating and Venti- Exposition 
lating Engineers Company 
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with Japan and Germany and none ot 
the powers granted to the Chief Execu- 
tive during the shooting has been re- 
turned.” 


Warm Air mobile Laboratory 
Inspected by industry Members 


THE NEW WARM AIR HEATING mobile 
laboratory, developed by the National 
Warm Air Heating and Air Condi- 
tioning Association, Cleveland 14, 
Ohio, was introduced for the first time 
during the October meeting of the As- 
sociation’s Installation Codes Commit- 


TRADE MARK 


tee. Committee chairman W. D. 
Redrup, with C. W. Nessell, chair- 
man, Field Investigation Committee, 
outlined the use to which the labora- 
tory would be put. 

The laboratory carries equipment, 
consisting of the latest electronic re- 
cording devices, to be used to check and 
test new applications of warm air heat- 
ing installed in homes throughout the 
country. Primary purpose of the pro- 
gram is to assemble design and installa- 
tion standards for the newer types of 
warm air heating installations. 


There is only UNE | 


Draftt-O-Stat 


BAROMETRIC DRAFT CONTROL 
AND HOTSTREAM MAKES IT! 


‘over ONE MILLION 
SUCCESSFUL INSTALLATIONS 


New Mode! “8” (illustrated) now available in 6, 7, 8, 9, 10 
and 12 inch sizes. Write for Bulletin. 


THE HOTSTREAM HEATER CO. 


6925 QUINCY AVENUE 
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Operation of the truck will be under. 
taken by the Field Investigation Com- 
mittee, but the information obtiined 
will go to the Installation Codes Com- 
mittee to be analyzed and evaluated. 
Where new applications are found to 
provide satisfactory heating periorm- 
ance, design and installation manuals 
will be prepared by the committe: Mr, 
Redrup revealed that the Field Inv esti- 
gation Committee already had a-sem- 
bled sufficient information to warrant 
publication of a revised edition of 
Manual 4 on perimeter heating. The 
new edition will include recommended 
design and installation guides for other 
types of warm air heating systems for 
with 
mended procedure for heating houses 


basementless houses, recom- 
built over a crawl space. Copies are 
expected to be ready for distribution 
within a month or two. 


Harper named Head of 
National Oil Jobbers Council 


JOHN HARPER, Harper Oil Co., Long 
Island City, N. Y., was elected chair- 
man of the National Oil Jobbers Coun- 
cil during its November meeting in 
Chicago. Other officers named were 
John H. White, Charleston, S. C., vice 
chairman and H. F. Horning, executive 
secretary of the Northwest Petroleum 
Association, Minneapolis, Minn., re- 
elected secretary-treasurer. 

The Council voted to maintain a 
representative in Washington on a 
permanent basis. Otis H. Ellis, named 
Council representative in Washington 
since last August, was retained for 
next year. The next Council meeting 
will be held on March 7 and 8, 1951 
in Houston, Texas. 


Washington Dealers discuss 
Future advertising Plans 


A MEETING of the Oil-Heat Institute 
of Greater Washington, Washington, 
D. C., was held on November 21 at the 
DuPont Plaza Hotel. Hartford E. 
Bealer, chairman of the board of direc~ 
tors, announced the keynote of the 
meeting as a general discussion of local 
industry problems. 

An item of major importance \vas 
consideration of the continuance of 
the group’s local advertising progr..m, 
the present phase of which ended on 
December 6, The campaign was ainied 
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FORCED CIRCULATING | 


FLOW CONTROL 








HOT WATER HEAT 


Thrush Kadiant Heat 












quiet, efficient low cost forced hot water circulation 


GIVE YOUR customers the finest, most efficent Radiant 
Heat... Hot Water with Forced Circulating Thrush Flow Con- 
trol System. It provides uniform heating without continuous 
Circulator operation. Maintains constant flow of radiant 
heat under all weather conditions. Summer-winter domestic 
hot water for kitchen, laundry and bath is provided auto- 

No. 201 matically. Get our booklet giving the complete story of 
Radiant Heat Control Thrush Radiant Hot Water Heat. Ask your wholesaler more 
about it or address Department C-12. 
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Flow Control Valve 


Noni: or Angle Types, H. A. H Oo T Ww A T E R 
Yith or Without Air Tube TH R U % i ¢€  @) N 
TROLS 
Ne AND COMPANY ‘ 
Thrush Horizontal Water Circulator — 
PERU, INDIANA 
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specifically at combatting the competi- 
tion of natural gas and featured cost 
tables and computations to show that 
oil for heating “costs much less than 
gas” in the Washington area. Aimed 
at both present users and prospects, the 
advertising was designed to convince 
customers they were getting econom- 
ical heat with oil and to sell prospective 
users the savings they could realize 
by heating with oil. 


Chicago Oil Men hold 
Thanksgiving Dinner 


THE ANNUAL FALL Thanksgiving Din- 
ner of the Chicago Oil Men’s Club, 
Chicago 11, Ill., was held at the Hotel 
Sheraton on November 21. Entertain- 
ment commenced before dinner with 
the music of the Betty Young Duo and 
was climaxed by the appearance of 
Bert Allerton, magician entertainer. 
Past presidents of the Club were hon- 
ored guests at the gathering. The cus- 
tomary turkey raffle was held. 

On December 7 the Club held its 
annual meeting and elected officers for 
the coming year. The group’s Christ- 
mas party is to be held December 21. 


I-B-R Members gather 
At 35th annual Meeting 


THE 35TH ANNUAL MEETING of the 
Institute of Boiler and Radiator Manu- 
facturers, New York, N. Y., held at 
Absecon, N. J., October 31, Novem- 
ber 1 and 2, attracted the largest at- 
tendance in the history of the Institute. 
Stanley K. Smith, president, H. B. 
Smith Co., Westfield, Mass., was 
elected chairman of the Institute and 
Wesley J. Peoples, president, United 
States Radiator Corp., Detroit, Mich., 
was named vice chairman. R. E. Ferry 
is general manager and treasurer. 


Mr. Ferry reported that the 1 B-R 
School of Modern Heating has been 
attended by 1300 students. An analysis 
of the enrollment at the 26 schools, 
which had been held up to November 
3, indicated that 53% were installers, 
28% salesmen employed by whole- 
salers, 15% representatives of manu- 
facturers and the remainder architects, 
builders and oilburner builders. Con- 
tinuation of the School was approved 
and a schedule set up for 1951. Also 
approved was the holding of a fifth 


Short Course in Hot Water and 
Steam Heating at the Universiry of 
Illinois in June of next year. 

Publications that were approved at 
the meeting included ratings on base- 
boards for a number of manufact irers 
to be available in the near futur, an 
I-B-R code for testing and ratiny in- 
direct water heaters to be printed 
shortly, an I-B-R Installation Guide 
on panel heating to be ready in March 
or April, 1951 and a booklet describ. 
ing simplified piping methods for hot 
water heating developed at the Uni- 
versity of Illinois in connection with 
the research program, which will be 
ready soon. 

In addition to Mr. Ferry’s reports, 
Warren S. Harris, special research as- 
sociate professor at the University of 
Illinois, reported on the FBR Re. 
search Program at the University and 
Cyril Tasker, director of research, 
ASHVE Research Larboatory, Cleve- 
land, reported on the Society's panel 
heating research program. 

Professor Harris stated that during 
1951 studies will be made at the Uni- 
versity of piping and pick-up factors 











WHY you can guarantee 


15% to 50% GREATER 


RIFICIENCY® 


WITH 








Wilson HAIR Filters 





1. Greater dust-catching efficiency: Hair, which Nature, in 
its infinite wisdom, placed in the nostrils of all humans, 
possesses an inherent ability to catch dust, dirt, lint and 
pollen. The surface of hair is barbed and fuzzy, with millions 
of tiny feelers extended to trap foreign particles. 


2. Maximum air-flow efficiency: Hair is fine-textured, light in 
weight and airy. It permits a free-and-easy flow of air with 
minimum resistance. There are no layers. A Wilson hair filter 
pad requires no artificial channels for air passage. 


{*Based upon comparative results—ASHVE standards.) 


3. Maximum dust-holding efficiency: In a Wilson Aair filter pad, 


the hair is crossed and crisscrossed, in and out, up and down, 


back and forth every which way. This arrangement invites all 


dust and dirt to come in, spread around, and be trapped through- 
out the entire filter interior. This provides full-depth dust trap- 
ping ... cleaning without clogging. 
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The famous Edgeseal, 
the original Hair Filter 
with the patented self- 
sealing edge. 












The popular Honey- 
comb, the dressed up 
Hair Filter that is so easy 
to handle. 


Save delay. Save dollars. Save doubt. Send for FREE sample 
with details and prices. 


WILSON & CO., INC. 
(Air Filter Division), 4100 South Ashland Ave., Chicago 9, If. 


Wilson Hair Filters are another quality product of Wilson & 
Co., Inc., world-famous for meat products, sports equipment, 


pharmaceuticals, hair products, etc. 
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INFORMED OIL APPLIANCE 
SALESMEN INCREASE 
VOLUME AND TURNOVER! 


Do your salesmen know that a Vaporizing Oil Heater,com- 
bined with A-P Automatic Comfort Control, is the most eco- 
nomical, most modern way to heat a small home? 


When you tell your men that a Space Heater with this 
A-P Control . . . plus this A-P Comfort Control 

Top €> Thermostat and Transformer Gy 
will give every small home owner or renter the cheapest heat 
and the most comfort, they'll sell the combination easily and 
enthusiastically. It means greater volume and greater profits 
to you. And you can sell the A-P Automatic Comfort Control 


to present owners of Oil Heaters made since 1939, equipped 
with A-P Controls. 


AUTOMATIC PRODUCS COMPANY 


2458 North Thirty-Second Street, Milwaukee 45, Wisconsin 


DEPENDRSLE 
OIL 


Standard Equipment on Vaporizing Oil Burning Heaters, 
Furnaces, Floor Furnaces, Water Heaters. 









This banner will help you. It’s a national 
slogan for dependable heat accurately con- 
trolled. Ten million readers of National 
magazines will see it — and look for it in 
your store. DON’T let this selling opportun- 
ity go by. Use the banner on your heaters, 
windows, walls. Identify your store with 
the Dependable A-P Control and A-P AU- 
TOMATIC COMFORT CONTROL. 


Write us, or your heater manufacturer or distributor for 
these banners. They're free. 
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for a one-pipe hot water heating sys- 
tem and information developed to see 
if baseboards will operate efficiently 
when installed under the ceiling in a 
kitchen. 

Many of the members in attendance 
participated in a golf tournament. Ten 
prizes were awarded for low net scores, 
based on special handicaps determined 
for the match. F. R. Brophy, Burnham 
Corp., and M. C. Steen, Institute 
counsel, acted as a Tournament Com- 
mittee. It was such a success that the 
request was made that similar events 
be arranged for at future meetings. 


ESPA issues Statistics 
And Marketing Directory 


THE 1950 NEW YORK STATE Petroleum 
Statistics and Marketing Directory has 
been issued by the Empire State 
Petroleum Association, Inc., New 
York 17, N. Y. The new edition in- 
cludes many tables to show petroleum 
use in the State, price tables and an 
up-to-date marketing directory of New 
York State jobbers, distributors and 
fueloil dealers, arranged in alphabetical 
and geographical listings. 





General information reproduced in- 
cludes the Standards of the National 
Board of Fire Underwriters for the 
installation of oilburning equipment 
and Commercial Standards, CS-48, for 
Fueloils. 

Copies are available from Associa- 
tion headquarters, 122 East 42d St., 
New York 17, at a cost of $2.50 each. 


Tells Dealers to ease up 
Demands for larger Margins 


DURING a talk delivered before the 
Pennsylvania Petroleum Association 
on October 31 Marc F. Braeckel, presi- 
dent, Richfield Oil Corp., and assistant 
general sales manager, Sinclair Refin- 
ing Co., told the independent distribu- 
tors to avoid increasing demands for 
larger margins when confronted by 
increased operating costs. The margin, 
he pointed out, must not exceed the 
point where it might induce the sup- 
plier to market direct. Increased costs, 
said Mr. Braeckel, should have been 
offset largely by more efficient opera- 
tion and increased volume. 
Distributors must be progressive and 
anticipate situations, continued Mr. 


Braeckel. “In these times,” he con- 
cluded, “you should pay particular at- 
tention to your household heatiny oj 
customers. To keep pace with today’s 
competition, you must render prompt 
and efficient burner service, maintain 
the necessary equipment to deliver their 
oil requirements as needed, and make 
the deliveries with a minimum . | in- 
convenience to the customers- both 
from the standpoint of time consiimed 
and neatness. 

“Maintain as much personal contact 
with these customers as possibli, so 
that in case restriction comes along 
you will be in a position to contro! and 
advise them.” 


OIIC Meeting inaugurates 
Experimental school Program 


A TWO-DAY WORKSHOP MEETING, spon- 
sored by the Oil Industry Information 
Committee at Chicago on October 26, 
was attended by 65 oil men. The con- 
ference, called to begin work on the 
OIC experimental school program, in 
formed committee members, who will 
work with local high school teachers, 
of the plan to give schools whatever 


All Wool Felt for Greater Efficiency 
USE ONLY General Filters CARTRIDGES 


Over a million users of General Fuel Oil Filters are 
proof of their greater efficiency. To retain peak efficiency, 
be sure you install a genuine General Filters replacement 


cartridge at least once each season. 


Only General Filters gives you an all-wool cartridge which 


is impervious to water. Their “step back” design provides 
far greater surface area and consequently faster dirt ab- 
sorption. The chemically treated, 
fine-mesh, wire-screen center core 


SINGLE CENTER 
BOLT FOR QUICK 
CARTRIDGE 
REPLACEMENT 


acts as a secondary filter and pre- 


vents any lint from getting to the 
burner nozzle. The uniformity of 
the felt eliminates any chance of 
channeling. Designed especially 


STEP BACK CON. 
STRUCTION PRO- 
VIDES GREATER 
SURFACE AREA 


for gravity or pressure fuel oil 


burners, only GENERAL Filters 
gives you all these features. Get 
the best—they cost no more. 


FINE MESH CHEMI- 
CALLY TREATED 
SCREEN ACTS AS 


GENERAL FILTERS SAYS: 


Do your customers a favor—see that they have a genuine 
replacement cartridge at least once each heating season. 


GENERAL FILTERS 
INCORPORATED 


SECONDARY FILTER 


12890 WESTWOOD AVE. 
DETROIT 23, MICHIGAN 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 
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AUTOCAR 


COST RECORD BOOK 


ay" 


annual edition now ready 


The Autocar Cost Record Book is a tradition among Autocar 
users. For the past twenty-nine years, The Autocar Company 
has made copies of this book available to Autocar customers. 
It has been continually edited and revised to keep pace with 
changing methods in accounting and in truck operating. It 
provides a simple and accurate system for keeping records of 
the cost of operating each vehicle in a fleet, and, at the same 
time, for comparing those costs one with another, month 
by month. 

The twenty-ninth edition of this book is now available at 
all Autocar Factory Branches and Distributors from coast to 
coast. It is offered without cost, and in any desired quantity, 
to anyone who owns Autocar Trucks. Our object in publishing 
it is not entirely altruistic, for it usually serves to reveal to the 
operator of a mixed fleet that Autocars are the most economical. 


The Autocar Company e Ardmore, Pa. 


Established 1897 © Factory Branches and Distributors from Coast to Coast 
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special services they may need in 24 
counties selected for the program. 

Dr. Harold C. Hunt, general super- 
intendent of schools of Chicago, was 
speaker at the opening day’s luncheon, 
with other speakers including H. B. 
Miller, director of information, Ameri- 
can Petroleum Institute. 

The group reviewed the first five 
pieces of school material developed for 
the “pilot” program. The plan calls for 
local oil men in the 24 counties to work 
with high schools during the current 
school year to provide teaching aid 





booklets, charts and other materials, as 
well as arranging for educational tours 
of oil installations, talks and showings 
of industry movies. 


Maryland Chapter told 
Of new building Codes 


THE NOVEMBER 21 meeting of the Oil 
Heat Association of Maryland, Inc., 
Baltimore, Md., held at the Hotel Staf- 
ford, received a committee report 
which highlighted the differences be- 
tween the old and new building codes 





They lead in sales 
because they lead 
in performance! 


The outstanding sales leadership of 
FULFLO)FILTERS is due to the outstanding 
performance of their HONEYCOMB 


FILTER TUBES. 


® Cellular structure provides inner stor- 
age space for separated impurities... 
prevents blinding by surface loading 
... gives greatly increased tube-life. 


Precision-controlled, true depth filtra- 
tion of tapered density filters every 
drop again and again. .. finer and finer 
. - - to microscopic clarity. 


STOP COSTLY SERVICE CALLS WITH FULFLO FILTERS 


ae 
aa ie 
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COMMERCIAL FILTERS CORPORATION 


BOSTON. 27, MASSACHUSETTS 





as they affect oilburner installations 
Members of the Building Inspection 
Bureau took part in the discussion 

An Association committee, headed 
by Kalman Steiner, chairman, with 
Joseph Amer, Edward Morris and 
Jason Parker, members, cooperated in 
drawing up a recently approved build- 
ing code for the State of Maryland 
and also assisted in revising the code 
for the City of Baltimore. 


Indiana Association holds 


“Bill Miller Portrait Dinner” 


ON NOVEMBER 27 the Sheet Metal & 
Warm Air Heating Contractors Asso- 
ciation of Indiana, Inc., Terre Haute, 
Ind., held a “Bill Miller Portrait Din- 
ner” at the Memorial Union Building, 
Purdue University, Lafayette, Ind. 
The occasion witnessed the unveil- 
ing of the portrait of Prof. William T. 
Miller, School of Mechanical Engi- 
neering, Purdue University, which the 
association had commissioned and 
which was presented to the University 
during the dinner. The American So 
ciety of Heating and Ventilating Engi- 
neers and the Air Conditioning Coun- 
cil joined with the Indiana group in 
the dinner. A feature of the evening 
was a special concert given by the Pur- 


due Glee Club. 


Heating Contractors 


Hold Fall Meeting 


THE FALL MEETING of the Heating, 
Piping and Air Conditioning Contrac- 
tors National Association, New York 
20, N. Y., was held on October 9 to 
11 at the Hotel Roosevelt, New Or- 
leans, La. Wray M. Scott, national 
president, welcomed the delegates and 
was chairman of the board meeting. 

Theme of the meeting was the sup- 
port which the specialty contract: 
industries are prepared to offer to the 
National Defense Program, furthered 
by communications sent to Washing: 
ton officials and agencies offering the 
services of the group. 

Vice president Harold E. McGregor 
reported on the formation of an in 
dustrial relations council for the set- 
tlement of labor disputes arising dur 
ing collective bargaining and Herman 
W. Goldner presented a promotion 
program, aimed at architects, engincers 
and the public, outlining the benefits 


December 


1950 











tion 


ded 
vith 
and 
] in 
ild- 
and 
ode 


in: 






SIU we OE™ 


ET ee eT RRR aee a 


a 


NE RRR RR Pe Ree TT 





of patronizing “specialists” for piping 
requ! rements. 

Reports of committees were con- 
sidered and appropriations made for 
their work during the coming year. 

A Fall Secretaires’ Conference was 
held on October 9 and 10, in conjunc- 
tion with the meeting of the National 
Association’s board of directors, under 
the chairmanship of Walter H. Oleson, 
secretary of the Milwaukee association. 
Immediately following, the secretaries 
met with the board. 

Next meeting of the board and the 
secretaries will be held at the time 
of the annual convention in Washing- 
ton, D. C., May 8 to 11, 1951. 


Massachusetts Group hears 
About credit Restrictions 


THE 173D MEETING of the Massachu- 
setts Oil Heating Association, Inc., 
Watertown 72, Mass., was held on 
November 21 at the Hampton Court 
Hotel, Boston. Two speakers discussed 
government restrictions on consumers’ 
credit in a meeting designed to be of 
special interest to credit managers and 
ofice managers. The speakers were 


Harry Angney, manager research and 
statistical departments, Federal Re- 
serve Bank of Boston and Arthur Far- 
rell, field investigator regulation “W,” 
Federal Reserve Bank of Boston. 

The meeting also received a report 
from a nominating committee, recom- 
mending Max Seltzer, Seltzer & Co., 
Boston, be named secretary and Stan 
Wood, Automatic Heating Corp., 
Boston, be named treasurer. 


Petroleum Credit Association 


Holds Meeting at Cleveland 


CREDIT MANAGEMENT EXECUTIVES of 
52 oil companies attended the three- 
day meeting held at Cleveland’s Hotel 
Statler by the American Petroleum 
Credit Association, November 13 to 
15. The gathering, the 26th Annual 
Conference sponsored by the group, 
opened with a session, conducted by 
A. W. Fletcher, association president 
and general credit manager, Standard 
Oil Co. (Ohio), during which officers 
and committee chairmen presented 
progress reports of association activi- 
ties during the past year. 


Among scheduled activities were 
panel and open forum discussions on 
Regulation “W,” and the problems of 
jobbers, fueloil and industrial accounts. 
The conference ended with a final 
panel discussion, election of directors 
and officers and presentation of certifi- 
cates to 23 surviving past presidents. 


oe 
J. A. Kenworthy has been employed 
by the Chicago sales district, Perfec- 
tion Stove Co., Cleveland 4, Ohio, to 
cover 20 counties extending from the 
central Indiana to the Illinois line. 


Earl J. Gossett, founder and presi- 
dent of Bell & Gossett Co., Morton 
Grove, IIl., was married on Thanks- 
giving Day to Mrs. Geraldine R. Pep- 
per, New York City, at the Winnetka 
Congressional Church, Winnetka, IIl. 
Mr. Gossett, a member of the 
ASHVE, American Society of Metals 
and Western Society of Engineers, is 
a director of the LaSalle National 
Bank, Chicago, and United States 
Radiator Co., Detroit. The bride is a 
daughter of the late Mr. and Mrs. 
Leonard Willison, Omaha, Nebraska. 











A filter for every Oil Burner Service 
SPARKLER FUEL OIL FILTER 


ae i! THREE SIZES OB-2 OB-4 OB-8 
You get 


i * A nice profit item 
% Easily stocked refill element. One type 
filter disc used on all filter sizes. , 

% Reduction in service calls due to clogged 
nozzle screens. 


%* Customer satisfaction — no burner trouble 
when filling of tanks stirs up sediment. 





Model OB-2 
actual size 
Approved by 





Underwriters’ Laboratories 






The positive seal prevents by-passing of unfiltered 
oil, this eliminates trouble due to clogged nozzle 
screens. All oil that reaches the burner is filtered 
through the rayon element that removes minute 
particles down to .002 and any water in the oil. This 
is particularly important with small size burners 
used in the average home. 


Three sizes—OB-2 for average home size burners. 
OB-4 for larger burners or unusually dirty tanks. 
OB-8 has four times the capacity of OB-2. 


Onder from your jobber 


SPARKLER MANUFACTURING CO., Mundelein, Ili. 


Makers of industrial filters for the Food, Chemical, and Oil Processing industries 
for over a quarter 


Member, Oil Heat Institute of America 















of a century. 
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Manufacturers 


Jetivities 


Preferred Utilities 
Issues new Catalog 


CATALOG NO. 1 has been issued by Pre- 
ferred Utilities Mfg. Corp., New York 
23, N. Y., containing information on 
a complete line of products for auto- 
matic heating and power applications. 
Included are items designated ‘Pre- 


ferred” or “Preferred Utilities,” rep- 


resenting products either designed and 
manufactured by the company or 
which are manufactured to their speci- 
fications by other companies. Another 
group encompasses products of other 
manufacturers which Preferred dis- 
tributes at wholesale levels. 

The opening portion of the catalog 
is devoted to a description of the com- 
pany, its background and _ policies. 
Succeeding pages contain illustrations 
and descriptions of a variety of acces- 
sory equipment, designed for applica- 
tion to industry, commercial and do- 
mestic systems. No price information 





Giles. 


FOR FUEL OIL DEALERS 


Over a quarter of a mil- 

lion families enjoy more 
SP * comfort at less cost ° 
aw with B&W Fireboxes. 


~ 


In today’s competitive market the dealer 
needs a sales story that’s backed up by 
convincing facts and figures. 


The sales figures on B&W Insulating 
Firebrick are real “convincers” for the 
dealer who installs better fireboxes 
made of B&W I.F.B. 


Your prospects know they can’t go 
wrong on fireboxes built with the 
B&W Refractories. that— 


1. Save fuel due to more efficient 
combustion 


Baw REFRACTORIES PRODUCTS 
BAW 80 FIREGRICK + B&W JUNIOR FIREBRICK 


BBW REFRACTORY CASTABLES, PLASTICS AND MORTARS 
. 
OTHER B&W PROOUCTS 
Stationary & Marine Boilers and Component Equipment 
Chemical & y Units... $ 
Fuel Burning Equipment... 








Pressure Vessels... Alloy Castings 


4 





SEW 60 GLASS TANK BLOCKS * B&W INSULATING FIREBRICK 


& Welded Tubes... Puiverizers 


2. Minimize odor, soot and smoke 
3. Assure smoother, quieter burning 
4. Respond quickly to thermostat 
demands 
And yeu, Mr. Dealer, can’t go wrong 
on the refractories that minimize main- 
tenance problems and nuisance calls 
for free-service, 
Why not send for your copy of the 
B&W FIREBOX HANDBOOK? Find 
out how following the B&W method 
of firebox construction can lead to 
more sales for you. 


BABCOC 
“WHLCOX, 


THe BAR 
Rerr COocK «2 











is shown in the actual text, but is taby- 
lated in a separate price sheet that ac- 
companies the booklet. From time to 
time as conditions warrant revised 
price schedules are forwarded to re- 
cipients of the catalog. 

The center section contains com- 
plete information on the Preferred 
horizontal rotary oilburners for all 
grades of oil, commercial ranges and 
bake ovens, pressure 
atomizing oilburners and steam ven- 
erators. Specifications and other per- 
tinent data are included. 

The catalog closes with a data sec- 
tion containing useful information that 


water heaters, 


installers, estimators and servicemen 
can use to advantage. Reproduced are 
numerous tables of weights and meas- 
ures, a glossary of technical terms, 
drawings and charts detailing specif- 
cations and technical information. 

An infinite amount of preparation 
and research obviously was put into 
the catalog, which is attractively bound 
between board covers. Current cus 
tomers already have received their 
copies and others actively engaged in 
the sale, installation or maintenance of 
oilburners may request copies on their 
letterheads. To all others the catalog 
is available at $2.50 each. 


Perfex adds three 


Sales Representatives 


THREE FIELD REPRESENTATIVES have 
been added to the sales staff of the tem- 
perature controls div., Perfex Corp., 
Milwaukee, Wis. V. P. Black, vice 
president and general sales manager, 
describes the appointments as a step in 
the company’s long-range program to 
augment its staff and improve customer 
services. 


McDowell Hackett 


Hugh C. Cameron, Indianapolis, has 
been named district manager for the 
state of Indiana; Hugh H. Hackett, Jr., 
New York City, will serve as district 
manager for the states of Pennsylvania, 
Maryland and Virginia and William 
P. McDowell, with headquarters in 


Cameron 
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Sieglen Enamel 

Range Co., of Cen- 

tralia, Ill., is famous 

throughout America for 
dependable, economical, 
efficient oil and gas heaters. 

The Siegler Oil Heater, for 
instance, provides heat by 
gravity circulation for mild 
weather conditions; or by 
forced hot air when a lot of 

heat is wanted quickly. A 
high quality FASCO motor 
powers the forced air 
assembly at any of three 
desired volumes... using 

less electric current than 

a 40-watt light bulb... 
producing twice the heat ...and 
saving many dollars in fuel bills. The motor may: 
be used continuously or intermittently for dependable 
peak performance results. 

There’s a complete line of FASCO Fractional H. P. shaded 
pole motors from 1/500 to 1/8 H. P. to help you improve your 
product, or pack maximum efficiency and economy into the 
design of your new one. 











"Your comparison test, too, will prove FASCO best” 


WAR | iE for complete information on 
FASCO Fractional H.P. Motors. 


™“ 





MAY OlL BURNER Division. of INDUSTRIES, INC. 


severe May Corp., Baltimore 3, Md. Coke eed oe ee oe ee eek oY 
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Ohio, will appoint and train Perfex 
distributors throughout the country. 
Mr. Cameron recently was a sales 
engineer with the Lustron Corp., while 
Mr. Hackett’s background includes an 
association with the F. S. Stokes Ma- 
chine Co. and White House Chemical 
Co. Mr. McDowell for the past sev- 
eral years has gathered experience in 
oilheating as sales representative, Wil- 
liams Oil-O-Matic, and assistant to 
Lustron’s general sales manager. 


Sees housing Curbs 
Spurring improvement Sales 


WITH THE ALMOST universal opinion 
that Regulation X will remove a sub- 
stantial number of buyers from the new 
home market, a prediction has been 
made by Tom McDonald, vice presi- 
dent, Minneapolis-Honeywell Regula- 
tor Co., Minneapolis, Minn., that the 
Federal restrictions on home financing 
might set off a kind of “Building Boom, 
Jr.” As he sees it, many thousands who 
might have built or bought new homes 
now will be induced to switch to mod- 
ernization, since by spending up to the 
legal $2,500 they can remodel a house 


with the most modern improvements. 

He pointed to the figure of $607,- 
000,000 spent for repair, alteration 
and improvements last year. Moreover, 
he said, loans for purchases of used 
houses are not subject to the new con- 
trols, unless the loans are Government 
insured, and a home from 5 to 40 years 
old can be reconditioned to provide 
comfort and conveniences matching 
newly built homes. Such improve- 
ments, Mr. McDonald continued, not 
only enhance the home’s value if it 
should ever be put up for sale, but the 
older home has the additional advan- 
tage usually of being located in an 
established neighborhood with schools, 
churches, shopping and other facilities 
readily accessible. 


Lindy prepares tankless 
Water Heater Literature 


A SERIES of literature and data sheets 
has been prepared by Lindy Heaters, 
Inc., New York 57, N. Y., covering 
its line of tankless water heaters. De- 
signed for domestic and commercial 
applications, individual sheets on vari- 
ous models have been bound together 








Eye-catching window display prepared 
for its dealers by the Timken Silent 
Automatic Div., Timken-Detroit Axle 
Co., Jackson, Mich. Finished in nine 
colors, it has an illuminated base, fea- 
tures an animated figure of a girl rid- 
ing the waves on an aquaplane off 
Florida’s sunny beaches. A series of 
window cards are provided for use with 


the display. 








For that EXTRA Profit add 


EVERY OIL FILL! 


You make a nice profit, your customer 
gets greater heating efficiency from his 
burner when you add Delavan Sludge 
Solvent on every service call. Sludge 


Solvent dissolves the sludge that settles out of 


: ! DELANO | | 
S$ GE 
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AUTOCRAT OIL BURNERS 


ECONOMY 


























FOR YOUR 
CUSTOMERS 


with the NEW 
COMBUSTION 


HEAD 














This famous Autocrat Line is one of the oldest and finest 
in America. As a Dealer, you can safely recommend Auto- 
crat Oil Burners to your customers. You may promise 
efficiency, dependability and economy .. . and Autocrat 
with the new Combustion Head will live up to your promises. 
Write at once for prices and liberal Dealer discounts. 


oil. Eliminates complaints due to gummed-up 
lines, strainers or nozzles. A_ sure-fire profit 
booster. Write for Bulletin No. 248, today. 


DELAVAN 


MANUFACTURING CO. 


3009 SIXTH AVE., DES MOINES 13, IOWA 


Manufactured by 


CHANDLER COMPANY 


CEDAR RAPIDS, IOWA 
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1950 



































OILHEA TING 
BOOKS 


OILHEATING SNAGS 


This book gives the solutions to many of the Every- 
day Snags that annoy you in installation and service. 
We’ve been working on them for years. They are 
all simple and practical answers to the most common 
goat-getters on jobs. It’s an 8% by 11 inch book 


of 64-pages. 
$1. 


HEADING OFF TROUBLE IN DOMESTIC 
OILHEATING 


This book contains articles about the most impor- 
tant precautions to take in installations and 
service and thereby cut down the number of service 
calls. The selection is about those things which give 
the greatest amount of future trouble for service 
men. A highly practical compilation of pieces from 
FUELOIL & OIL HEAT. It’s a 64-page book 8% 
by 11 inches. 

$1. 


INSTALLING THE DOMESTIC OILBURNER 


This is the first practical guide on oilburner in- 
stallation. It contains the most significant articles 
from FUELOIL & OIL HEAT that cover all phases 
of installation step by step. It is 8% by 11 inches 
and contains 64 pages. Illustrated with numerous 
diagrams, charts and photos. 

$1. 


LOW PRESSURE BURNERS 


Only book other than manufacturers’ manuals that 
gives a full picture of low pressure burner prin- 
ciples of operation and construction—Winkler, Oil- 
O-Matic, G. E., Hart, Hev-E-Oil. Skeletonized 
diagram of each make of burner makes them more 
understandable. The new booklet is 8% by 11 inches, 
contains 20 pages. 

$1. 


Please send check, money order or cash 
to avoid bookkeeping on the hundreds of 
small orders we must handle in book sales. 


HEATING PUBLISHERS, INC. 
232 Madison Ave., New York, 16 
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Water drips—AT PRE-SELECTED SPEED—into fast- 
heating, stainless steel pan. Drip feed principle gives 
almost immediate vaporization—makes a much more 
efficient working humidifier. 

There is never a stagnant pool of water to reheat 
before vaporization begins—only a thin film of water 
ever forms in pan. 


These features assure superior performance at 
LESS COST! 


SUPER-SENSITIVE THERMOSTAT 
Fool-proof. Starts or stops the flow of water accord- 


ing to bonnet temperature. 

OUTSIDE SCREW ADJUSTER 

Easy to regulate. Fingertip control. 

12 PAN SIZES 

Installs quickly—easily in every type warm air furnace. 


1 KIT TO PURCHASE 
NEW, IMPROVED AIR-TIGHT VALVE ORIFICE 


Has positive seating action. 
DRIP FEED PRINCIPLE 
Water does not spray or run—Passes through funneled 


orifice. 
WRITE TODAY FOR FREE LITERATURE. DEPT. FO-120 


Automatic Humidifier Co. 





CEDAR FALLS, IOWA 
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You SAVE 


G when you os 


OIL FILTER VALVES 


No. 1900 Oil Filter and Constant 
Level Valve made with 3%'"', 1/2", 
and %"" inlet 1.P.T. male thread 
and %'' and 1/2'' outlet I.P.T. 
nie, 1900 male thread. 

individual Tank 
Control Valve 


Another Guardian Original! 


First produced by Guardian, this new 
oil filter valve has had a remarkable 
acceptance because it guarantees 
perfect installations in less time. 
Elimination of nipples and fittings 
reduces labor and parts costs. Fewer 
joints reduce the possibility of costly, 
troublesome leaks. 

No. 1300 


Two Tank Control 
Valve Assembly 


Guardian Oil Valves are precision 
machined from solid bar stock. Hav- 
ing no porosity, pin-hole leaks are 
absolutely eliminated. Other Guard- 
ian features: metal-to-metal seat for 
perfect closing and longer life, taper 
seat on body with radius on stem to 
prevent locking, adjustable pack- 
ing nut with special J-M graphite- 
asbestos packing. All valves are 
tested under 250 Ibs. pressure. 


No. 1600 
Underground 
Tank Valve 


Dealers: Write for Name of 
Nearest Jobber. 


Ask about Guardian Flexible Cou- 
Over 4 million in use. 


No. 1400 
Globe Valve 4 
for Oil, plings. 
Water or Gas 
To be sure you get 
Guardian quality 
look for the name 
Guardian stamped 
on the body of the 
valve. All Guardian 
valves are GUAR- 
ANTEED valves. 


PRODUCTS C ORF: 
VALVE DIVISION 
DEPT. F-11, 1215 EAST SECOND STREET 


Michigan City, Indiana 








between leatherette covers to provide 
handily complete specifications on the 
entire line. 

Each type of heater is pictured, its 
features illustrated and described and, 
in many cases, installation drawings 
included. Tables offer data on specifi- 
cations, capacities and dimensions. In 
addition to the variety of general tank- 
less water heaters described, there are 
included also catalog sheets on models 
that Lindy fabricates for specific makes 
of boilers. Of importance to the in- 
staller is a series of charts giving boiler 
length data for old and new Fitzgib- 
bons, Kewanee, National, Pacific, 
Spencer and Titusville steel boilers, 
with the model number of the tankless 
coil that can be used most profitably. 


Peterson named Midwest 
Distributor by Dwyer 


B. A. PETERSON CO., Dowagiac, Mich., 
has been appointed wholesale distribu- 
tor for F. W. Dwyer Mfg. Co., Chi- 
cago, Ill., to distribute the complete 
Dwyer line of combustion testing sets, 
instruments and gauges in the territory 
embracing Wisconsin, Illinois, Indi- 
ana, Michigan and the Twin Cities. 


Livingston, Inc. purchases 
Furnace pattern equipment 


ORIGINAL PATTERN EQUIPMENT for 
American furnaces, as made by Ameri- 
can Furnace & Foundry Co., Milan, 
Mich., has been purchased by Livings- 
ton, Inc., Marshall, Mich. In addition 
to the patterns, Livingston has acquired 
a stock of castings for the furnaces. 

Original pattern equipment for 
American, Rudy, Simons-Leedle and 
Taplin furnaces now is owned by the 
company, with repair and replace- 
ments parts offered also for a number 
of other old or obsolete makes. 


Eureka Williams names 
Five new Board Members 


FIVE NEW MEMBERS were elected to the 
board of directors of the Eureka Wil- 
liams Corp., Bloomington, Ill. They 
are: L. A. Casler, president, Casler, 
Hempstead and Hanford, Inc., Chicago 
advertising agency and public relations 
counsel for Oil-Heat Institute of 
America; F. A. Daum, New York and 
M. L. Schafer, New York. In addition, 
Harry Diamond, partner in the New 











Accurate Answers 
demand 


Accurate Data 


Accurate checking of heating and air 
conditioning installations is essential 
to proper operation. And proper oper- 
ation is, in turn, essential to comfort in 


| the home and peak efficiency in many 


industrial operations. Bendix-Friez 
precision instruments, built to U. S. 
Weather Bureau standards, furnish the 
exact information that both the cus- 
tomer and the contractor need. Write 
for complete information. 


BENDIX-FRIEZ 
MODEL 160 


Portable Humidity and 
Temperature Recorder 


3” x 5” charts, 10 or 30 


| hour records. Modern de- 
| sign... handy for small 
| space and difficult loca- 
| tions . . . built to meet 


unusual conditions. 


BENDIX-FRIEZ 


Precision Humidity and 
Temperature Indicator 
Hair-operated and calibrated to profes- 
sional standards of accuracy by the maker 
of the world's finest weather instruments. 
Handsome, modern case—4” high, 512” 
wide, 144” deep—desk or wall mounting. 


FRIEZ INSTRUMENT DIVISION of 
1322 Taylor Avenue a 


AVIATION CORPORATION 


Baltimore 4, Maryland 


“ Export Sales: Bendix International Division 
72 Fifth Avenue, New York 11,N. Y. 


December 


1950 
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IT PAYS. 


MODEL FF 430G 
with “Hi”? Tensile 
glass bowl. 


to recommend and install 


Kenn 


UEL OIL FILTERS 


Equipped with CHEMISTONE 
the original Controlled Porosity Element 












On every service call, make 
it a point to suggest a Klemm 
Fuel Oil Filter as the best 
way to insure an uninter- 
rupted flow of oil to the 
burners. It traps dirt, sedi- 
ment, water and other 
foreign matter. All your 
customers rieed this protec- 
tion. Klemm Filters. are low- 
priced, dependable and 
highly efficient. You profit 
on each sale and eliminate 
the cause of many unneces- 
sary emergency calls. 


There are other 
filters but none 
with Chemistone! 


HERE'S WHY KLEMM CHEMISTONE FILTERS SELL FASTER 


Streamlined . . . lots of eye ap- 
peal—a carefully designed fil- 
ter that looks right with the 
finest installation. 


Engineered . . . Scientifically en- 
gineered to give 100% filtration 
under all conditions. Easy to 


clean—no tools or wrenches 


NOW A CHOICE 
MODELS FF 430G, FF 401G with "Hi" Tensile glass Bowls 
MODELS FF 430*, 401* with metal bowls 


*listed for reinspection with Underwriters Laboratories 


Write today for full information! 


VES, 


needed. 


Packaged Right . . . Put up in 
dealer cartons of 12 each or, as- 
sorted. Stocks easily . .. ships 
safely. 


Priced Right . . . Superior in ac- 
tion, it’s priced for quick sales. 
You’ll find it doubly profitable 
to push Klemm filters. 





1718 Damen Avenue 


Chicago 47, Illinois 


Export Division: Guiterman Co., Inc., 35 S. Williams Street, New York 4.N.Y. 











Here’s Modern Equipment to 


MAKE FURNACE-CLEANING CALLS 


PAY OFF! 


PB 





G-E AVI-F908 FURNACE CLEANER a Powerful BLOWER-SUCTION 
Machine—engineered to do the job Quickly, Thoroughly and at Low Cost 


This easy-to-handle, high-vacuum cleaner (1 full h. p. 
AC-DC; 43” water lift; weight only 51 lbs.) makes a hit 
with clean-up crews . . . steps up their productiveness ... 
leaves boilers and cellars cleaner. 


Power unit is readily removed from tank and converted 
into a powerful BLOWER, by removing bag and substi- 
tuting special coupling and guard. 






CHANEY FLUE BRUSH 







G-E CHIMNEY-CLEANING AND 
AIR-DUCT EQUIPMENT 

For Use with Model AVI-F908 > 
Furnace Cleaner 





OucT BRUSH 


Another ingenious contri- 
bution to speed clean-up 
jobs is the G-E Chimney- 
Cleaning Set. This equipment brings down the soot and 
gets it into the machine with a minimum of muss and fuss. 


Revolving handle and vacuum hose fit through special 
shield which keeps falling soot from escaping into the 
cellar. As shown, set includes Shield, 
Crank, Chimney Flue Brush, Duct 
Brush and eight 4 ft. extensions. 


yOUR FIRST STEP toward 


Lower Furnace Cleaning Costs and MORE 
Satisfied Customers is taken when you mail 
coupon below for this new G-E folder 


Furnace and Boiler Cleaners 


GENERAL @@ ELECTRIC 


GENERAL ELECTRIC COMPANY, Dept. 22-1626 | 
I 1285 Boston Ave., Bridgeport 2, Conn. 

Certainly, I'm interested in more efficient Furnace Cleaning I 
| Equipment. Send the G-E Foldex by ieturn mail. 


I 
I Name... 


EGHT 4°T 
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Reduce Nuisance 
Calls—Boost Profits 
on Service Contracts 


view 
QAM F1210 





Filters the oil clean through an entirely new | 
development e Removes dirt, rust, scale, | 
water @ Assures steady flow of clean oil | 
to the burner e Protects pump valves and | 
nozzles @ Reduces service expense and | 
needless, troublesome calls @ Easy to in- | 
stall e¢ Replacement cartridge builds re- | 
peat profits e Available in capacities of 
2000, 4000, 6000 gallons of oil con- 
sumed per year. Send for complete details. 
Find out how you can profit with Fram. 


FRAM FILTERS 





FRAM CORPORATION 
Providence 16, R. I. 


Please send me complete details about Fram Fuel 
Oil Filters for Oil Heating. 


COMPANY 


ADDRESS 


York investment firm of Diamond, 
Turk & Co. and Fordyce Tuttle, East- 
man Kodak Co., Rochester, N. Y., 
were added to the board when it was 
enlarged to 11 members. 

Re-elected to the board at the No- 
vember 1 meeting of the company 
were: H. W. Burritt, president of the 
company; A. L. McCarthy, executive 
vice-president, Eureka Div.; J. I. Mc- 
Clintock, Detroit; W. A. Matheson, 
Chicago; O. A. Glazebrook, Jr. and 
W. A. Maron, New York. 

The board also re-elected all com- 
pany officers, who, in addition to 
Messrs. Burritt and McCarthy, are: T. 
H. Wagner, vice president and treas- 
urer; O. E. Nesmith, manufacturing 
vice-president; R. C. Osborn, engi- 
neering vice-president; G. W. Phister, 
secretary; W. T. Creed, comptroller 
(appointed). 

Another action of the board in- 
creased authorized capital stock of the 
company from 600,000 to 1,000,000 
shares. 


Annual Report Movie wins 


Award for Shell Oil Co. 


“THE STORY OF SHELL IN 1949,” a 20- 
minute color movie based on the com- 
pany’s annual stockholders report, won 


| an award for Shell Oil Co. in the Asso- 


| ciated Industries of Massachusetts 


third annual contest for annual re- 
ports. 

Intended for showing to employees 
the film uses many live action shots, 
combined with animated drawings and 
big, easy-to-understand charts that 
show where Shell got its income, how 
much was spent for wages, employees 
benefits, taxes, materials, new con- 
struction and what was left over. The 
individual employee’s job also is tied- 
in with Shell’s over-all operation. 


Clean Right new Name 
For soot Destroyer 


CLEAN RIGHT is the new name for 
Clean Sweep soot destroyer, to be 
manufactured by a new company, the 


| Miller Product Co., Lansing 9, Mich. 


Other than the change in name the 
product will remain the same in in- 
gredients, pricing and packaging. The 
Miller company is taking over the 


manufacturing plant formerly occu- 


pied by the Clean Sweep Co. 











ELECT 


DOES BETTER! 


New eye-appealing display, designed 
by the Electrol Burner Mfg. Co., 
Rutherford, N. J. A colorful balloon 
is used to demonstrate the burners spe- 
cial curved air chamber that gives the 
combustion air its characteristic ro- 
tating motion and produces Electrol’s 
famed “Ball Flame.” A free balloon, 
placed in front of the burner, remains 
suspended and spinning in mid-air a 
few inches from the nozzle. The back- 
drop display adds its selling message 
of efficiency and economy to the 
demonstration. 








Gibraltar occupies 
New, larger Quarters 


GIBRALTAR CORP. of America, Inc. has 
expanded its operation with the occu’ 
pancy on December 1 of.a modern, 
new plant at 223 North 9th St., Brook- 
lyn, N. Y. 

The 10,000 square foot building, ac- 
cording to L. J. Flamm, president, has 
been equipped with modern equipment 
that will permit an increase in the pro- 
duction of standard fire tube and hori- 
zontal boilers. A. J. Polakoff, vice 
president, who employs a radio tele- 
phone equipped automobile for his 
field contact work, said the move was 
the first step in Gibraltar’s expansion 
program. 


Webber semi-annual 
Catalog distributed 


CATALOG NO. 14, prepared by A. R. 
Webber Co., Inc., New Haven, Conn., 
covering the 1950-51 Heating Season 
has been distributed to the heating and 
oilburner trade. The booklet includes 
a complete line of accessories and parts 
used in oilburner installation and main- 
tenance, the line described as one 
“manufactured and produced by lead- 
ing exponents of this type of equip 
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PARKO SLUDGE-BAN is 
now being used by many 
of the major oil companies. 


Inquiries Invited for Distributorships 
in Protected Territories 


PARKE-HILL CHEMICAL CORP. 
57 South 6th Ave., Mount Vernon, N. Y. 
MT. VERNON 8-8312 


That’s how little it may cost to pre-treat each 
gallon of your premium fuel oil with the one and 


only new PARKO SLUDGE-BAN! 
PARKO SLUDGE-BAN 


is added to your fucl oil, you will attract many new accounts 
and build good will with your present customers through the 


trouble-free and better oil heat made possible because 
PARKO SLUDGE-BAN: 


V Prevents bottom sludge 
from clogging filter and 


nozzle. 


V Dissolves sludge in tanks 
by fast, positive chemical 


action. 


V Minimizes sooting, car- 
bonizing, smoking and 
disagreeable fuel oil 
odors. 


V Eliminates condensation 
and prevents rust. 











Liquid Boiler Cleaner 
SOOT-BAN 
ae Soot Remover 
SCALE-BAN 


Other Parke-Hill quality chemical products: 


SLUDGE-BAN 
Fuel Oil Sludge Remover 
OXI-BAN 


BOILER-SEALER 
GREAS-BAN 
Service Kit 
strainer and nozzle cleaner 
DRI-SCALE-BAN 
Oil Absorbant & Suspendant 
for steam boilers 


Liquid Boiler Cleaner BANSOIL 
for hard water areas The ‘'Oil Blotter'’ 





ment,” all carrying manufacturers’ 
guarantees. 

The catalog opens with a compre- 
hensive alphabetical list of each type 
of part or accessory offered, with de- 
tailed information on ordering and 
shipping. Nearly every item mentioned 
is pictured and accompanied with de- 
scriptive text. Trade prices for all are 
shown, with the products arranged so 
that tools and parts used for the same 
type of application are grouped to- 
gether. Information is included also 
on Webber’s rebuilding service, in- 
volving exchange of defective fuel 
units, regulator valves and other types 
of controls for reconditioned items. 


Airtemp shifts four 
Regional Managers 


SHIFTS of four regional managers have 
been announced by Airtemp Div., 
Chrysler Corp., Dayton 1, Ohio. Fred 
J. Laughna has been moved from De- 
troit to Chicago; Ralph W. Stein- 
baugh from Chicago to St. Louis; 
Homer D. Day, from St. Louis to Bos- 
ton and Jerry A. Clarke, from Boston 
to Detroit. 

Mr. Laughna joined Airtemp in 
1940 as a district manager in the Day- 
ton region, moved to Detroit in 1947. 
Mr. Steinbaugh came to Airtemp in 
1947 as a district representative in the 


Dayton region and transferred two 
years later to Chicago as regional man- 
ager. Mr. Day, who started with the 
Division in 1946 as St. Louis district 
representative, was named regional 
manager in 1947 and Mr. Clarke be- 
gan with Airtemp in 1940 as a dis- 
trict manager in the Boston region, 
moved to New York as district repre- 
sentative in 1948 and back to Boston 
a year later as regional manager. 


Penn Electric adds Cities 
For educational Meetings 


THE FALL SERIES of educational con- 
trol shows, presented by Penn Electric 





MOST OF YOUR CUSTOMERS ARE UNHAPPY BECAUSE— 


. .. they are having trouble trying to burn the present low grade crude oils in ‘their 
old, low pressure burners which were designed to handle oils of better grades. 


YOU CAN HELP SOLVE THEIR PROBLEM BY SELLING THEM 


THE BOYAR FUEL OIL PREHEATER 


This Preheater tempers low grade oils .. . even Bunker "C," to a point where they 
will flow as readily as, and burn, hotter than the good No. 3 grade for which the 


burners were built. 


A BOYAR FUEL OIL PREHEATER INSTALLED 


SAVES up to 4¢ a gallon per hour. 

INCREASES BTU heat values 15%-30%. 
REDUCES wear and tear on equipment. 

LOWERS gallon requirements 10% to 15% per hour. 


e All at a cost of 1/10 to 2/10 of a penny per gallon hour. 


YOUR CUSTOMERS ARE ANXIOUS TO SAVE MONEY... 


Be the first in your community to offer this new "Packaged" Fuel Oil 
Tempering equipment that makes good burning oil out of sludge. 
No Steam Required . . . No Blow Backs. . 
. « Completely and Safely Automatic. 


- » « Quick, Easy Installation . 


. No Smoke or Gas Fumes 


Write For Our 
Attractive Money 
Making Dealer Plan. 
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CAPITAL ENGINEERING & MFG. CORPORATION, 5831 S. Ashland Ave., Chicago 36, Illinois 
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Switch Co., Goshen, Ind., and which 
began in Chicago on September 11, has 
proved so popular that an extension of 
the schedule has been arranged. Addi- 
tional heating control meetings were 
added to the program at Pittsburgh on 
December 4, Columbus on December 
11 and Dayton on December 14. 

This series of shows is patterned 
closely after previous ones that Penn 
has conducted during the last 15 years, 
embellished by the latest information 
and service helps. Local jobbers in each 
city have sponsored the meetings, 
which are practical sessions on control 
operation, selection, installation and 
adjustment. Demonstrations use col- 
ored slides, blow-up charts, boards il- 
lustrating an entire system in action 
and giant controls that operate. 


Harvey demonstrates Relay 
Analyzer at two Meetings 
MEETINGS on December 4 and 5 were 
sponsored by Sid Harvey, Inc., Valley 
Stream, N. Y., at the local American 
Legion Hall, to demonstrate the Har- 
vey Relay Analyzer. The meeting was 
planned especially for service men and 


featured discussion of proper relay 
wiring, initial cycle sequence, opera- 
tion of safety device and other func- 
tions of all makes and models. 

The analyzer is a portable counter- 
part of the same instrument used in 
Harvey’s relay rebuilding department 
and presents a visual picture of relay 
functions. Herb Lindveit, head of the 
relay department, explained how to 
determine in the field when a relay is 
defective and how to replace it with 
a relay of a different make, if a dupli- 
cate is not available. Trouble shooting 
on chattering, hum, on and off opera- 
tion and other relay problems also 
was discussed. 


Glicksman named 
Eckhart Distributor 


APPOINTMENT of Albert Glicksman as 
representative for the Eckhart Mfg. 
Co., Inc., Union, N. J., has been an- 
nounced. Mr. Glicksman, located at 
744 Broad St., Newark, N. J., will 
operate in the state of New York, with 
the exception of Westchester County, 
the five boroughs of New York City 
and Long Island. 





Arnold Eckhart, president of the 
company, has become treasurer of Echo 
Lake Holding Co., constructing what 
is said to be the largest bowling center 
in the east. The project, which will 
have 40 alleys, is being built on a 40 
acre site in Mountainside, N. J 


Ray issues Catalogs; 
Installation Series 
THE RAY viscosity control system for 
Ray oilburners is described in an 8- 
page, illustrated bulletin issued by Ray 
Oil Burner Co., San Francisco, Calif, 
The design of the control valve has 
been changed, it is pointed out, to use 
studs and nuts in place of the cap 
screws so that the valve can be removed 
repeatedly without stripping the 
threads in its aluminum reservoir. 
Other changes also are covered in this 
booklet, catalog unit “F” in the series, 
while unit “G” describes types AR- 
131-134-141 in size 0 to 8 and unit 
“J” deals with direct drive oilburners 
for manual or semi-automatic opera- 
tion. 
The company also has inaugurated 
a new monthly sales promotion plan 
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Many of your “borderline” 
oil heat but were afraid of the cost... 


average of 25 


fire smoke and soot. 
in wiring. Write for details. 


P.O: BOX '371., 





ANCHOR #sevenrrune | | 
Because This New, Improved Burner Reduces Fuel Costs As Much 
as 36% a vast new field of prospects is open to you. 

prospects . . . prospects who wanted 
can now become your satisfied 
customers. ed new py apd Oil Burner proves it reduces fuel costs an 
n many cases as high as 36%. 
an entirely new ” SOLENOID FUEL UNIT assures positive, split second 


cutoff of fuel whenever burner turns off .. . 
Burner mounted controls saves you expense 


thus eliminating after- 


ANCHOR DIVISION, STRATTON & TERSTEGGE CO., Ine. 


NEW ALBANY, IND. 


OIL TANKS 


for 


BASEMENT or UNDERGROUND 


Price domestic fuel oil storage tanks are man- 
ufactured to Underwriters specifications and bear 
Underwriters labels. 





Obround Basement 
(Vertical or Horizontal) 


Round Underground 





Cap. in 


Gals. Gauge 


Cap. in 


Size Gals. Gauge Size 





275 140r12 27x44x60 
140r12 27x44x 48 550 12 
235 140r12 22x44x60 


38x 60 
46x 76 
1000* 10 52x 110 


*Temporarily out of stock. 


285 12 








What’s more, 











Write Today for Catalog and Prices 


PRICE « 


153 W. AUSTIN STREET, BUFFALO, N. Y. 


FIREPLACE HEATER 
TANK CORPORATION 
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under which a series of folders on in- 
stallations are to be issued. Each of 
the folders will present data and de- 
tails of a prominent installation of Ray 
oilburners, classified for filing easily. 
The first in the series is tabbed “Office 
buildings,” with later series to be 
marked for other types of buildings 
and applications. The building is pic- 
tured, the owner, architects or engi- 
neers and others concerned with the 
installation identified and information 
shown for the burners used, boiler, 
controls, oil and storage facilities. 


Remington Study measures 
Filing Costs and Efficiency 


A RESEARCH STUDY, offered by Rem- 
ington Rand, Inc., 315—4th Ave., 
New York 10, N. Y., sets forth criteria 
to determine cost and performance 
standards of individual company’s fil- 
ing procedures. Entitled “A Yardstick 
of Filing Cost and Efficiency,” the 
handbook presents costs broken down 
in detail and substantiated by charts 
and tables. 

Containing a complete bibliography 
and including pertinent material from 





authoritative sources in the field, the 
study presents performance statistics 
from operating files, reviews charac- 
teristics of equipment and includes a 
questionnaire by which filing efficiency 
can be measured accurately against 
recognized standards. A chart allows 
determination of the cost of maintain- 
ing and operating a 4-drawer file and 
comparison of the cost with the na- 
tional average. 


Silent Glow combines Burner, 
Portable Heater in Package 


FOR A LIMITED TIME Silent Glow Oil 
Burner Corp., Hartford, Conn., is of- 
fering its Invader pressure atomizing 
oilburner and the RF portable oilfired 
heater in combination packages at re- 
duced prices. Packages involve 15, 10 
and 5 Invader oilburners and 1 heater 
and can be ordered from the Hartford 
factory or from the company’s Chicago 
warehouse. 

The Invader is Silent Glow’s com- 
petitively priced oilburner; the RF, a 
portable oilfired heater, fired with a 
gun burner at a rate of 1.2 gph for a 
heat output of 168,000. It has been 








used successfully for providing tempo- 
rary heat in a variety of applications, 
for ground and pipe thawing, agricul- 
tural uses such as potato car heating, 
plaster drying and preheating equip- 
ment affected by cold weather. 


Thermo-Products in 

New factory Building 
THERMO-PRODUCTS, INC., North Jud- 
son, Ind., manufacturers of automatic 
oilfired heating equipment and water 
heaters, now is located and in produc- 
tion at its new factory purchased 
earlier this year. 

The plant is a modern, 1-story ce- 
ment block building, located on a 13- 
acre plot on Indiana Route 10, about 
4% of a mile west of North Judson. 
J. S. Cunningham is manager, C. W. 
Shank, superintendent. 


Brown installs testing 

Booth for Baseboards 
A WARM WALL TYPE baseboard testing 
booth has been installed at the Walter 
Hervey Junior College, New York 
City, by Brown Products Co., Forest 
Hills, N. Y. The installation has been 
made in accordance with the IB-R 








LPVile) Bo ii} 


Sales and Service 


Full-speed ahead, America . . . and 
Viking is all set to go. Distributors are 
Strategically located in every important 
production center of the nation—Sales 
and Service Offices.blanket the country. 
With the most complete. line of rotary 
pumps in the world, -Viking is prepared 
to serve you with the right answer to 
your pumping problem. 
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D ise Compression Fittings 
S sree JOBBERS 
@ ror sons MANUFACTURERS from stock 





For a copy of free bulletin 1507EE (Pumps for 
fuel truck delivery) and the name of your near- 
est distributor, write today. No obligation. 
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Write today for illustrated Catalog and 
Price List No. R-11 


Brass Nipples 

















RELIANCE TUBULAR PRODUCTS CO. 


“Manufacturers and Fabricators of 
Aluminum and Copper Specialties and Brass Fittings” 


9112 ST. CLAIR AVE. 


CLEVELAND 8, OHIO 














Testing and Rating Code for baseboard 
radiators and will permit performance 
testing of flush and recessed base- 
boards, either steam or hot water. 
With minor alterations the booth can 
be converted to test free-standing or 
recessed convectors in accordance with 
CS 140-47. 

Brown has provided the booth for 
student use to enable them to supple- 
ment their theoretical knowledge with 
practical laboratory experience. 


Mack Trucks Sales greater 
During first nine Months 


SALES of Mack Trucks, Inc., New 
York City, and subsidiary companies 
were greater during the first nine 
months this year than last. E. D. 
Bransome, chairman and president, in 
making this announcement cited sales 
totaling $85,098,288 up to September 
30, 1950, compared with $53,889,305 
in the first nine months of 1949. These 
totals provide consolidated net earn- 
ings of $198,948 this year, compared 
with a net loss of $2,355,093 up to 
the end of September last year. 

Mr. Bransome attributed the prog- 


ress this year to changes in manufac- 
turing and personnel that have in- 
creased operating efficiency and, bar- 
ring material shortages or other difh- 
culties, an even better final quarter is 
anticipated. “Increased material and 
labor costs are in the offing,” Mr. Bran- 
some continued, and estimated that a 
recently signed labor contract will add 
two and a half million to the annual 
payroll and pension costs. Mack has 
absorbed more than $800,000 of non- 
recurring charges during the first three 
quarters of this year and expects to 
realize a future annual saving of an- 
other $750,000 due to reorganization 
and plant consolidation. 


Automatic Products Announces 
Change in corporate Name 


A-P CONTROLS CORP. is the new name 
of the Automatic Products Co., Mil- 
waukee, Wis., in a change adopted to 
reflect more accurately the actual na- 
ture of products made, according to E. 
A. Vallee, executive vice-president. 
The company produces a variety of 
controls for gravity-fed oilburners, as 
well as solenoid and refrigeration 


valves. A-P, which recently announced 
acquisition of a Canadian plant to be 
operated as A-P Controls Corp., Ltd., 
introduced a short time ago new gas 
furnace and heater controls. 


Texas Company again sponsors 
Metropolitan Opera Broadcasts 


FOR THE ELEVENTH consecutive year 
the Texas Co. is sponsoring Saturday 
afternoon radio broadcasts of perform- 
ances given at the Metropolitan Opera, 
New York City. The series began on 
November 11 and will include 18 
matinees, piped to more than 237 sta- 
tions. 

Intermission features, the Opera 
Quiz and Opera News, again are 
scheduled. Milton Cross is back once 
more as narrator. 


Timken Bermuda Cruise 
For sales Contest Winners 


APPROXIMATELY 450 dealers, salesmen 
and wives were guests of Timken Si- 
lent Automatic Div., Jacksor, Mich., 
aboard the luxury liner Queen of Ber- 
muda on a 6-day cruise to Bermuda. 
They. won the cruise for outstanding 








AUTOMATIC 
EVEN HEAT 
DISTRIBUTION 
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is made to 
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heat EVENLY 
and QUICKLY— 
WITH OUNCES 
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FOR 
LITERATURE AND SIZING PLATE 





GORTON HEATING CORPORATION 


Since 1887 Manufacturers of Heating Pquipment 


CRANFORD ae JPIRSE ) 








e Apractical, accurate air velocity meter for heating, air conditioning, and 
ventilating work. Indispensable for measuring grille velocities and air 
deliveries from registers and grilles; for balancing forced air heating 
systems, and for checking air distribution of all kinds of ventilating systems. 


@ Accurate velocity readings, automatically averaged over a 3” dia. 
free area, instantly indicated in feet per minute. 


@ Extension handle facilitates positioning of instrument away from the 
observer for readings in hard-to-reach locations, or where the observer's 
body would interfere with the normal air movement. 


@ Unique scale lock makes possible fo retain scale reading when desired 
until the lock is released—an indispensable feature where extension 
rod is used to position instrument away from the observer. 


e Leather case is furnished as standard equipment for added protection 
when the instrument is not in use and for convenience when carrying 
it in the pocket. 


Ask your Jobber for the FloRite or write for Leaflet 760. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
7000 BENNETT STREET © © PITTSBURGH 8, PA. 
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sales results in Timken’s 1950 Sell- 
abration Contest, which this year pro- 
duced the highest number of winners 
in the 20 years it has been conducted. 

T. A. Crawford, vice president and 
general manager heading the manage- 
ment group, welcomed the guests. The 
party sailed from New York on No- 
vember 11 and returned on November 
17. Nearly three days were spent on 
Bermuda, with numerous social func- 
tions and entertainment arrangement 
on board ship and on the island. 


Ohio Electric purchases 
Drilling machine Rights 


PURCHASE of all tools, dies, fixtures, 
patents and rights to manufacture the 
complete line of Taylor & Fenn drill- 
ing machines has been announced by 
The Ohio Electric Mfg. Co., Cleve- 
land, Ohio. Tools and dies for build- 
ing the machine tools have been trans- 
ferred from Taylor & Fenn’s plant in 
Hartford to Ohio’s factory. 

Chester Bland, president of Ohio, 
describes the purchase as another step 
in his company’s policy of broadening 
product diversification. In addition to 





the drilling machines Ohio’s products 
now include nail making machines, 
lifting magnets, magnet control equip- 
ment, electric cable hoists and frac- 
tional horsepower motors. 


Employees save $83,636,000 
In Jersey Standard Plan 


EMPLOYEES of Standard Oil Co. (N. 
J.) and afhiliates, including Esso 
Standard Oil Co., have accumulated 
$83,636,000 in savings through a 
Thrift Plan. Under the plan employees 
may deposit up to 10% of their earn- 
ings and to this the company adds up 
to 3% of the earnings of the partici- 
pant, depending on the percentage of 
the contribution. Additionally, the 
company makes special contributions 
in years of favorable eranings. 

Partial withdrawals may be made by 
employees at six months’ intervals and 
the total balance, including all com- 
pany contributions, go to individual 
employees when they leave the com- 
pany or to their heirs in event of death. 
Participants also may use the savings 
for purchasing government bonds, 
stock in the company—of which 258,- 


000 shares have been acquired—hos- 
pital insurance and paid-up life in- 
surance policies—$402,000 of which 
has been bought. 


Whitlam adds direct 


Factory Representatives 


J. C. WHITLAM MEG. CO., Wadsworth, 
Ohio, has announced addition of three 
direct factory representatives. All will 
handle the firms pipe-joint cement, cut- 
ting and threading oils. 

James P. Walker, Miami, Florida is 
functioning as representative in the 
entire state; Calvin Carr of Kalamazoo 
covers the state of Michigan and 
Cochran & Co., Atlanta is operating 
in the Georgia-South Carolina terri- 
tory. 

The firm has revamped its entire 
sales program since the first of the year, 
has added new items and provided new 
packages for older products. 


Capewell acquires 

Armstrong Mfg. Co. 
FURTHER EXPANSION of The Cape- 
well Mfg. Co., Hartford, Conn., has 
been accomplished with the acquisition 
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| Cubic Inches 


SIZE of Cushion 
Yo" Type A 9 cu. in. 
Yo” Type B 17 cu. in. 
a” Type C 33 cu. in. 
8 ype D 55 cu. in. 
1%” Type E 103 cu. in. 








1%” E 
ELIMINATES WATER HAMMER FROM HOT OR COLD 
WATER LINES! 

Eliminate dangerous and annoying water hammer with MAR-COIL 
silencers. Available in five sizes to correct every job. Install easily in 
upright position and require no adjustment. Made of all polished brass 
and copper. For Homes, Apartments and Industry. On Tankless 
Heaters, Washing Machines, Dishwashers, Pumps, etc. Install as near 

as possible to the fixture that hammers. 


We also make: BOILER STANDS © FUEL OIL TANK GAUGES © TANKLESS 
HEATERS © TEMPERING VALVES ¢ STEAM MOTORIZED GATE VALVES 


MAR-COIL HEATER CO.) 


200 PATERSON PLANK ROAD, UNION CITY, N. J. 










DISTRIBUTED EXCLUSIVELY THRU 
PLUMBING 
NOW z Heating JOBBERS 


© A SIZE FOR EVERY JOB. CAPACITY.75 TO 20 G.P.H 
e ADAPTOR FLANGES TO FIT BOILER OR FURNACE UNITS 
© GE OR OHIO MOTOR 

© M-H CONTROLS 


SILENT KORTH INSURES YOUR PROFITS 
IT IS SERVICE-FREE — IT STAYS SOLD! 


Send for our Jobber Sales Plan today 


ECKHART MFs.co..INc. 


UNION, NEW JERSEY 














of The Armstrong Mfg. Co., Bridge- 
port, Conn., now established as a divi- 
sion of Capewell, producing Arm- 
strong-Bridgeport pipe threading, cut- 
ting and reaming tools and pipe vises. 
Production and distribution is con- 
tinuing without interruption. 

During last Summer Capewell also 
acquired the line and facilities of V- 
MAC Industries, Guilford, Conn., 
producers of hand pipe tools and port- 
able power pipe threading machines. 


Standard of Ohio repeats 
Election Eve Broadeast 


“THE MAN WHO DIDN'T VOTE,” first 
given on the air by The Standard Oil 
Co. (SOHIO) two years ago over a 
single Cleveland station, was repeated 
on a special Election Eve broadcast on 
November 6. The broadcast was heard 


over an Ohio network of 19 stations ° 


and was presented as a public service. 

“The Man Who Didn't Vote” is 
brought before a court of his fellow- 
Americans, composed of famous char- 
acters from history, and vainly tries 
to explain why he shirked his duties 
as a citizen. 


Perfection broadening 


Its dealer help Plan 


THE DEALER HELP PROGRAM of Per- 
fection Stove Co., Cleveland 4, Ohio, 
is to be broadened considerably during 
1951, with all types of advertising 
media included in the company’s 50-50 
cooperative advertising plan. 

Day-Glo window streamers are to be 
made available for all of the company’s 
products and a different mat service, 
including 1, 2, 3 and 4 column adver- 
tisements, as well as cuts and logo- 
types, will be offered for each line. In 
addition to the usual point-of-purchase 
display material, Perfection also is go- 
ing to offer its dealers a series of stories 
for local newspaper use and spot radio 
and TV announcements. 


Testing Laboratory adds 
Vibration testing Unit 


INSTALLATION of additional vibration 
testing equipment in its Environmental 
Testing Station has been announced by 
the United States Testing Co., Inc., 
Hoboken, N. J. The new device is a 
combination vibration exciter and cali- 


brator, designed to shake out trouble 
spots in machinery by finding reson- 
ances excited by vibration forces dur- 
ing operation. In addition, the appara- 
tus may be used with stroboscopic light 
for location of noise in mechanisms, 
The equipment is expected to prove 
helpful to manufacturers who are sup- 
plying material to meet government 
specifications and for those interested 
in the performance of their products 
when subjected to vibration tests. 


Texas Company expands 
Beacon, N. Y., Laboratory 


THE NEWEST MAJOR UNIT in the Texas 
Company’s research expansion pro- 
gram has been completed at its Beacon, 
N. Y., laboratory. The brick-faced 
addition affords 55,000 sq. ft. of re- 
search area and increases by about 
40% the facilities of this main center. 

The building, part of the company’s 
10-year expansion program of ex- 
panded or modernized facilities at all 
28 of its research and quality control 
laboratories, is laid out in 10 ft. basic 
floor space sections, with movable 
metal partitions. 
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FOR NO. 6 OIL 


Here’sa newand important devel- 
opment in anti-syphon valves... 
Preferred’s Type A Valve, which 


PREFERRED 
Anti-Syphon 
VALVE 
APPROVED BY UNDERWRITERS’ LABORATORIES 





BOSTON-STANDARD 
DRAFT 
CONTROL 


The World's 
Most Accurate 
DRAFT CONTROL 


is the only valve available in these 
sizes approved by Underwriters’ 
Laboratories for use with No. 6 
oil, as well as with lighter oils. 
This angle type valve takes the 
place of an elbow when installed 
at the high point in the suction 
line, usually at the building wall, 
where the line'drops to the base- 
ment floor. . 


~~ 


© Built-in dashpot eliminates chat- 
tering. 

© The new Preferred Type A valve is 
spring-loaded and is available. in 
1%", 12” and 2” sizes for 5 or 10- 
foot head pressures. 

@ For Oils Up To No. 5—Valves C5 and C10 are available in 3” 
and 12” sizes. 

@ For Oils Up to and Including No. 5—Valves B5 and B10 
are available in %4” and 1” sizes. (1” size is built up 
from 34” size with fittings.) 


4 


PREFERRED UTILITIES MFG. CORP. \ AQ) 


1860 BROADWAY, NEW YORK 23, N. Y a 








For Efficiency— 
Hold that Draft! 


Ordinary chimney drafts fluctuate from .02 to .25 inches or more, 
due to varying winds, atmospheric conditions and temperature 
changes. A draft control should P te for all of these 
changes and hold a constant pull on the heating unit correct for 
that particular heater. 


If the draft pull on the heater is greater than it should be, be- 
cause of no control or an inefficient one, the heat travel through 
the heater is greater than it should be, hence the heating unit does 
not have a chance to absorb the heat before it is through it and up 
the chimney. 





Without a good draft control, every variation in the chimney 
draft causes a change in CO» reading, resulting in increased 
cost of operation. 


The BOSTON-STANDARD DRAFT CONTROL with its patented 
CENTER-MOUNTED GATE, will hold the proper draft on the heating 
unit constant. 

ALL THESE MODELS READY FOR SHIPMENT 

223-C300—7'"' gate for 5", 6''", 7", 8'' pipes 

223-C30I—9"' gate for 7'', 8'', 9'', 10" pipes 
Larger sizes (Ball Bearing Pivots) 12'', 16'', 20'', 24'' 





BOSTON MACHINE WoRKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 
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New Prod: ucts 





carried through the average door. Re- 
fractory combustion chamber and oil- 


braids of heavy duty cord. An oil and 
abrasive resistant cover completes the 
assembly. Hoses in sizes from 34” to 
14” are available in soft type con- 
struction; 2”, 2%” and 3” sizes in wire 
inserted or soft type construction and 
4” size in wire inserted type only. 

Also available are couplings for use 
with the hose and threaded railroad 
tank car connectors in sizes from 1” 
to 4”. 

A heavy duty, wire inserted, smooth 
bore oil suction and discharge hose also 
is available for use in refineries, dis- 
tributing terminals, oil tanks and 


ry 
xag Armstrong Furnace adds burner are placed by the installer. bargers for loading and unloading oil 
ro- Small winter Conditioner Made by: Armstrong Furnace Co., cargoes. Four sizes, from 3” to 8” I.D., 
on, A WINTER AIR CONDITIONER with aca- 851 West 3rd Ave., Columbus, Ohio. are offered in 10, 15, 20 and 25 ft. 
ed s pacity of 80,000 Btu/hr at the bonnet ; lengths. 

re- f has been added to the Armstrong Fur- Carlyle offers Line of Made by: Carlyle Rubber Co., Inc., 
ut nace line. The unit ie Ged with Ade Fueloil delivery Hose 62 Park Place, New York 7, N. Y. 
or, strong’s gun type oilburner, featuring A COMPLETE LINE of Carlyle fueloil ee an , 

rs the Turbo-Regulator to combine con- _hose for loading and unloading in- Viking Humidifier with 

X- i trol of the air volume and turbulation. cludes sizes from 34” to 4” ID. in vari- Wide range of Capacity 
Ul Heating elements of the furnace ous lengths up to 125 ft. The tube, — vikING’s 2300 furnace humidifier is 
ol ; unit are of welded steel, with cabinets | which forms the foundation of the offered as a one-design model that fits 
ic finished in two-tone blue baked enamel. hose, is made of special purpose oil = any type or size of furnace with round, 
le Furnaces are assembled at the factory and aromatic gas resistant material, sloping or straight plenums. Only 12” 
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and shipped in crates which can be 


with a carcass consisting of multiple 


long, the 2300 features evaporating ca- 





il-ways 








U/L 
approved 


pressure. 







A Low-Pressure burner with 22 less parts 
| than any other, takes much less power to 
| 7 . 

| run. Better atomization at 1 to 2 pounds 
| 


Easy to install. Any good service man can 
| service, not necessary to attend special 
| service schools. 
| Air and oil mix in nozzle, Patented feature 


ioe, 


BETTER. 
DCHEAPER 


prevents change in flame density. Airflame 
cone drives fan air to center of oil mist. 
Lifts own fuel from buried tanks. 


Franchises to local installers or to state distributors. 


AIRFLAME, INCORPORATED 


648 McAlister Ave. Waukegan, Illinois 
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HAGO PRECISION NOZZLES 


Irvington, N. J. 
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pacity that can be increased, with 888 
sq. ins. of evaporating surface at full 
capacity. For installation only a drill, 
tin snips and screwdriver are needed, 
with direct attachment made by six 
screws which are inserted from outside 
the furnace. The humidifier itself slides 
in or out of the plenum opening like a 
file drawer and includes easy-to-follow 
servicing and cleaning instructions 
baked on the access plate. 

The 2300 incorporates Viking’s new 
Foam Glass float, hard chromed top 
seat valve, deep tank and a newly-de- 
signed tank cover which drains splash 
or condensation back into the tank. 


| 
HERCO 
y | ) 
Profits 
Welt am Relate l-1a 





. . . because when you sell HERCO, you 
are selling years of trouble-free perform- 
ance. This means that your profits are 
protected from expensive service calls 
and bothersome complaints. 


The Handsome 
HERCO 
RESIDENTIAL 
packs plenty of 
sales appeal... 


. . . Here’s a burner that will give your 
customers everything they could ask for 
in a fine oil burner . . . beauty, quiet 
operation, ‘‘built-in” efficiency. Unusual 
economy is made possible by the Thrifti- 
fier—an exclusive HERCO 
that provides a hotter, thriftier fire— 
saves oil. Built in three different sizes to 
fit every housing requirement. 


invention 


Ask about the 
HERCO STAINLESS STEEL OIL HEAT UNIT 


For genuine value, you just can’t beat it. 
This warm air unit has a sturdy, double- 
walled stainless steel combustion chamber 
that gives perfect heat delivery. Its exclu- 
sive “heat economizer” actually pre-heats 
cold incoming air—a feature that spells 
savings to the customer. Write for details. 


HERCO OIL BURNER CORP., LANCASTER, PA. 


HERCO 








The Oil- Thrifty 
OIL BURNER 


Made by: Viking Air Conditioning 
Corp., 5600 Walworth Ave., Cleve- 
land 2, Ohio. 


Kewanee Cottage Boiler 


developed after intensive research, dur- 
ing which a variety of chemical com- 
binations were tested before the most 
effective was found. 

Nalco SR-160 controls corrosion in 
storage tanks and oil lines; SR-158 is 
designed to eliminate sludging prob 
lems and corrosion difficulties; SR-155 
is a complete fueloil treatment for 
sludge prevention, corrosion control, 
soot elimination, slag alleviation. 

Made by: National Aluminate 
Corp., 6216 West 66th Pl., Chicago 


For hot water Systems - 


MODEL VT510 Kewanee Cottage, small 
round steel vertical tubular boiler has 


an SBI net rating | 
of 510 sq. ft. hot | 
water and is de- | 


signed for use in 


field for hot water 
heating systems. 
Capable of being 
fired with gas or 
oil, it requires an 





oilburner with a 
1.1 gph fring rate. 


* The unit meas | 
ures 19/4” diameter at the floor, 22” | 
diameter at the top ring and stands | 


56%” high, including the jacket. It 


boasts 19 sq. ft. of heating surface, has | 
a stainless steel firebox measuring 16” | 


inside diameter, 2744” high. The 


the small home | 


square jacket which encloses the boiler | 


ip 23" 33". 
The vertical fire tubes are equipped 
with spinners to strip hot gases with- 


out retarding the draft. To clean the | 


tubes the spinners are drawn out | 


through the hinged cover in the smoke- 
hood top. Domestic hot water coils are 


available in tankless types or storage | 


tank heaters. In extremely cold weather 


the boiler is reported capable of deliv- | 
ering 150% of its SBI net code rating. | 
Made by: Kewanee Boiler Corp., | 


Kewanee, III. 


Develop three Types of 


Nalco fueloil Additives | 


THREE TYPES of Nalco fueloil additives 
have been developed, in a range that 
permits their use by the refiner, dis- 
tributor or consumer of fueloil in all 
types of applications. All have been 





Compact, 

lightweight pumps 

that operate at wide 

ranges of speed—to handle oils of all 

= and give long trouble-free 
ife. 


CLASS 50 
Direct-drive 
pumps 

for 

light oils 


Roller tolerances rp send handling extraneous 


matter that wou 
Good suction characteristics. 
60-600 GPH; pressures to 100 psi. 
Ask for Bulletin A-1330 


id jam other mechanisms. 
Capacities 


CLASS 60 && 
Reduction- 
drive 


umps for heavy oils ' 

ime-tested Kraissl design for direct burner 

i as booster pump. The pump that 

will pull heavy oil when it is cold. Capaci- 
ties, 75-1800 GPH; pressures to 100 psi. 
Ask for Bulletin A-1193 pene 


SL_ COo., INC. . 
za wians a at or bulletin 
petty —_ me banal, information — speci- 
ol on Kraissl Fuel Oil Pumps. 
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Delta HB-90 furnace Unit 
Has 90,000 Btu heat Output 


DELTA’S model HB-90 furnace-burner 
unit incorporates all the elements of 
winter air condi- 
tioning and fea- 
tures a built-in 
summer circulat- 
ing fan. The unit 
develops 90,000 
Btu/hr at the 
plenum and _ is 
fred with the 
Delta flanged high 
pressure atomiz- 
ing oilburner. De- 
signed for instal- 
lation in basements, utility rooms or 
closets the HB-90 requires only 20” x 





28” of floor space. 

The cold air inlet, which can be 
placed on the sides or bottom, measures 
144” x 2334”, while the warm air out- 
let, located at the top of the unit, 
measures 15” x 23”. A large inspection 
door and access door are located con- 
veniently at the front of the furnace 


and a removable cleanout cover is ac- 


cessible at the rear. Built-in refractory 
combustion chamber, air filter and 
large water-wheel type blower fan are 
shipped with the factory-assembled 
unit. 

Made by: Delta Heating Corp., 85- 
07 Northern Blvd., Jackson Heights, 


N. Y. 


Roper 300 gpm rotary Pump 
For unloading transport Trucks 


ESPECIALLY DESIGNED for unloading 
large transport trucks or barges where 
positive suction is needed, the Roper 
3600 HBRV #7 hasa capacity of 300 
gpm at a speed of 360 rpm. The pump 
may be driven by geared head motor, 
gasoline engine or power take-off. 
This addition to the 3600 series of 
rotary pumps has venturi suction and 
discharge, spreading the liquid over 
wide helical gears. Pumping elements 
of hardened alloy iron helical gears are 
supported on both sides by bronze 
sleeve bearings, with steel shafts induc- 
tion hardened at all bearing and pack- 
ing surfaces. A lantern ring in the 
packing box reduces pressures on pack- 
ing and drain-back from the ring auto- 








matically reverses if pump rotation is 
changed. 

Made by: George D. Roger Corp., 
470 Blackhawk Park Ave., Rockford, 
Ill. 


Hershey announces oilfired 
Motor Stokor boiler Unit 


THREE MODELS of oilfired Motor Stokor 
boiler-burner units have been an- 
nounced, with net standing radiation 
ratings from 300 to 770 sq. ft. of steam, 
480 to 1230 sq. ft. of hot water. The 
units, with heating surfaces of 19.3, 
29.5 and 45.3 sq. ft., respectively, are 
furnished with high pressure atomizing 
burners and tank type water heaters 
as standard equipment. Tankless coils 
are available as extras. 

Boilers are of the water tube type, 
with tubes constructed of heavy gauge 
steel, welded in position. Four rows of 
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5012 W. Lake Street 


Speed Transmissions. 





Standard in the oil 
heating trade for 
Simple Servicing 






FLEXIBLE COUPLINGS 


When you select dependable, economical, simple 
L-R Couplings for servicing jobs you are doing both 
your customer and yourself a favor. They give long, 


smooth operation and are quick and easy to install. 


Write for catalog and prices, TODAY 


- LOVEJOY FLEXIBLE COUPLING CO. 


Chicago 44, Iil. 


Also mfrs. of Lovejoy Universal Joints and Lovejoy Variable 


need AUTOMATIC 










3 and 2 piece Type 
UX Doubleflex. 
Pat. & Pats. Pend. 
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R-99 Oil Burner 






T-70 Room 
heenaien V-110-1 Stack Control 
Manual 
Reset Valve 







GENERAL CONTROLS 


801 Allen Avenue 


Glendale 1, California 


Manufacturers of Automatic Pressure, Cemperature, Level and Flow Controls 
FACTORY BRANCHES: Baltimore 5, Birmingham 3, Boston 16, Buffalo 3, Chicago 
Se 5, Cincinnati 2, Cleveland 15, Dallas 2, Denver 4, Detroit 21, Glendale 1, 
5) | Houston 6, Kansas City 2, Minneapolis 2, Newark 6, New York 17, Philadelphia 

- | 23, Pittsburgh 22, St. Louis 3, San Francisco 7, Seattle 1, Tulsa 6, Washington 6. 
| DISTRIBUTORS IN PRINCIPAL CITIES 
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the tubes are provided for greater heat 
absorption, with a built-in refractory 
combustion chamber. Furnished with 
extended jackets, the boilers are sur- 
rounded with asbestos air-cell insula- 
tion, have access and inspection doors. 
Made by: Hershey Machine & 
Foundry Co., Manheim, Pa. 


Pump gun Package for 
De-Sooter furnace Cleaner 


DE-SOOTER furnace cleaner, developed 


by the Signal Flare Div., Standard 


PREFERRED 


DRAFT-A-JUSTORS 





Cut Fuel Consumption by 


The Preferred Draft-A-Justor is the original, 
patented Draft-A-Justor . . . improved to in- 
clude the latest in engineering developments. 
Stainless steel bearings and weather resistant 
metals provide long-life service without break- 
down due to rust or wear... assure cos- 
tinuous tuel savings. 


Millions now in satisfactory use. 


WRITE FOR DESCRIPTIVE LITERATURE AND 
TRADE PRICES. 


PREFERRED UTILITIES MFG. CORP. 


1660 Breedwey, Mew York 23, N.Y. Boston Office: 839 Beocen $1. 


Railway Fusee Corp., is a non-inflam- 
mable and non-explosive soot destroy- 
er, available in a pump gun package. 
Spraying accessible soot deposits and 
allowing the burner to operate nor- 
mally burns off the accumulations. The 
powder is described as not harmful to 
metal parts, pipes or ducts. 
Prabo-Solv is a liquid fueloil addi- 
tive, also available, which is added di- 
rectly to the storage tank. It loosens 
sludge in the bottom of the tank and 
allows it to be burned with the oil. 
Distributed by: Prabo Products, P. 
O. Box 30, Needham Heights 94, Mass. 


Iron Fireman type R 
Horizontal rotary Oilburner 


SIX MODELS, with capacities of 9, 16, 
25, 35, 50 and 60 gph, are available 
in Iron Fireman’s type R horizontal 
rotary oilburner. All are equipped 
with the oil volumeter, allowing the 
use of fueloils with varying viscosities 
without change of adjustment. Type 
R burners, offered for manual and 
automatic operation for Nos. 5 and 6 
oils, feature a gear-type circulating 
pump running at low speed to main- 








tain a constant supply of oil in the 
reservoir. 

A V-belt drive and standard 1750 
rpm motor powers the burners, which 
can be furnished with gas-electric or 
light oil-electric ignition. A flame 
shaper permits adjustment of the flame 
to the proportions of the combustion 
chamber. A single control lever, with 
direct linkage to the primary and sec- 
ondary air dampers, regulates the 
proper oil and air supply. 

Made by: Iron Fireman Mfg. Co., 
1305 S.W. 12th Ave., Portland, Ore. 





CS75 Commercial 


Send for FREE 
Fire Box Calculator. 


SHELL DESIGNED 
HEAD 


PARK BETTER HEET - 


Savings as high as 20% without 
smoke ® Co2 up to 14% 
Underwriters’ Lab. MP1454 e 
Standard, 
Mass. No. 1090 © Model DPS 

from 3% to 6 gph. 


Park Oil Burner Mfg., 217-225 N. South Carolina Ave. 
Atlantic City, N. J. 


























SIZES 


Store, domestic and 
commercial sizes 
from 4” to 24” in 
diameter. | 
Industrial sizes from 
2 “7 to 5° 2 32". 











ESTIMATING MANUAL FOR HEATING AND 
PIPING SYSTEMS 


The aim of this manual is to provide practical labor data 
to those who are concerned with estimating the cost ot 
assembling, fabricating, installing the material required 
for the construction of heating and piping systems in 
the building industry. 

Much of the material presented in the manual is based 
upon the experience of others engaged in the heating and 
piping industry, many of whom have expressed their 
knowledge of the subject through the medium of articles 
published in various trade papers and otherwise made 
available over a period of years. 112 pages. Contains dia- 
grams and many tables. By Harry A. Erickson. 


HEATING PUBLISHERS, Inc. 
232 Madison Ave. 


$3. 


New York 16, N. Y- 








December 


1950 
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Line of sales Tools 
For visual Display 


A LINE OF sales tools, developed to as- 
sist « salesman in presenting a visual 
display to prospects, includes a View- 
master, Showmaster, Displaymaster 
and Zipmaster. The Viewmaster is an 
easel portfolio in four sizes to accom- 
modate sheets up to 18 x 24 ins. A ring 
binder with six rings holds sheets in 
place; the easel feature permits the 
unit to stand upright and allow one 
sheet to be shown at a time. The Show- 
master is designed to allow a vertical 
double page spread, made in three sizes 
for sheets up to 20 x 15 ins, This unit 
is hinged and has ring binders in the 
center. 

The Displaymaster is a similar unit 
for horizontal double spreads and can 
be shown flat, at 30 or 60 degree angles. 
A variation of this model is the Zip- 
master, a zipper case with a pocket on 
each side to hold circulars, order pads 
and similar items, with a Displaymas- 
ter unit detachably mounted. 

Made by: Sales Tools, Inc., 1222 
West Madison St., Chicago 7, IIl. 


Wayne adds floor Furnace 
To its oilheating Line 


A 50,000 BTU oilfired floor furnace has 
been added to the Wayne oilheating 
line. Its heel-proof grille provides an 





85% free air opening, with all parts 
available from the top. Manual or ther- 
mostatic control can be arranged for 
and the units can be furnished with 
optional forced draft or oil filter for 
underground tank installations. Con- 
struction features include corrosion-re- 
sistant parts, electric-welded, fume- 
tight combustion chamber. 

Made by: Wayne Home Equipment 
Co.; Inc., 801 Glasgow Ave., Fort 
Wayne 4, Ind. 


Reddy-On safety Spring 
Furnace door Closer 


REDDY-ON Safety Spring is a furnace 
door closer, delivered with spring ten- 
sion factory set 
and mounted in 
the retainer. It is 
made of cadmium 
plated steel, avail- 
able in hinge pin 
opening sizes of 
3/16, Y%, 5/16, 
¥% and 4 inches. 
It allows the door 
to be held open 
for servicing and 
can be ordered with special brackets 
for doors with inside hinges. 

It is a device designed to provide a 
mechanism to absorb abnormal pres- 
sures in boilers or furnaces, which may 
be relieved through an open door. 
Reddy-On conforms to codes or regu- 
lations that require installations of de- 
vices of this kind. 

Made by: Leisur-Maid Mfg. Corp., 
338 Wealth St., S. W., Grand Rapids, 
Mich. 


























Here’s a NEW BOOK 


about FUELOIL HANDLING 


O meet a demand for information on fueloil handling problems, 
we have brought together in a 64-page book, the most significant 
articles from FUELOIL & OIL HEAT that cover among other things 


DELIVERY PROBLEMS 
AUTOMATIC DELIVERIES 


DEGREE-DAY SYSTEMS 


TRUCK PROBLEMS & TRUCK SELECTION 


RATING DRIVERS 


Order your copy of FUELOIL HANDLING for a dollar. It’s illustrated 
with photos, tables, diagrams and charts. 81 by 11 inches. 


PRICE $1 


When ordering we shall appreciate your sending a check or money 
order to avoid bookkeeping on hundreds of small orders that we receive. 


HEATING PUBLISHERS, Inc. 





232 Madison Ave. 


New York 16 
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Thatcher model 503 is 


Hi-Boy winter Conditioner 


AN OILFIRED, COUNTERFLOW 503 win- 
ter air conditioning unit added to 
Thatcher’s line is 
a Hi-boy model 
that delivers 82,- 
500 Btu at the 
bonnet and has 
been designed for 
perimeter heating 
installations, with 
the warmed air 
flowing from the 
bottom of the 
unit. It has been 
factory assembled 
and features a front flue for access to 
all controls. Overall dimensions are 
63” high, 23” wide and 25” long. 
Filter racks can be located in either 
vertical or horizontal positions, while 
the blower, powered by a 1/6 hp 
motor, and radiator can be reached 
from a front door to facilitate servic- 
ing, cleaning and inspection. A high 
limit cutoff switch, pre-cast combus- 
tion chamber and variable pitch blower 



























motor pulley are standard equipment. 
Made by: Thatcher Furnace Co., 
Garwood, N. J. 


Maid-O’-Mist balancing Valve 
Adapter Unit is announced 


MAID-O’-MIST balancing valve adapter 
unit for forced hot water heating sys- 


re : aaa rs, 











tems is designed to balance water flow 
in radiators, convectors, baseboard 
panels, radiant coils, return mains and 
branches. It is made of non-ferrous 


metals and is packaged in %, y, 4% 
and 1 inch nominal pipe sizes. A sim- 
ple balancing adjustment is made 
through a screwdriver slot, which may 
be locked in place. 

Sweating the balancing valve unit 
into any stock copper or bronze tee 
of the same pipe size completes the 
installation. The unit can be inserted 
in the side-outlet of the tee or in the 
direction of flow. Separate balancing 
cock stocks are no longer needed. 

Made by: Maid-O’Mist, Inc., 3217 
N. Pulaski Rd., Chicago 41, Ill. 


Tube-Tite Staples for 
Fastening copper, brass Tubing 


THREE SIZES of Tube-Tite staples have 
been announced for fastening copper 
and brass tubing in radiant heating and 
similar applications. Made from pure 
copper with a steel core, sizes are de- 
signed to fit 4”, %” and 7%” O.D. 
tube sizes. For the first two a flat top 
staple made from flat stock is used, with 
a round wire staple with round top for 
the largest tubing. 

Tube-Tite staples are packaged in 
















PROFIT 
NOW! 


WITH 


GRAND 
RAPIDS 
FURNACE 
CLEANERS 


























233 Stevens St., S.W. 
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It’s easy to get a lion’s share of furnace 
cleaning profits when you use a Grand 
Rapids Furnace Cleaner. Greater clean- 
ing capacity, handling ease and practi- 
cally designed groups of fur- 
nace cleaning attachments 
help you give better service 
and clean more furnaces per 
day at a higher profit. 


Act now! Write today for 
complete information and prices. 


DOYLE VACUUM CLEANER CO. 


Grand Rapids 7, Michigan 



















HOW TO USE IT: With 
Smoke Gage terminal tube 














easy! 





in ke pipe opening, force 
smoke sample through paper 
in Gage holder with aspira- 
tor bulb. Remove paper and 
compare with Chart..It’s that 





315 SOUTH WESTERN AVE. 


WATCH YOUR SMOKE! 


; ’ 
with 


DWV€ 


RANSPAREN 
SMOKE GAGE 
¢ 








KNOW what your burner or furnace 
is doing—BE SURE you are getting the 
maximum amount of CO, with clean 
combustion. The DWYER Smoke Gage 
gives you an actual sample of smoke for 
comparison with the DWYER Smoke Chart. 
For greater fuel saving efficiency with 
soot-free burning, it’s the DWYER Smoke 
Gage .... precision-made, accurate, in- 
expensive! 


DWYER No. 910 Smoke Gage. . $8.50 Complete 


(DWYER 910-S Smoke Gage, for use 
with DWYER Combustion Test Set, 
no duplication of parts... . $4.50) 


Write for literature describing the com- 
plete line of DWYER Test Instruments— 
Manometers, Draft Gages, etc. 


CHICAGO 12, ILLINOIS 


December 
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cartons of 100 or 500 pieces, are recom- 
mended since they insure against gal- 
vanic action between the staple and the 
copper or brass tubing. 

Made by: E. H. Titchener & Co., 
67 Clinton St., Binghamton, N. Y. 


Mor-Sun counter-flow Furnace 
For perimeter heating Systems 


MOR-SUN counter-flow type furnaces 
have been announced specifically de- 
signed for warm air perimeter heating 
installations. Heat exchangers in these 
models are similar to the Mor-Sun Util- 
ity models and have the blower and 
blower motor located at the bottom of 
the unit. Return air is heated as it is 
drawn through the unit and, as the 
blower distributes it through the ducts, 
heat is transmitted through floor slabs. 

Oilfired models are equipped with 
the OV “Ball Flame” mechanical draft 
oilburner for lighter oils and feature 
balanced air delivery for mixing, pre- 
heating and vaporizing the oil prop- 
erly. The models, listed by Under- 
writers, are factory assembled. 

Made by: Morrison Steel Products, 
Inc., 601 Amherst, Buffalo 7, N. Y. 


Quiet Automatic develops 
Catomic Head for its Burners 


CATOMIC adjustable turbulator now is 
being furnished as standard equipment 
on all Quiet Automatic oilburners. In 





addition, the firm’s distributors are 
trained to install them in burners now 
in service. With the head turbulation 
may be adjusted to suit individual con- 
ditions and either right or left hand 
turbulation is possible. 

Gordon Kaveny, president, describes 
the workings of the head as matching 
turbulation to nozzle velocity to 
achieve highest combustion efficiency. 

Made by: Quiet Automatic Burner 
Corp., 33-35 Bloomfield Ave., Newark 


4,X% fj. 


Galvanized steel Airlouvers 
For industrial, commercial Use 


AIRLOUVERS, constructed of galvanized 
steel, have been developed for use in 
industrial and commercial buildings. 
Overlapping blades are weather-proof 
in the opened or closed positions, and 
units can be assembled for a wide selec- 
tion of sizes. Maximum dimensions for 
a single unit are 7434” x 48”, down to 
sizes as small as 1174” x 12”. 

By varying the number of blades 
used and cutting frames to suit width 
requirements, variable sized wall open- 
ings can be accommodated. Adjustable 
and fixed types are available, with spe- 
cial models offered of copper, alumi- 
num, monel or A.P.M. 

Made by: The Swartout Co., 18511 
Euclid Ave., Cleveland 15, Ohio. 


Positive dust exit features 
Cyclo-Twist masonry Drills 


CYCLO-TWIST carbide-tipped masonry 
drills now are being offered in sizes 
from 3/16” to 1” diameter, with larger 
sizes to be available at a later date. The 
drill has been field tested to establish 














All Electric 


e@ All Surfaces Machined 





OIL 
BURNER 





@ Completely Fire Tested 
@ Variable Tube Lengths 
@ Meets Local and State 


WRITE TODAY FOR 
FULL INFORMATION ON 
OUR COMPLETE LINE 








Requirements 


SUNDSTRAND ENGINEERING COMPANY 
ROCKFORD, ILLINOIS 











NOW READY! 
FREE! The New 1950-1951 








CROWN . 


your 
Installation 
with 


GALONGAGE! 


Outstanding in its field, 
Galongage design, con- 
struction and appearance 
does credit to the finest 
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WEBBER Catalog “14 


Write For Your Copy NOW 
On Your Letterhead. 


ILLUSTRATED ® PRICED © COMPLETE 








A. R. WEBBER CO., INC. new Hoven 11, Conn. 





heating installation. Because Galongage measures in gallons... 
has an easy-to-read magnifying Jens ; .. requires only 4-inch head 
clearance...comes fully:assembied...is approved by Under- 
writers’ Laboratory. 

When ordering, specify depth of tank and size of opening. 


APPLIED MECHANICS COMPANY 


167 OLIVER STREET, BOSTON 10, MASSACHUSETTS 
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two features—positive double dust exit 
and maximum body strength of the 
drill and support to the carbide. 

Two spiral low angle flutes are 
turned in the steel drill body, the diam- 
eter of which is the same as the diam- 
eter of the hole being drilled. 

Made by: New England Carbide 
Tool Co., Inc., 60 Brookline St., Cam- 
bridge 39, Mass. 


Honeywell producing 
Universal clock Thermostat 
A UNIVERSAL CLOCK THERMOSTAT, ap- 
plicable to all types of heating installa- 
tions, has been announced. The devel- 
opment makes it unnecessary to match 





Reduce Service Calls With 

















Amasl 


Write for prices and dealer discounts! 


MILOS SYSTEM DEVICES 


94 Lakeview Avenue 


OIL BURNER LIQUID 
WHAT IT DOES: 


Helps remove soot. 
Increases B.T.U.'s. 

Helps dissolve and remove gum 
deposits, sludge and water. 
Helps overcome oil odors, 
Retards rust and corrosion. 


Clifton, New Jersey 











heater elements with primary controls 
and it can be used for all low voltage, 
gas, stoker or oil control installations. 
The new Chronotherm includes the 
time modulation principle, which pro- 
vides for control accuracy through a 
method of applying a very small 
amount of artificial heat directly to the 
bi-metal element. 

The universal models simplify in- 
stallation considerably and are avail- 
able in the standard model for new or 
concealed wiring installations and in 
plug-in models for replacement jobs. 

Made by: Minneapolis-Honeywell 
Regulator Co., 2753—4th Ave., Min- 
neapolis 8, Minn. 


Majestic rain Cap for 

Thulman metal Chimney 
MAJESTIC rain cap and shield has been 
announced for use with prebuilt, all- 
metal Thulman chimneys. The cap 
readily attaches to the ornamental, ven- 
tilating chimney cap and prevents 
water from entering the flue. Topside 
louvers along each side of the fitting 
allow smoke to escape unhindered and 
air currents can circulate freely. 


The Thulman chimney consists of a 
vitreous enamel-coated, steel inner flue 
and two concentrically placed alumi- 
num ducts that jacket it. It is made in 


lightweight sections for easy assem- 
bling, requires no clearance from wood 
framing, needs no footing and hangs 
on the joists. 

Made by: Majestic Co., 
Long St., Columbus 15, Ohio. 


74 East 


Makay tubing brush Tool 
Accommodates four Sizes 
TO THOROUGHLY CLEAN tubing ends 
prior to soldering, the Makay tubing 
brush tool has been developed. It has 


four openings, accommodating 7%", 
Yn", ¥%4” and 1” tubing, with brushes 








works out in practice. 


M. S. Lurio, Pres. 


10 Milk Street 
New York, N. Y. 


Liberty 2-6878 





IF YOU'RE PINCHED... 


If you're "pinched" for capital, because you're do- 
ing too much business, investigate the Lexington plan. 


Our new customers feel like pinching themselves 
when they see how beautifully our financing service 


Write for particulars 


LEXINGTON CORPORATION 


Fuel Financing from Maine to Maryland 


Baltimore, Md. 


FOR BETTER HEATING 


“American™ Combustion Chambers 





Boston, Mass. 











|| @ers are recognized for these features: 


THE AMERICAN CLAY FORMING COMPANY 


Twenty-seven years making quality refractories for the heating industry. 


American chambers for domestic oil burn- 


4 BETTER PERFORMANCE — Ameriean 
@ light weight refractory chambers give yeu 
@ fast heat-up, quiet operation and fuel 
‘4 savings that mean satisfied customers. 
| @ HIGH QUALITY—Only high grade refrae- 
'@ tories built to withstand 2500° operating 
_4@ temperatures are used. 
- 4 EASY INSTALLATION—Contrelled man- 
\@ ufacturing and careful design give you 
flexible pieces that fit together with a 
4 minimum of effort. 
We invite your inquiries on standard er 
special shapes. 


TIFFIN, OHIO 
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SAYBOLT Calibration 
Can Save You Money 








inside each opening. A spiral twist 
cleans the tube end, preparing it for 
soldering. 

The four most popular sizes of cop- 





per tubing may be cleaned with the 
tool, refill brushes for which can be 
replaced easily. 

Made by: Makay Co., 
Rd., Upper Darby, Pa. 


626 Copley 


Fedders baseboard Radiation 
With steel Tubing and Fins 


FEDDERS baseboard radiation, available 
in tube sizes of 1” and 114” diameter, 
contain heating elements made of cold 
drawn, seamless steel pressure type 


of dollars annually. 


Saybolt Calibration Service prevents profit leaks and 
pays for itself many times over in fueloil savings. Con- 
tact any of the 50 Saybolt offices in the United States 
and foreign ports, or write to: 


E. W. SAYBOLT & COMPANY 


Serving the Petroleum Industry for Over Half a Century 
265 BAYWAY 


HERE’S HOW: Saybolt Calibration insures accuracy 
in fueloil meters, tank trucks, and bulk storage tanks, 
thus preventing small daily losses which total hundreds 





ELIZABETH 2, N. J. 





tubing with steel fins. The tubing is 
bullet expanded into self-spacing, die- 
formed collared fins providing large 
area permanent metal-to-metal contact. 
Heating elements act as mains, simpli- 
fying basement installations. Lengths 





are available from 2 to 12 ft. in 4” 
increments. Covers are available in 16 
lengths, with joining strips, end covers 
and corners to suit installation require- 
ments. 

Heated air is directed into a room by 
built-in angular louvers in the front 
face of the unit’s enclosure, with a 
curved top to direct cold air into the 
warm air stream and minimize wall 
streaking. Dampers are optional and 
may be installed with the original job 
or at a later date. 

Made by: Fedders-Quigan Corp., 
Buffalo 7, N. Y. 


Aqua-Clear system stops 
Rust formation in water Pipes 


AQUA-CLEAR crystals and feeders are 
described as eliminating rusty water in 
homes, commercial and _ industrial 
buildings, by the formation of a pure, 
transparent microscopically thin pro- 
tective film on the inner surfaces of 
tanks and pipes. The system consists 
of a feeder, containing crystals, 
through which the water passes. The 
crystals dissolve slowly and coat the 
pipes with a thin film, thin because 
Aqua-Clear does not adhere to itself. 





The only operating cost is the occa- 
sional replacement of crystals in the 
system, which holds rust in check, stops 
formation of further rust and prevents 
rust from discoloring the water. 

Made by: Sudbury Laboratory, 
South Sudbury, Mass. 















complete line of modern 
oil heating equipment 










ALSO: 








$00T-CO=... 


STILL THE BEST ‘2: cleaning oil and 


gas-fired heating plants. 
EFFICIENT AND CONGMEA TO USE 


SLUDGE-GO for anaes Fuel Oil Tanks and Will 
Emulsify Water. 
EZ-E WELD for Sealing Leaky Boilers. No After Odor. 
No Draining. 
Write for name of nearest jobber 
KALMIDE CHEMICAL CO., INC. 
17 East 42nd St. 








New York 17, N. Y. 












123 






















7 Turn Your DEFECTIVE PARTS into CASH ~ 





RA116 JMI 
RA117 JM 
R116 KMI 
R117 


5520 


We will pay you $3.00 each for the following STACK RELAYS 
MINN.-HONEYWELL MERCOID PERFEX PENN 


5200 670 
5500 672 


DELCO-COA 


D-L - CA701 





WEBSTER SUNDSTRAND 


We will pay you $2.00 each for the following FUEL UNITS 


AUTOMATIC 


TUTHILL PACKAGED UNIT 





IGNITION TRANSFORMERS 
WEBSTER JEFFERSON 
DELCO WAYNE 


We will pay you $1.00 each for the following OIL BURNER 


SUPER 
GILBARCO 


TIMKEN 








Sthaneass MADISON AVENUE 


THIS OFFER GOOD FOR 30 DAYS ONLY 


ALBANY AUTOMATIC SUPPLY CO. INC. 
ALBANY 7, NEW YORK 











_J | 625 GIBSON ST. 





Copperheating System with 
Individual controlled Wallrads 


A HOT WATER HEATING SYSTEM for 
new or old homes, with or without 
basements, called 
Copperheat- 
ing, employsa cir- 
culating pump at- 
tached to a gas or 
oilfred boiler. 
When the ther- 
mostat calls for 
heat, hot water is 
distributed at 10 
fpm through 34” 
copper tubing to 
Wallrads, 
trated, installed recessed and equipped 
with small blowers. These force out 


illus- 


heat at floor level and can be controlled 
individually—shut off completely or 
regulated by a rheostat. 

Domestic hot water is supplied from 
the same system, the boiler of which 
requires an 18” x 30” floor space. The 
Wallrads fit between standard studs. 

Made by: Copperheat Industries, 


Inc., Detroit 21, Mich. 


Airtherm redesigns line 


Of Convectors, adds Models 


AIRTHERM has redesigned its line of 
convectors for hot water or steam heat- 
ing systems and has added two new 
models, making a total of six available. 
The redesign provides more attractive 


appearance and rigid construction, 
with all edges and corners of the front 
panel formed to a 1” radius. 

Models offered include free stand- 
ing, fully and partially recessed, slop- 
ing top wall cabinet and free standing, 
regular wall cabinet. Each is available 
in lengths from 20” to 64”; 4”, 6”, and 
8” depths; 20”, 24” and 32” heights. 
Convectors are equipped with non- 
ferrous heating elements of seamless 
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LITE-CAST 


COMBUSTION CHAMBERS 
SOLD BY 
LEADING JOBBERS 
NATIONALLY 


Write for our new Catalog which con- 
tains complete information. and speci- 
fications on Combustion Chambers. 


MONOGRAM PRODUCTS CO., 
I 


7 KENnITE 


2075433 


Patent No. 





PHILADELPHIA 4, PA. 


“ECONOTHERM" 


OIL OR GAS FIRED 
NATION-WIDE SALE AND SERVICE ENGINEER ORGANIZATION 


Looking for Results ? 
TRY "KEK" on that TOUGH JOB. 


GET ANY BOILER CLEAN 
SAFELY and SURELY 


Self-contained unit, shipped complete 
with all equipment necessary for low 
cost installation. Exclusive features 


assure low fuel and maintenance cost. 
Write for catalog. 


THE DUTTON BOILER DIVISION 


flapman- 


HOT WATER AND STEAM GENERATORS FOR HEATING, PROCESSING OR POWER 


Dita Co. 


KALAMAZOO, MICHIGAN 


copper tubes, brazed into copper alloy 
headers. Non-ferrous fins are bonded 
mechanically to the tubes. 

Made by: Airtherm Mfg. Co., 735 
So. Spring Ave., St. Louis, Mo. 


Holsclaw Benders for 


All types of Tubing 


A LINE of pipe and tube benders, from 
Ye” to 1¥e” O.D., is designed for use 
with conduit, iron and steel pipe, brass, 
copper and aluminum tubing. The 
portable tools are light and durable and 
can be used bolted to a bench or pipe 
vise. Constructed of malleable iron, 
they make bends free of wrinkles, 


eliminating the use of fittings in a line. 
Made by: Holsclaw Bros., Inc., 408 
North Willow Rd., Evansville 11, Ind. 
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REPAIR that LEAKY BOILER 
with the 


“REP” BOILER REPAIR 


Successor to Kenite Boiler Repair 

| PERMANENT — ODORLESS 

| Ask Your Jobber or Order Direct. Jobbers Protected. 
Write for FREE BULLETINS 








BOILER 

CLEANER 
Ano sTeA¥ 
Compiriont? 


NEW 


“Me consitio” ed 


LABORATORY 


Madison New Jersey 


December 
1950 
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RAYFIELD BURNERS 


FOR No. 4 or No. 5 
HEAVY OILS 


MODEL JR. 
1.00 to 5.00 GALS./HR. 
MODEL D4 


1. Fully Automatic 

2. Self Cleaning Nozzle 

3. Self Lubricating 

4. All Electric Operation 

5. Pays for itself from savings 
6. Burns the cheaper No. 5 oil 


¢. | oa 












HEAT RECLAIMERS 
3.00 to 12.00 GALS./HR. 1. Low in Price—Automatic—Easy Installation 

2. Installs on Boilers, Furnaces or Stoves 

3. For use with Coal, Gas, Oil or Wood 

4. Increases output of ANY gravity warm air furnace 
5. Heats Basements, Play Rooms, Garages, etc. 

6. The hotter the stack—the more heat reclaimed 

7. Saves wasted heat now going up the chimney 


HALSTED ST. » 





RAYFIELD COMPANY - 









2010-18 SO. 











PATENTED COMBUSTION 
HEAD OIL 


BURNERS 













for CATALYTIC 
OILS TO 

#3 GRADE 
2 MODELS 
1.00 to 3.00 GALS./HR. CAPACITY 


1. Amazing Economy 12 to 15% COz 

2. Clean boilers with perfected combustion 
3. Burns Catalytic oils easily 

4. Quiet—No Vibration or pulsation 

5. Cuts user’s oil bills 14 to 36% 
6. The ideal replacement oil burner 


CHICAGO 8, 
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Book Shelf 


Issue second Printing of 
Beacon Radiation Book 


THE SECOND PRINTING of the Beacon 
Radiation Reference Book and Heat 
Loss Guide has been issued by Heating 
Publishers, Inc. A reprint of the orig- 
inal edition, published in 1946, the 
new issue reproduces the entire series 
of tables showing heat loss require- 
ments for rooms of various sizes. 
Range of rooms covered begins with 
those measuring 5 ft. x 5 ft. and con- 
tinues up to rooms with 20 ft. x 30 ft. 
dimensions. 

Pre-calculated steam and hot water 
heating requirements in sq. ft. are tabu- 
lated for each room, figured with one 
to three windows, all possible combi- 
nations of exposed sides and ceiling 
heights from 7 ft. to 12 ft. A data sec- 
tion in the front of the book shows the 
sq. ft. per section of cast-iron radiators 
of various styles and heights, as well 
as similar information for baseboard 
and convector radiators. 

The Beacon Radiation Reference 


YOUR 


WATE R HEATER 


@ BOCK Water 
Heaters come in 
three popular sizes. AVAILABLE 
A Pe i -~ gallon WITH 
mode or resi- 

dences, a medium OIL OR GAS 
size model for up to ALSO 
six apartments, and LESS BURNER 
a heavy duty model 
the larger installa- 
tions. Equipped 
with electric wir- 
ing, removeable 
combustion cham- 
ber, and brass clean 
out plugs. 












Book was compiled by Edward Beck- 
enstein and is intended as an aid to 
quick estimating of radiation require- 
ments for any of the trades or occupa- 
tions concerned with heating. The Btu 
method has been used in arriving at 
all figures in the tables, based on 0° 
to 70° F. design temperatures. The 
book’s Foreword explains the purpose 
of it and includes rules for determin- 
ing radiation for conditions other than 
those assumed. 

Contains 175 tables, pocket size, 
with flexible binding that allows it to 
lay open flat, stiff paper covers. Pub- 
lished by Heating Publishers, Inc., 232 
Madison Ave., New York 16, N. Y. 
Price: $4.00. 


Snow Melting is Manual on 
Use of embedded hot water Coils 


SNOW MELTING, a new book by T. 
Napier Adlam, is a manual on the use 
of embedded hot water coils for melt- 
ing snow on roads, driveways or side- 
walks. Mr. Adlam is known as a pio- 
neer in this work and is noted also for 
his book, “Radiant Heating,” available 


from the same publisher. 

The book is devoted to a discussion 
of how to decide if a snow melting sys- 
tem should be used and what kind of 
a system to employ. The design and in- 
stallation of the system is described, 
accompanied by an explanation of how 
to operate it and an estimate of both 
installation and operating costs. Data 
contained in the book is based on ac- 
tual tests of a variety of installations, 
with charts, tables and graphs included 
to simplify individual steps. Twenty- 
seven full-page working charts cover 
all types of construction and speeds up 
computing pipe size and spacing. 

Snow Melting by T. Napier Adlam, 
224 pages, 189 illustrations, $4.50 a 
copy, published by Industrial Press, 
148 Lafayette St., New York 13. 
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J. M. Schiavetti has been elected vice 
president, Gerotor May Corp., Balti- 
more. Associated with the company for 
15 years, Mr. Schiavetti has been in 
charge of manufacturing since 1948 
and formerly was the company’s pur- 





dry and soot-free. 


literature. 





Sure, you'd like to 
eliminate downdraft problems! 


You're bound to run into trouble now and then with 
jobs that cause too much soot, and waste heat be- 
cause of tricky downdraft. THERMCAP will help 
you eliminate downdraft trouble completely—it con- 
trols draft at the top of the chimney, and keeps flues 
Try THERMCAP on your most 
troublesome job—you’ll see immediate combustion im- 
provement, arid a definite saving in fuel. Satisfaction 
is guaranteed! Write for profitable dealer offer and 


| WIGWAM FLUE TOP CO.., Abington, Mass. 


chasing agent. 
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OEA(ERS:4 PROFITABLE FUTURE FOR 


with THERM-O-BLASTS$sade' 


... If you want to jump your sales, and push up your profits, get interested in THERM- 
O-BLAST Oilburners and Gasburners. The price, our service, and the way the cus- 
tomers go for them, get a strong hold on our dealers and jobbers, and they zoom their 
bank accounts. Easy to sell, easy to install and we have all the necessary approvals, 
(AGA and Underwriters) models and capacities. Are you an old timer? If so you'll 
quickly see what we’ve got. Are you a newcomer? THERM-O-BLAST will save you 
months of “learning.” Drop us a note, wire or phone, BUT DON’T DO IT UNLESS 
YOU WANT TO MAKE SOME EASY MONEY! Jobbers and dealers welcome! 


O'HALLORAN INDUSTRIES 


e 12305 TURNER 


DETROIT 4, MICH. 








Ovel L. Gregory has been appointed 
to the staff of the Coastal Oil Co., 
Newark, N. J. He was with PAW dur- 
ing the war and has been engaged in 
the marketing and distribution of heat- 
ing oil in the Metropolitan New York 
area for more than 15 years. 


E. F. Hackett’s appointment as east- 
ern district sales manager has been an- 
nounced by the Pacific Steel Boiler 
Div., United States Radiator Corp., 
Detroit 26, Mich. Mr. Hackett will 
occupy new and larger offices at 101 


Park Ave., New York City. 


S. K. Augustine and H. Watson 
Paddock were appointed assistant 
comptrollers, American Radiator & 
Standard Sanitary Corp., Pittsburgh, 
Pa. Mr. Augustine joined American 
Radiator in 1911, while Mr. Paddock’s 
association with American-Standard 
dates back to 1931. 


. Richard Brown has been appointed 
director of personnel, Ingersoll Steel 
Division, Borg-Warner Corp., Kala- 
mazoo, Mich., and Dee Williams has 


been appointed employment supervisor 
to handle employment and training of 
new employees. The appointment of 
Mr. Brown, who previously served in 
personnel capacities with Blackmer 
Pump Co. and Sperry Gyroscope Co., 
is the first step toward enlargement of 
Ingersoll’s personnel department. 


William Naden has been named a 
vice president and Herbert P. Schoeck 
a director, Esso Standard Oil Co., New 
York 19, N. Y. Mr. Naden, with the 
company more than 20 years, had been 
a director and general manager of 
manufacturing. Mr. Schoeck rose 
through the treasurer’s department to 
the position of assistant treasurer of 
the parent company, Standard Oil Co. 
(N. J.) and later became treasurer of 
Esso Standard. 


Wallace Trevor Holliday, chairman 
of the Board, Standard Oil Co. (Ohio), 
died on November 7 at Cleveland’s 
Lakeland Hospital at the age of 66. He 
had been in failing health for some 
time and was admitted to the hospital 
six weeks before his death. He became 


general counsel for Standard of Ohio 
in 1917 and in 1928 was elected its 
president. He took over a company that 
was not doing too well and lifted it into 
one of the leaders in the field. He be- 
came chairman of the board of direc- 
tors in 1949. He is survived by his 
wife, two sons, a daughter, two step- 
children, nine grandchildren and a 
brother. 


Temple W. Tutwiler, director of 
Cities Service Co. since 1930, a mem- 
ber of its executive committee and its 
chief engineer, died November 9 at his 
home in Birmingham, Alabama, at the 
age of 71 after an extended illness. 


C. H. Wolley, 44, assistant manager, 
Proposition Dept., Babcock & Wilcox 
Co., New York, N. Y., died suddenly 
on November 11 in Cranford, N. J. 
He was the inventor of many improve- 
ments in steam generator construction 
and operation and had been with Bab- 
cock & Wilcox since his graduation 
from Purdue University in 1927. He 
is survived by his wife, a daughter, his 
parents, two brothers and a sister. 





“/@e FAMOUS FITZGIBBONS “400” 


THE ARISTOCRAT 
OF STEEL BOILERS 
BUILT BY 
BOILERMAKERS 

IN A BOILER SHOP 


Fitzgibbons Boiler Company, Inc. 101 PARK AVE. NEW YORK 17,N.Y. 


tures. 





2981 Franklin 


RANSFORMERS 


Outstanding 
Construction Features 


The Dongan Transformer is su- 
perior in performance because of 
its outstanding construction fea- 
Its coils are specially 
space wound to protect windings 
from electrical surges. 
nated under high vacuum. All 
laminations heat-treated to re 
move internal stresses. Used on 
leading makes of oil burners. 


Voltages from 5,000 to 
20,000. A variety of sizes 
and mountings. Special 
types built to specifications. 


Impreg- 


Dongan Electric Manufacturing Co. — 
Detroit 7, Mich. 
‘The Dongan Line Since 1909’’ 
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Write for Free Copy of ‘‘Better Combustion Chambers” 


116 Wall Street ° 


from ONE Complete — Convenient Carton 


COMBUSTION CHAMBER 


@ Easy to Handle and Install 

© Fast Heating « Quiet « Efficient 

® Gives Up Stored Heat Gradually 

® One Safe Package Has Everything 
for Any Shape Chamber 


Many thousands of these better quality, longer 
lasting R & | Refractory Chambers are giving 
real customer satisfaction. Your supply house has 
them. Try them—and save on installation costs. 


New York 5, N.Y. 





REFRACTORY & INSULATION CORP. - 


Oilheating Trends 
(Begins on page 12) 

DEALER COMMENTS: These are typi- 
cal of the month’s comments: “Bx still 
short, so are steel boilers and jackets; 
tanks are scarce and too high” 
“Surplus buying is on the decline; we 
have noticed those supposed scarce 
items collecting dust”... ““We haven't 
yet felt a cutback due to credit restric- 
tions; believe 10% would be the worst” 

“Experienced burner men are 
scarce” “Any oilburner dealer 
who has an inventory seems to be giv- 
ing the consumer the benefit of the 
low prices he paid, while knowing re- 
placements cost 50% more”... “We 
still think that $45 is too high for 
tanks, and in addition the quality is 
poor. Plastic tanks? No?” . . . “Price 
of oil is too high, requiring a longer 
period before payment of bill” 

“It’s a buyers market again.” 

“We manufacture oil storage tanks 
and will have to stop production in 
three weeks for lack of steel. Defense 
orders are getting preference at our 
mills” “Burner business slowing 
down, we think due to higher prices.” 





An Appraisal of O.H.I. 
(Begins on page 45) 

tion and fund solicitation by the Com- 
mittee. In both cases, the campaigns 
are in operation and much business has 
been saved for oil which would have 
gone to competition without the strong 
fights being made at local levels. 

Much more work will have to be 
done by the Institute with the major 
oil companies and manufacturers to 
gain the wholehearted cooperation of 
both groups. Without it, a great poten- 
tial market for oilburning equipment 
and fueloil will be lost to competition. 
I don’t believe either group can afford 
to be complacent in this matter nor do 
I think they will be. 

To talk about the future at this time 
is to try to “unscrew the inscrutable” 
as a radio commentator said. Of this 
much, we can be sure, the automatic 
heating industry is years away from 
any near saturation point. New homes 
will be built, new commercial, indus- 
trial and institutional buildings erected 
at a slow pace temporarily but ac- 
celerated by the demands of an ever- 
increasing population, Oilburners need 


replacement and sooner or later some 
10,000,000 centrally heated coal burn- 
ing homes will convert to more auto- 
matic heating. How much goes to oil 
depends upon how well our industry 
sells the many advantages of “Better 
heat with oil heat!” The sales poten- 
tial is there—a wide open door of op- 
portunity for all of us. The measure of 
our sales depends upon the individual 
effort of all segments of the industry 
and the industry's cooperation to solve 
its major problems through its spear- 
head—Oil-Heat Institute of America. 
The attitudes of public service are 
the underlying strength of the OHI 
and do not spring out of a starry-eyed 
altruism that says we should “do good” 
. but rather from a business-like 
application of intelligent self interest 
—a practical understanding that what 
benefits the public we serve also bene- 
fits the industry and its individual 
members. So the future is bright for 
the industry and the virility of its In- 
stitute is such that its accelerated 
growth will make it possible to provide 
greater and greater service as the years 
roll on. 











ARTCRAFT Suspended Furnace 


75,000 to 750,000 B.T.U. 









MORE PROFIT PER 


Service Call 


Unlimited Market! 


Hangs from ceiling. Saves space. 


Easily Installed and Serviced 


CHICAGO STEEL FURNACE CO. 
9326 S. Anthony Ave., Chicago 17, Ill. 


When the oil burner Servicemen answer a call 
it is easy many times to add furnace cleaning 
to the job. E-Z Fuel Oil Soot Destroyer (for 
fuel oil soot only) does a thorough, clean, safe 
job in just one application. Takes but a few 
minutes. Keep a 5 lb. Can on each service truck, 
always. Stock the 1 Ib. Cans for sales to your 
customers. If your Distributor cannot supply 
you, order direct. 

No. 1 Pkg. approx. 1 Ib. ...List $1.00 ea. 

No. 5 Pkg. approx. 5 Ibs. . .List $4.50 ea. 

Liberal d she to bona fide Servicemen. 
Special discount to Distributors on quantity 
purchases, allows for extending regular discount 
to Dealers and Servicemen. 








HEALY-RUFF COMPANY 


| 797 Hampden Avenue °¢ 











St. Paul 4, Minnesota 








Use "CRESCENT PARTS” Service 


SERVING THE ST. LOUIS TRADE AREA 
— CONTROL 





Stoker and Oil Burner Parts 


FUEL UNITS TUBING 
TRANSFORMERS FITTINGS 
ELECTRODES NOZZLES 
COMBUSTION CHAMBERS CONTROLS 
FILTERS OIL TANKS 


Authorized 
Fuel Unit 
Service 
Station REPAIR 
EXCHANGE 


SERVICE 





CRESCENT PARTS AND EQUIPMENT CO., INC. 


825-831 S. Boyle Avenue St. Louis, Missouri 


STOKER & OIL BURNER 
M-H, PERFEX PENN 


SEND US YOUR 
ORDERS OR INQUIRIES 














Pacific Northwest Oilheating 
(Begins on page 48) 

gas, pointed generally toward Wash- 

ington and Oregon. 

Not to be caught napping, the fuel- 
oil and oilheating industry groups in 
Seattle, Portland and Spokane nave 
prepared preliminary plans for a pro- 
motional campaign to sell the public 
on oilheating. Not that it isn’t already 
pretty well sold, but gas will claim a 
lot of advantages when it comes, and 
these can best be blunted in advance. 
An advertising agency having offices 
in all three cities has been selected to 
handle the job, and the fund raising 
will follow pretty closely the national 
OHI plan. 

The program, in addition to the 
three major cities, will cover another 
20 smaller markets. The combined cir- 
culation of all of their newspapers and 
their radio coverage will blanket the 
two states. The total budget estimate 
is for $113,000 a year. This is to be 
raised through contributions of 1/20¢ 
a gallon by fueloil distributors, 1/40¢ 
from major suppliers, $1 per burner 
from manufacturers and 50¢ per burn- 


| ay J 


er installation from dealers. Informal 
discussions with the major companies 
have found a favorable attitude on the 
whole. Mose Vining of Seattle heads 
the industry committee preparing the 
overall plan. Chas. Holloway, Jr., is 
chairman for Portland. 

In studying a market like the Pa- 
cific Northwest, group meetings were 
attended in Seattle and Portland for 
an exchange of views. Then a handful 
of marketers were visited at their es- 
tablishments. The dozen visited, and 
with some of their activities described 
earlier in the article, were not neces- 
sarily the largest or most imagina- 
tive in those markets. They are good 
operators, mostly known through for- 
mer acquaintance, and their activities 
are sufhciently varied to provide a rea- 
sonable cross section. 

Much of the credit 
for making the Wash- 
ington-Oregon trip an 
interesting venture 
goes to Bob Elmslie 
and Bill Alexander, 

respectively managing directors of the 
oilheating associations in Seattle and 


MAICCORKLE 
CONTROLS are designed to GIVE _ 10 require 


for Vaporizing Oil Burners 


@ Patented dual blade bi-metal assembly 
—insures trouble-free operation —supplies 
a wide margin of extra power. 

@ More rapid heat transmission. 

@ Adjustable snap acting Micro-switch. 

@ Heavier, more rugged construction. 


Portland. Alexander’s group, Oregon 
Heating Industries, has the same ini- 
tials as the Oil Heat Institute, so its 
seal is an effective tie-in. 

The Northwest country is a splen- 
did, strong oilheating market. Some of 
the industry’s doings there are more 
effective than in the East, particularly 
those that stem from full confidence 
in the industry’s strength . . . full con- 
fidence that the homeowners like oil- 
heating and want more of it. 
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Angus M. Campbell has been added 
to the St. Paul district sales staff, Per- 
fection Stove Co., 


Cleveland 4, 


Ohio. He will 
cover the Duluth 
territory. For the 
past 13 years Mr. 
Campbell has 
been associated 
with companies in i 
the appliance _— 

field, and for the past two years he 
acted asa Westinghouse representative. 


SERVICE 


Less service means greater cus- 
tomer satisfaction—increased 


profits— more new business 


D. 4. INCCORKLE co. 


Box E, Station A Berkeley, California 


December 


1950 
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Here’s the Ideal Lowest Cost Burner for Small Homes 


Balk Flame 


Reg. U.S. Patent Office 


OIL BURNER 


The completely automatic mechanical draft burner designed for small home 
projects, and for quick, easy, inexpensive conversion jobs. No other oil burner 
equals this compact packaged unit for low initial cost, ease in installation, 
efficient operation and low fuel consumption. 






—— 


Since 1927 





1950 Models 
BF47 and BF60 


Write for full story today. 
KRESNO-STAMM MANUFACTURING CO., (America)-tnc. 


e Noiseless Cees 
e Economical 





General Officés and Plaint: PALISADES PARK; N. J. 


s ” 
Trouble Free Kresno-Stamm Mfg. Co. (Canada) Lid. «© 1452 Drummond S#., Montreal 25, P. Q. 








DEGREE DAY TABLES 
REPLACE YOUR WORN HOSE NOW 




















——ONE MONTH ONLY SEASON TO DATE | WITH NEW 
October Percent (Sept. 1 to Oct. 31) Percent | 

Normal 1949 1950 Change* Normal 1949 1950 Change* | CAR i YLE FUEL ol HOSE 
0 43 «6300 — 93 Albany 16 1 “3 GUARANTEED 
130 41 31 — 761 Atlanta am 7 2 ~<a 
230 98 147 — 36.1 Baltimore 1 8 Me BR 
ao ae Boston 436 335 430 — 14 | 
410 273 324 — 209 Buffalo 535. 479 479 — 10.5 | 
334 276 186 — 44.3 Chicago 18 2 WT — : 3 
274 146 «110 — 59.8 Cincinnati 326 «232 - 6 — 994 | Stock No. OFH-44 
354 199 222 — 37.3 Cleveland 446 325 312 — 30.0: | | Gms ees ace ieee ae 
70 115 5; — 28 Dallas "5 120 te BB ee, Wee institutions and indi- 
as 21 Le — 713 Denver 539 337 tH — 460 | Check These Advantages 
357 276 204 — 42.8 DesMoines 456 440 258 — 43.4 | | © OIL AND AROMATIC GAS RESIST- 
387 270 284 —266 Detroit 96 «452 390 — 213 ||) Bo 





433 266 269 — 37.8 Grand Rapids 559 490 379 — 32.2 |e LIGHTWEIGHT, EASY-TO-HANDLE. 
2 I~ 21% y 2 e os 
368 057; 315 — 14.4 Hartford 474 389 498 aa SA PORATED IN CARCASS. 

601 791 528 — 12.1 Helena 889 1092 888 — 0.1. | © PLIABLE, REELS OR RACKS EASILY. 
2 oi a a = <4 vailable 4 4 2 
ii 192 160 — 46.5 Indianapolis _ 309 2 — 39.3 50 3 - “7.0 yo “47.00 at 
242 195 116 52.0 Kansas City 292 274 —— 46 | aan #. — 55.60 67.00 91.50 112.25 
43 54 2 — 5.3 Los Angeles 48 54 .: 2 ee 125 ff. .. 69.10 83.25 113.75 139.50 
218 141- 102 — 532  Loubville 252 219 140 — 444 | 1 Re eae eee 

409 334 293 — 28.3 Milwaukee 9 313 06 ~~ 
z Ris : ; ye LIMITED OFFER 

484 376 358 26.0 Minne: 647 587 458 — 292 

4 35 5 inneapolis SOLID BRASS NOZZLES 

23 79 0 .. New Orleans 23 217 0 Pa for 
274 «:123——«174 36.5. New York 327 176 264. —~ 197} FUEL OIL & GASOLINE 
325 420 202 — 37.8 Omaha 406 557 279 — 31.3 DELIVERY SERVICE 
235 118 166 — 29.3 Philadelphia 271 164 251 — 7.4 | 
324 192 204 — 37.0 Pittsburgh $03 312. 292 — 282 
459 419 484 + 5.4 Portland,Me.. 638 658 796 -+ 24.7 
298 432 351 + 17.8 Portland,Ore. 407 491 441 + 83 
363 231 272 — 25.1 Providence 467 3310s 435 —— G2 EXTREMELY LOW PRICED—$10.00 
232 140 142 — 38.8 Roanoke 278 #233 «233':« — «16.2 Delivery Nesey with Five Special y Re a 
212 ~ 5 es ee 9 = 5 5 5 oes pe ; onl rass onstruc ton. 2 ' 
18 15 10 — 53.2 St Rois 254 288 1 0 ee 
BAT 476 i — 73.0 Salt Lake City 472 518 290 — 38.5 4. Bushin furnished to alter to 1°" or 12°" 
140 218 107 — 23.6 San Francisco 262 324 229 — 12.6 5. Greduated notches in the roar quard hold 
614 507 534 — 13.0 Sault Ste.Marie 895 862 862 — 3.7 TERMS: 2% 10 Daye te rated firms, 
372 484 (382 2.7 Seattl 546 596 510 6.6 SES SHOWN, 
o/2 382. + 2. eattle ets ALL PRICES SHOWN INCLUDE 
369 263 281 — 23.8 Toledo 467 466 386 — 17.3 DELIVER ESTINATI 
254 116 149 — 41.3 Washington 297 171 206 — 30.6 | | CARLYLE RUBBER COMPANY, Inc, 





*Compared with normal. Note: Above figures secured from Monthly Meteorological | 62-66 eee 7.0. ¥- 


Summaries published by U. S. Weather Bureau offices in individual cities. 

















TRANSFORMERS 


completely rebuilt 
and GUARANTEED 


Most types in stock for im- 
mediate exchange. 








One-week rebuilding service. 


Burned-out transformers purchased $1.00 each. 








Shipping tags and prices on request. 


ACE TRANSFORMER COMPANY, INC. 


539 Third Ave., New York 16, N. Y. 
Dependable Service Since 1937 





DON'T JUST BAFFLE! 
ay WIRLING ACTION 


It pays to include a 
FIRE-SWIRL_ with 
every conversion. 


Get the facts, clip 
this to your letter 
head. 








Gine Box 


FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


Advertisements are payable in advance 75c¢ a line; mini- 
mum charge of $4.50 for 6 lines or less. No Advertising 
Agency Commissions. No discounts. 


NOTICE—Those writing to Box Numbers, address: c/o FUEL- 
QIL & OIL HEAT, 232 Madison Ave., New York, 16. 


pobre Qo—u BURNERS aS 

onl). a — SUPPLIES 
SAVE TIME AND MONEY by using Ken quick pong 4 oil tank feed valves. 
On one-tank jobs, just screw the valve in tank and flare tbing—no other 
fitting necessary. On two-tank installations, two Ken valves and Ken special 
iron to copper flare tee plus two nipples replace 17 standard pipe fittings— 


fewer sible leaks and a great time saver. Write for our catalog and repair 
parts. Robert Barclay, Inc., 130 N. Peoria Street, Chicago 7, Il. 


ALL-WEATHER ALUMINUM HOLDERS. All sizes for meter tickets. Keep 
drivers tickets clean. Send sample of your meter ticket and we will furnish proper 
size aluminum holder. Degree Day Systems—-Woodside, New York. 


STANDARD AUTOMATIC OIL BURNERS with Honeywell Controls in sizes 
from 1 gallon to 20 gallons per hour at competitive prices. Burners with Shell 
Head at slightly higher prices. Standard burners which burn the ‘‘Cat”’ cracked 
oils are made with a sand cast housing completely machined for durability 
and quietness. Exclusive territories available. Complete line of motors, panes. 
transformers, and controls at a saving. Standard Arcoil Corp., 21-23 Broad St., 
Newark 4, New Jersey. 


MR. JOBBER. Service is the only answer to today’s competition, Vortex remanu- 
factures all makes of controls exclusively for the jobber. Our remanufactured 
control is equal to new in appearance. No control obsolete with us, Packaging 
same as original manufacturer. Free transportation within 50 miles. Your name 
on label if desired. Write now for price list. Vortex Specialty Co., 100-13 94th 
Ave., Queens, N. Y. 


TURN YOUR SURPLUS INVENTORY of Stoker, Oil Burner or Gas controls 
into cash. Mail list and prices to Box 885. 


NEW ENGLAND SALES REPRESENTATIVE in the oil burner accessory field 
selling to more than 400 jobbers, would entertain representation for small device 
items in the gas field. Send replies to Box 910. 


ws 


uls 








EASIER TO SELL 


in 9 out of 10 Homes * New or Old 


ALDRICH Compact BOILER BURNERS 


@ Cut your inventory — have the right boiler 
burner unit for the 9 out of every 10 homes 
using oii or gas. Aldrich in 7 sizes — 100,000 to 
808,000 BTU/Hr. Vertical tube type. Fully auto- 
matic controls available. For steam or hot water 
heat or hot water supply. You get them pack- 
aged, fully assembled, ready to set in place and 
connect. Easier to stock, easier to sell, easier to 
install — you make more profit. 


the FNLID FRY GS inl company 


103 East Williams St., Wyoming, Ill. 
A Subsidiary of Breeze Corporations, Inc. 


Burners 
Interchangeable 


ANOTHER 
BREEZE) 
BRERZE 


PRODUCT 











| HEAVY DUTY POWERFUL FURNACE VACUUM CLEANER 


| OILBURNER MANUFACTURING BUSINESS FOR SALE. Patents, 
| patterns, etc., and small unbalanced inventory of parts and a few complet 

| burners. Will make right deal with substantial party. Burner costs about $25 
| more to make than ordinary gun burners, but has remarkable field record for 


SALES REPRESENTATIVE—Outstanding line of packaged chemical products 

for plumbing, heating and hardware trade. We cooperate with mail campaign 

a — dealers with sales aids. All repeat items, Large commission. Write 
x 887. 


FREE FUEL OIL DEALERS CATALOGUE for 1950-1951, containing latest 
prices on our special ‘‘Print-Thru,’’ two color meter ticket. It also lists the 
latest printing aids to help you sell and service your customers, includiag the 
window envelope ‘‘with a message,’’ weather-proof ticket holders, tank charts, 
blotters, personalized letters, letterheads and envelopes. Write for this all new 
catalogue now. Cromwell Printery, Inc., 97 Beaver St., Albany 1, N. Y. 


FOR SALE—Small manufacturing business making oil and gas water heaters. 
Good product, going business, Price reasonable, Send replies to Box 883. 


WANTED—Man to manage heating department of Fuel Company. Must know 
how to estimate, understand service and be able to sell. Company located in 
South, good pay with chance to buy interest. Can also use one fully experi- 
enced service man. Send replies to Box 893. 


MR. JOBBER. We have many nationally known chemical products to coincide 
with your heating, plumbing or oil business that will bring you increased sales 
and satisfied customers, Why not increase your present income? Write for 
details now. Box 897. 


OILBURNER SERVICE AND INSTALLATION EXPERT, all-round heating 
man, trade writer and instructor, in oilheating industry constantly since 1931. 
New York license. Can organize or reorganize mechanical departments, supervise 
installation and service, estimate and design heating systems; trouble-shoot in 
field for manufacturer. High, Low-Pressure, Rotary, Understand design problems 
of burners and heating equipment. Seek permanent connection in East, Now 
employed. Write Box 900. 


FOR SALE—100 well known make of Oil Burners complete with controls. 
Capacity 1 gallon per hour. Forced to sell to settle estate, Make an offer below 
cost, Send replies to Box 864. 


OILBURNER SALESMAN, Bronx and Manhattan Territory, salary and /or com- 
ee oes basis. Only progressive and experienced need apply. Send replies to 
Ox 


OIL CONVERSION BURNER—Nationally known brand vaporizing type. Now 
being sold on aggressive merchandising campaign, but which will leave us 
approximately 100 on hand. Will sell these burners below cost of controls 
alone. Crated and packaged carton includes all controls and limit control. Ware- 
house being torn down for new construction, must sell at once. Full literature 
and installation information. Box 906. 


SURPLUS VALVES FOR SALE—Priced far below distributor level. 114 in. 
Tacomatic, 114 in. Bronze horizontal swing check set at 125 Ibs. These valves 
are all new and priced low for quick disposal, Address inquiries to Box 907. 


PROGRESSIVE WEST COAST MANUFACTURER WANTS design engineer 
experienced in small electric switches, contactors or bimetal devices. R 
opportunity. Box 909. 


ONE OF THE LARGEST AND FASTEST GROWING OIL HEATING CON- 

CERNS in Providence, Rhode Island wants an experienced man to take complete 

charge of heating and oil burner installation department. Must be able to handle 

men, estimate and layout complete heating installations, and do all necessary 

supervision, Excellent pay and great opportunity for right man, State complete 

* vege yaaa and employment experience in first letter, Address inquiries to 
Ox 


VENTURI CHIMNEY CAPS eliminate a stack of trouble. A positive solution 
to down draft problems. Used extensively on residences, gasoline service stations 


| adjoining higher buildings, and for fireplaces with poor draft. Made of pet- 


manent, high temperature fire clay, Extremely attractive in appearance—adds 


| beauty as well as utility to chimney. Write for complete data and prices to 


Venturi Chimney Cap Co., 3641-H Fulton Road, Cleveland, Ohio. 

(no bags 
needed) only $89.50. Rush check with order. Fully guaranteed. Write for 
special low prices on oil and gas burners. Hasko Utilities Company, 879 Tenth 
Ave., New York 19, N. Y. 


cools, 


efficiency and long service. Death in family requires business to be sold. A real 
bargain for the right man or organization. Box 911. 


December 
1950 
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WATTS products PROTECT AND CONTROL so possibilities of scalding. They also provide 
against dangerous boiler conditions, and efficient operation where control is an es- 
sential part of the system. 
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AT TS FEGUATOR COMPANY 


LAWRENCE MASSACHUSETTS 
PLUMBING and HEATING... SAFETY VALVES and CONTROLS 
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HEATING 
COMFORT 


at the 


COMMERCIAL MUSEUM 
PHILADELPHIA, PA. 
April 24 to 28 


FIRST IN CONTROLS 


Get details at Booth 600-610 
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MANAGEMENT 
AN APPRAISAL OF O.H.I. ........ R. H. L. Becker. .Dec 
BELABOR THE Osvious; ACCENT THE TRITE 
Fred Feigenbaum. .Sept 
CHANGING “Mayse” To “Yes”. William E. Sheppard. . Aug 
CoMPARATIVE FuEL Costs By NEw 
SCOVERIEIIE INT POMMMUER, oo ccc ca cccneeecveeeeses Sept. 
ME(PARATIVE PUEL VALUES o.ccccccck bewnsecieace's July 
Cost OF SERVICE WITH ParTs ....... Robert Gray. .Nov 
CREATIVE SELLING Pays OFF ........ Robert Gray. .Sept 
ENTRANCE LopBy A MEETING ROOM ............-- June 
ForuM ON GAS COMPETITION ......e0.cceccscceees May 
Gas May Prove Boon To OI! ..... Kirk B. Shivell. .June 
Get Your INSTRUCTIONS READ ...Fred Feigenbaum. .Dec 
Herp WHERE THEY NEED IT........ Robert Gray. .June 
INDUSTRY AGAIN RATED Tops ..Peter B. B. Andrews. .Jan 
tvs EasieER TO COLLECT ......... Harold Hoffman. .Nov 
Know Your FINANCIAL Ratios F. Raymond Kraemer. . Sept 
Sk TO DULL AT THE PEANT 20.00 ccccccsctacvens Dec. 
NaTuRAL GAS—PROBLEM OR PANACEA? 
Joseph B. Wells. . Feb. 
Bags LOOKING BACK « < o.<.00's'0 veka 6 S. C. Belfield. .Mar. 
New ENGLAND ForuM, GAS INVASION ......2eeee0. July 
BION-DOMESTIC USES ........-cceee: Bert Dunphy. .July 
NS RL RPV ECCI ETE ee ere Aug. 
a. . ON THis DotTrep Live™ ......... R. F. Horan. .Feb. 
OuTLook BRIGHT IN New Economy 
Peter B. B. Andrews. .Oct. 
PaciFIC NORTHWEST OILHEATING ....Robert Gray. .Dec 
PEDDLING OILBURNER SUPPLIES ........eeeeeeeeee June 


PHILADELPHIA DEALER CHECKS CUSTOMER RELATIONS Mar. 


MRE-SELEING BY DIRECT MAIL 2.2.0 000 cesses ote Aug. 
ProFIT OBJECTIVES FOR THE DEALER 
F. Raymond Kraemer. . Nov. 
SMALL COMMUNITY OJILHEATING ......--eeeeeeees Sept. 
SOHIO OILBURNER ADVERTISING TIES IN WITH 
Ne err ere J. C. Donato. . Aug. 
a William E. Sheppard. .Mar. 
THEY LEARNED ABOUT SELLING ..........+.- ieeehan Aug. 
FUELOIL 
om Viett witht POA-+SA .... 60-00: Henry D. Crane. . April 
BuLK PLANT ON THE MAIN LINE ..........2-002; Nov. 
EveryBopy’s A CUSTOMER ........... Robert Gray. .Feb. 
FUELOIL BuDGETING, DIsPATCHING ...Robert Gray. . April 
FUELOIL STIMULATES THE GASOLINE JOBBER 
Robert Gray. . Oct. 
Heavy O1r DIsTRIBUTOR ...........-. Robert Gray. .July 
BeeGee DRAGON TUMLIVERIEG coins cc ccceccccececess Mar. 
Mayors Look aT BURNER PROMOTION .. Robert Gray. . Aug. 
MounTInG Pumps ON TANK TRUCKS 
V. A. Brunson. . Aug. 
eg  , Peerererr rrr ere L. T. Bruhnke. . Mar. 
ResipuaL Oris, PrIcE AND PROSPECT 
Joseph H. Salmon. .July 
TECHNICAL 
ALL THEY WANT Is PERFECTION ..... J. W. Schulz. .Jan 
PLLAPTAE TICURIL ATION | ook nin ce ccc once naGraneeeon Apr. 
Bolters FOR HEAvy OILFIRING ........ G. E. Olsen. .July 
tee Bes MORSEE CORING 6.506 skwecccencewes Aug. 
Cusine Feep Lnie TROUBLES ... 0.0.02 ccs cceieus Feb. 
DesicN SLANTS ON OmFireD UNITS . .J. W. Schulz. . Sept. 
DesiGN FoR BETTER HEATING . ..J. W. Schulz. . Feb. 
ELECTRONIC CONTROLS FOR BIG Joss ck W. Schulz. .July 
ENGINEERED BOILER BAFFLES .......-eeceeceeeces Apr 
FLEXIBLE HEAT AND PowER ....... George D. Frank. .July 
FLOOR FURNACE INSTALLATIONS ..Robert K. Thulman. . Feb. 
PUELOIL HEATERS FOR STORAGE TERMINALS R. Lisson. . July 
Fume Jom TIRADACHES ... 6. 0.52. ceccnctenssce Sept. 
HEAT From BASEBOARDS .........-.- Bert Dunphy. .June 
IMPORTANCE OF OILBURNER NozzLEs (Part I) 
K. J. Whittet, H. G. Murray and C. L. White. . Nov. 
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INDIRECT WATER HEaTeERS George H. Lippencott, Sr. 


and George H. Lippencott, Jr... Mar. 
INSTALLING RANGE BOILERS IN A HORIZONTAL 
POSIION§ « 0's.4.<'0 Sede George H. Lippencott, Sr. 
and George H. Lippencott, Jr... Apr 
Low VoLtTaGeE WIRING FAauLT Causes Soot 

COMPEAINGS?  cewccdc ceeded nesindweieeeedeentas Aug. 
NEw OFFERINGS AT THE SHOW ...... J. W. Schulz. .May 
NozzLEsS—THE KrEy TO COMBUSTION 

Eugene O. Olson. . Sept 
Olt AND FirInGc RATES ARE FACTORS IN 

PULSN COUR os 006 ee eennes Chas. W. Fisher. . Apr 
One O1L SystEM FEEDS 278 BuRNERS. .J. W. Schulz. . Mar. 
Papers Discuss REFRACTORY, STEEL 

CORIPAISTION COMAMIIEE: 5 o.c vc a cccscnccstatacavs July 
Poor CHIMNEY, Poor DRAFT ..... Henry E. Phipps. . Dec. 
PROGRESS IN WARM AIR HEATING ..Robert C. Ring 

WARD ie cinee au daisiene aed daay aa. Wael eaie emeanwe. Nov 

PARP e wslcnwatec weetewawaa Etueeraudnsueetes Dec. 
PURSE AT CD fin oc ageless sed icasswuans Apr. 
Rerurn Beep TRRAT COMINOE. ccc cncectecasecwnns Dec. 
SMALL ForceD AIR Joss CAN BE BETTER 

J. W. Schulz. .June 
SPARKY BLOwS A FUSE ..........0+. J. W. Schulz. . Apr. 
SPARKY CAN BE BAFFLING .......... J. W. Schulz. . Aug. 
SPARKY ON REPLACING OLD OILBURNERS 

J. W. Schulz. .Dec. 
“OREME WARIE AMUN. Seicce nv dacsnedccucdeencemeas Mar. 
SUPPLYING Domestic Hot WatER . Lionel L. Jacobs. . Sept. 
To Tap or Not TO TAP? ........ Fred Feigenbaum. . Oct. 
Use A PLANNED TESTING RouTINE .George Gardner. . Oct. 
VAPORIZING BURNER TROUBLE ......ccccccccecves Mar. 
WALL FLAME RoTARY OILBURNERS 

D. L. Wooden and P. G. Coale 

PARE Be aicicis'a vie oconre a awaidiaieldiaawraee Deewana ew Apr 

PARGO Es wcll a Sse wes deucceln esas wanea cee ea June 

PARE WEED ou o.dee ccicnccwale gs culcdeeneede tase Oct. 
STATISTICAL 
HAG IN: THE: GROOVE %2 soca Sos ceed we esis elnino een ae Jan 
PUBEOIE: MIABEEFING S949 2c occ ccc ess vicdeuavende Jan 
MORB SERVICE. FORCE ESS 6 co.cc cc cede oewdcencagads Jan. 
1948 FUEEOR. CONSUMPTION... ceccdecsencuceees Jan. 
1949 FUREOI: CONGUMBTION. 66<.c cies ccececa ces Nov. 
REVISED 1949 INSTALLATION DaTa ....Robert Gray. .Mar. 
VOLUME Berren- THAN: PROFESS . oc 902 cevceciecces Jan. 
WEATHER AND Export DECLINES EASED 1949 

Ts SUED 6 oe deca dav dstecavaccsaseenpas Jan 
GENERAL 
ASHVE ANNUAL MEETING AND ExPOSITION 

IN DIALEAS 6s 65 e'ht ep beec wns eden extccemedenans Jan. 
BorLerR ON Roor Heats Stores, APARTMENTS, 

CUPBIQES: 6.oc vin nnces Genadus Seated Clanton wes aes Feb. 
CONVENTION FEATURES OPTIMISM ....Bert Dunphy. .May 
18TH OILHEATING ExPOSITION BREAKS RECORD ...... May 
How Topp CONVERTED THE “PULASKI” TO OIL ..... July 
INDUSTRIAL "Wann Alm FIRATERS .. 26030060 encase July 
Jor, KEYHOLE Covers THE EXPOSITION ..........+-- May 
JUDGES: PICK “THE WIUMERG= «aie soos ence caeweene Oct. 
LARGEST GARDEN APARTMENT CONVERTS TO OIL ....July 
MEN-IN DeEGOCHIBAT EABe) 2% < << ces cs caveeewees Nov. 
New ENGLAND BURNER SHOW ..........ceeceeees July 
ScHOOL EMpLoys BEsT OF RADIANT AND 

CONVECTION ERRAT 66.05 sig aunie xe aw eo ens sisieeaen Apr 
PHILADELPHIA BURNER SHOW ReEapy..Bert Dunphy. . Apr. 
"REACHING “ERE (UTAND Os oo 0'e'0 ao Sina wc Skis Wading whan Feb. 
UsErut. IDEAS BY THE DOZEN = 652i 5c i owe eees Nov. 
USEFUL IDEAS FROM THE CONTEST ........--2-ee% Dec. 
WarM AIR MEETING CLIMAXES PROGRESSIVE YEAR... «Feb. 
West Coast MEETING COMBINED SESSIONS 

AND RENE S oo o:0)4:ca nd haem en's ord oa aiecoie n Apr. 
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PRICE @ DELIVERY @ QUALITY Fo: “4 
on all types of BRASS FITTINGS Straights—Elbows—tees etc. 





THE LORRELT FITTINGS 


Jobbers — Suppl 


Houses — Manufacturers 
Write today for completely illustrated No. ''P'' Catalog and Prices 
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55 EAST EIGHTEENTH STREET 


Les AMET /6, HLINOIS 
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Help Your Customers 


SAVE UP TO 25% 


homes, 
sere ON FUEL! 
small 
office 
build- Now, you can offer savings up to 
ings and 25% on ALL types of fuel. . . coal, 
apartments. gas, oil . . . with the new, impr oved 
Sizes 6-20 Walker "Draft Regulators. Assure 
inches. Shown maximum, economical combustion un- 
with installa- der ALL stack conditions. Quickly 
tion collar. installed. Easily adjusted. Guaranteed, 


Over 7 million in use! 


Sell this fast ees Drofit-line 
of draft regulators. R quality 
makes customers. en's your jobber or 
write WALKER MFG. SAL 


& ES 
CORP., oaeee Penn St., St. Joseph, Mo, 
Do it NOW! 
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R & M UNIVERSAL 


Write for information on our complete line of 
OIL HANDLING PRODUCTS 


RENICK & MAHONEY, INC. 
114 Liberty Street, New York 6, N. Y. 


Fill Box 
WRENCH 


Fits ten or more fill 
boxes. Made of mallea- 
ble iron, cadmium plat- 
ed. GUARANTEED 
against breakage. Net 
price $1.50. Send for 
yours NOW! 








IRON FIREMAN 


a PROVED 
FIVE BIG REASONS 


Most complete franchise in the 





1. The unique features and out- 
standing fuel economy of the Iron 
Fireman Vortex oil burner make 
it easy to sell. 

2. Iron Fireman trademark has 
26 years of continuous national 
advertising and user satisfaction 
behind it. 








Vortex oil BURNER 


Excellent Territories Available In Our Expanding Dealer 
Organization — Write Today For Full Information. 


IRON FIREMAN MANUFACTURING COMPANY 
3108 West 106th Street 


fuel saver 
WHY YOU PROFIT 


entire automatic heating field. 


3. Complete line of residential, 
commercial and industrial heating 
and power equipment. 

4. Strong company backing in- 
cludes local advertising, mer- 
chandising, sales training and 
engineering assistance. 


Cleveland 11, Ohio 








December 
1950 





